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Number 7 


The Merchant Is Proving His Place in Distribution 


During the last few years there has been a ter- 
rible hue and cry about the enormous profit taken 
by retail merchants and from many quarters and 
insistent demand for the elimination of the middle- 
man. 

A lot of idealists and so-called economists have 
figured out a beautiful theory of relieving the bur- 
den of high cost of living by direct sale from pro- 
ducer to consumer. 

There are a lot of theories that look good on paper 
and make wonderful dreams that will not work out 
in actual practice. Selling shoes direct to the con- 
sumer is one of the most pronounced of these falli- 
cies. 

No article in general use requires distribution 
through retail stores to any greater extent than foot- 
wear. The satisfaction of a shoe from the stand- 
point of wear as well as of comfort depends abso- 
lutely upon the fit. No system of measuring or 
manner of determining the correct size of a shoe 
has yet been devised which will give the same sat- 
isfaction as the old “fit and try” method. 


The experience of mail-order houses proves this 
statement. In no department of these immense 
establishments do returns and exchanges run as 
high as in the foot wear department. Julius Rosen- 
wald, the managing head of Sears-Roebuck & Co., 
is quoted in a recent issue of Printers’ Ink as say- 
ing that the logical place for people to buy mer- 
chandise is through the retail store. 

Evidently the Harsh & Chapline Shoe Co. have 
convinced themselves of the truthfulness of this 
statement. However, they are to be commended for 
their frankness in admitting that the plan of sell- 
ing their output direct to consumers was not a suc- 
cess, and also admitting that “retail stores render 
a service to shoe wearers that is worth all they pay 
for it.” 

The crux of the whole matter. “See real shoes, 
not pictures,” and “Get the proper fit.” Evidently 
selling shoes direct by mail is not one continuous 
sweet song, and the bed of roses which the theorist 
pictures contains a lot of hidden thorns. 





$2,000,000,000. 


at $560,028,167. 





The golden pinnacle of price per pair 


The Recorder’s Washington Bureau has obtained the first official figures on the great 
census of the production in the shoe industry during the year 1919. 


United States shoemaking, 330,513,675 pairs. 

Value at the factory, $1,134,715,039. 

Recorder estimate at retail, $1,620,000,000, and with rubbers, findings, etc., 
sold in shoe stores, the total trade of the retail shoe industry is approximately 


The great growth of the shoe industry is noted as follows: 
The total output in 1905 was 216,039, 000 pairs, valued at $320,107,000, and in 1910 
was 247, 643, 000 pairs, valued at $442,631,000, and in 1914 was 292,660,468 pairs, valued 
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Last to Liquidate 


Why cannot someone, somehow, tell the railroad 
men and a lot of other workingmen of this country 
that, according to all barometer readings and the 
set of the fur of the captain’s pet cat, there is dirty 
weather coming, about wages? Why can they not 
be shown. that there is likely to be “the devil to pay 
and no pitch hot” within a year, unless there is an 
early and radical turn of affairs in the direction 
of a cessation of assaults upon that stored labor 
of the past (some people call it “capital”), which 
makes it possible for great industries to operate? 
Why can they not be made to see that the infernal 
false leadership, political and financial, which has 
been making the-loud noises in this country has 
been the leadership of wreckers, who would wel- 
eome panic and revolution no matter at what cost 
to the general welfare? 

Nobody need be denounced as a calamity howler 
for pointing out a truth that is so evident. Any- 
body whose period of mature and uninterrupted in- 
telligence reaches back six years knows well enough 
what financial signs;mean. It will not materially 
help matters for all of us to pretend that we think 
nothing is wrong. In fact, such pretense, only ag- 
gravates the feature of difficulty above referred to. 

What is the use of permitting men to drift along 
unwarned, living in a fool’s paradise, imagining that 
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there is no limit to wage possibilities? There is 
nothing clearer than that the labor market is sure 
to be liquidated. 

Meanwhile that man who goes steadily along, liv- 
ing reasonably, within his means and keeping out 
of tomfool strikes, will come out fattest. And the 
retail merchant (who is the Recorder’s chief client) 
who keeps sharp watch on local conditions, and 
keeps as near 100 per cent cash in his sales as is 
possible for him to do, will have the* fewest bad 
debts on his slate. 


Second Season on Styles 


Change of style is a necessity in every line of 
goods. It is one of the greatest of trade stimulants. 
Everybody knows that, so kindly do not jump up 
and say: “Why, we must have change of style!” as 
if anybody on earth had been proposing that there 
should not be changes of style. The only question 
is, do they change too fast—faster than the public 
can appreciate them, or can even get sight of them? 


-It will always pay to keep that old joke stored some- 


where in the back of your head about the grumpy 

old chap who responded to a clerk’s remark about 

what they were wearing in shoe styles this year by 

saying: “But I am wearing last year’s feet just 

the same!”” Remember this even in the fastest whirl 
of style changing. 

See to it thaf when you 

do put in a style you give 
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it a fair test. If it seems 
to you to have merit, then 
be very thorough about it; 
and remember that for the 
past six years the great bulk 
of the public has been not 
more than one-half as quick 
to change as the shoe trade it- 
self has been. : 

Do not forget that there is 
a great mass of people who 
use a higher percentage of 
conversation in buying shoes 
than in buying any other por- 
tion of their apparel. Do not 
forget that with thousands of 
them the second season of any 
shoe style is their first sea- 
son. They want to see it on 
somebody else first. 

To grab up a new style, give 
it a hasty show, then throw it 
on the bargain table and yell 
for something else before the 
season is half over is a sign 
of a shoe buyer who is too 
swift for his own good and 
for the good of the trade in 
general. 

Give any style a fair tria! 
before you say “Guilty!” and 
condemn it to the bargain 
table. If you can’t do that 
much for a style, then don’t 











Frank Duffy 





UnckSam: Put your feck en i- Ive deared the Way. 


buy it at all. 
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Trade Development 


Reorganization of the Department of Commerce and 
the Bureau of Foreign and Domestic Commerce to es- 
tablish a closer contact between Government and busi- 
ness and to enhance the value of the Government’s 
facilities in trade development now is the immediate 
task before Secretary of Commerce Hoover. 

Conferences are being held by the Secretary with 
trade and business representatives of the country to 
obtain best views for the reorganization of that branch 
of the Government. 

Conferences were begun last week by officials of the 
Eureau of Foreign and Domestic Commerce at the di- 
rection of Secretary Hoover with business experts for 
the reorganization of that bureau. According to the 
tentative program for the Bureau of Foreign and Do- 
mestic Commerce, it is planned to add about twelve 
new divisions for the proper development of trade and 
to meet the requirements of business interests. 


The “‘Speedy Dollar’’ Habit 


Every man who pays his debts promptly helps 
business for himself as well as for everybody else. 
This is a consideration well worth keeping in mind 
in these days when money as well as labor has de- 
manded higher wages—that is to say, when interest 
rates have risen. 

it is the active dollar that keeps business moving. 
The fact that the great bulk of business is done by 
check does not in the slightest degree alter the 
truth of the foregoing statement. The check must 
be backed by value somewhere. There must always 
be a tangible basis for the intangible commodity 
called credit. 

It does not require any deeply-learned disserta- 
tion on finance to convince every practical person 
of this. Every business man knows the truth of it. 
It ought to be considered a duty, therefore, to keep 
money circulating as promptly as possible. If 
every merchant in the United States who does a 
credit business were to ginger up the collection 
department, to get “the active dollar habit” started 
in town, and then pass on the activity in the way 
of discounting his bills, or at least meeting them 
with absolute promptness, it would make a big dif- 
ference in the general activity of business through- 
out the coming summer and fall. 


Summer Closing Time 


The Recorder has yearly brought up the subject 
of the celebration of holidays on Monday. Business 
is fortunate this year in having both Decoration 
Day and the Fourth of July falling upon Monday. 
This will give opportunity of testing out the plan. 
The only fly in the ointment is the growing practice 
of cutting down the real selling hours, so that Sat- 
urday afternoon, once famous as the best sales 
period of the week, is practically obsolete. How 
about the Saturday afternoons prior to these holi- 
days—can you keep open and arrange a mid-week 
holiday to compensate the store staff? 

Some years ago the demand for a mid-week half- 
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holiday was granted during the summer months, in 
view of the fact that Saturday was a full-time day 
with practically all cities outside of a great me- 
tropolis. Small-city merchants were first obliged, 
by agreement, to close most evenings, and then fol- 
lowed the demand above mentioned. 

Even suburban stores are now known to lock up at 
6 o’clock, with customers waiting at the doors to 
get in. The time seems to have come for merchants 
to decide just how far they can go in these times 
of dull trade in locking out customers. With all due 
respect to the physical well-being of clerks and 
department heads it appears that merchants must 
make a determined stand against demands and union 
rulings, which mean the absolute turning away of 
patronage. The theory that the customer will wait 
until the store opens does not work: out in practice, 
for the customers will eventually trade according 
to their needs, regardless of what the clerks’ asso- 
ciations are doing. 

Clerks are valuable if they are efficient, but they 
do not require technical college training to fill their 
posts. 

Any one who thinks this.a minor topic will do 
well to take a trip through a dozen of the medium- 
sized cities and talk with the store proprietors. He 
will at the present time find it a more engrossing 
subject with the average merchant than price, style 
or turnover. 


Page the “Fool Killer’ 


The State of Utah has introduced a bill to pro- 
hibit the wearing of high heels, and now we have 
another bill chasing the Pure Shoe Bill around the 
legislative circuit. This bill goes further than the 
Massachusetts one, in carrying a jail sentence and 
a pretty stiff fine. 

We have an idea that some one State will pass 
this measure if the merchants are not alert to the 
folly of it. -It may in this case be difficult to get a 
group of Utah merchants down to the Capitol to kill 
it. We heartily recommend their taking before the 
committee pages 40-41 in the issue of February 19, 
1921, of the Boot and Shoe Recorder, showing how 
the High Heel bill was laughed out of the Massa- 
chusetts Legislature. You can kill this bill by ridi- 
cule far better than by “reasons why.” 


ENGLISH TRADE IMPROVES 
Looking for Big Orders in All Lands 


Washington, D. C., May 2.—Although the demand 
for leather continues quiet, according to a report 
from Mr. Nutting, clerk attached to the American 
consulate at London, by the Bureau of Foreign and 
Domestic Commerce, a number of houses report an 
improving tendency, while the same may be said of 
the boot industry in which stocks have become much 
reduced. 

Best grade sole leather is in demand and not al- 
ways obtainable. Imported and Government upper 
leathers, of which there is a liberal supply, are sell- 
ing at lower rates than the home-tanned article, ac- 
cording to the report. 

A distinct improvement in the leather trade at 
Northampton, England, is reported by Consul Wil- 
bur T. Gracey, at Birmingham. 
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On this page we reproduce the photo- 
graphs of some of the well-known motion 
picture actresses selected by the Shoe 
Manufacturers’ Board of Trade of Greater 
New York to wear Brooklyn-made footwear 
at the style show to be held July 5, 6, 7 and 
8 in the Hotel Commodore, New York City. 

Of much more importance to the shoe 
merchants of the country than the beauty 
and grace of the models selected, however, 
is the fact that this so-called Brooklyn 
style show will mark the end of the present 
period of haphazard style creation and the 
beginning of an era of au- 
thenticated style. 


The Style Unit 


Brooklyn manufacturers 
who are members of the or- 
ganization sponsoring this 
display are acting as a unit 
insofar as style is con- 
cerned. There are to be no 
attempts among members to 
outguess one another. On 
the contrary, a highly or- 
ganized, co-operative effort 
will be made, first to ascer- 
tain the likes and dislikes 
of the women of the coun- 
try; and, second, to give 
them a basic style which 
will prevail, with various 
modifications of pattern and 
color, the country over. 


Advantages to the Merchant 


From the viewpoint of 
the merchant, this plan has 
certain very definite ad- 
vantages. It simplifies his 
buying problem to a con- 











The Return of Authentic Footwear Style 


siderable degree. It enables him to play 
the style game as it should be played. It 
eliminates guesswork. 


To Mail Invitations 


Preliminary plans for the show call for 
the printing of 5,000 invitations to be 
mailed to a selected list of merchants. An- 
nouncements will be mailed prior to the 
invitations. There will be the usual ac- 
companiment of tasteful decoration and 
music and an excellent opportunity, in sam- 
ple rooms already engaged at the hotel, to 
examine the shoes at close 
range. 


FINDERS TO MEET 


The forthcoming Annual 
Convention of the National 
Leather and Shoe Finders’ 
Association will meet at 
Kansas City, Mo., on June 
13, 14 and 15. 

Already committees are 
busy preparing an elaborate 
program for both the busi- 
ness and social sessions. C. 
L. Jones, secretary-treas- 
urer of the Jones Leather 
Company, is chairman of the 
local committees. Some time 
ago a meeting of this local 
committee was held in con- 
junction with the Conven- 
tion Committee of the Kan- 
sas City Chamber of Com- 
merce, at which elaborate 
plans were agreed upon. A 
good-sized fund is being 
raised to defray the ex- 
penses of entertainment. 
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N.S. R. A. Convention Committee Busy 


Plans for Chicago 1922, Discussed— 
Coliseum Holds 350 Displays 


Chicago.—The Chicago members of the 1922 Na- 
tional Convention Committee held a preliminary meet- 
ing Friday, April 22, at which plans for the next big 
meeting were discussed. The Chicago contingent of 
this committee are unanimously in favor of uniform 
display booths for the 1922 convention. At the Mil- 
waukee convention manufacturers generally were well 
pleased with the volume of business transacted, but 
there seemed to be a general feeling that the expense 
was greater than necessary. The burden fell especially 
hard upon some of the younger and smaller manufac- 
turing concerns who are anxious to be represented in 
the displays of the national convention but who are 
somewhat limited as to expenditures for these displays. 

The rivalry in the elaborate displays of the various 
markets at the 1921 convention caused a feeling of 
bitterness in some quarters. It is the intention of the 
present convention committee to give every exhibitor 
a fair show. 


MARKET DISPLAYS OPTIONAL 


Whether or not markets will have group displays as 
were carried out at Milwaukee depends entirely upon 
the manufacturers’ associations of the various cities. 
Blue prints of the Coliseum are being prepared and 
will soon be ready for distribution. As outlined at 
present, there will be approximately 350 display spaces. 
If the various markets prefer to make group displays 
it is the intention of the committee to allow space to 
be purchased in blocks or groups. 


SEATING CAPACITY AMPLE 


The Auditorium of the Chicago Coliseum will pro- 
vide ample seating space and committee rooms. The 


annual conventions of the N. S. R. A. have grown to 
such proportions that it is difficult to find a city 
equipped to handle them. The two outstanding needs 
for the big meeting are hotel facilities and a building 
which will accommodate both the displays of manu- 
facturers and the convention sessions. 

Chicago hotels have been canvassed and have agreed 
to set aside rooms enough to accommodate the crowd 
during the convention week providing reservations are 
made far enough in advance. 


LOCAL CHAMBER OF COMMERCE AIDING 


The Chicago Chamber of Commerce is lending every 
effort toward the furtherance of the convention pro- 
gram and entertainment. John Bowman, in charge of 
the convention bureau of the Association of Commerce, 
has pledged his organization to provide several im- 
provements at the Coliseum which will make it an 
ideal place for the big meeting. Already this body is 
assisting in securing some “top liners” for the pro- 
gram and is doing many other things which will add 
to the entertainment and comfort of the visiting 
merchants. 


GENERAL COMMITTEE MEETS MAY 10 


A meeting of the general convention committee will 
be held in Chicago May 10. President J. P. Orr of 
Cincinnati; A. H. Genting, vice-chairman of the 
executive committee, and several other officers of the 
N. S. R. A. will be with the regular convention com- 
mittee and the plans for the big meeting to be held 
in Chicago, Jan. 8 to 12, 1922, will be worked out in 
detail. At this meeting the various subcommittees will 
be appointed and their work outlined. 
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Art 


in 
the 
Show 
Window 


Every so often one of our European cousins, or per- 
haps a native self-asserted “highbrow,” arises to in- 
form Americans that we possess a “deplorable lack of 
appreciation” for art and things artistic. Some term 
this lack culture. Some say that Europe is far ad- 
vanced over us in appreciation of things beautiful. 
Perhaps it is; then again, perhaps it is not. Perhaps 
Americans are not as unresponsive to art as we are 
told. Every day a person may see examples of applied 
art in America which Europe does not have. A not- 
able example is the American store window displays. 

Merchants will tell you the window display plays 
an important part in the store’s business. They have 
been quick to adopt the artistic in window displays, 
for the artistic attracts the American buying public 
more than anything else. And this is not alone con- 
fined to display windows, for among the better class 
of establishments it is carried out through the entire 
store. An example of this American applied art is 
the Byrn’s Ladies’ Boot Shop, of Kansas City, a city 
which the average European gentleman and many of 
the Americans along the Eastern coast line believe to 
be a frontier village. 


A HALF MILLION YEARLY BUSINESS 


When J. V. Byrn opened his boot shop in Kansas 
City in 1913, he did so with the express purpose of 
giving the community something better in the line 
of boots and shoes. He featured high grade footwear 
for women; then went about to create an atmosphere 


Photo by Anderson Photo Co., Kansas City 


A Window in the Great Wheat Belt Country 


How J. V. Byrn Gave His Community 


Something Better in Shoes and Service 
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in his shop to harmonize with the grade of goods he 
sold. He went about to fill an actual need of Kansas 
City at the time, and how well he succeeded and how 
well the discriminating buyers of the city appreciated 
this is demonstrated in the fact.that after seven years 
the store now does a business of nearly one-half mil- 
lion dollars a year. 


BLACK WALNUT AND GRAY 


In decorations and appointment it is probably safe to 
say that not a store in the great wheat belt country 
will surpass it. The color scheme throughout is black 
walnut and gray. In the sales room this color scheme 
is strictly adhered to. All of the boxes on the shelves 
are covered with gray paper, while the firm name ap- 
pears in small black letters. The lighting fixtures are 
of black trimmed with silver etchings. All of the 
electric globes are frosted, which makes a soft light 
setting off the color scheme to the best advantage. The 
chairs in the fitting room are of black walnut, up- 
holstered in black leather. 


A HOME-LIKE ATMOSPHERE 


The entrance to the salesroom is effected through an 
arched hallway which, except for two display cases at 
one side, would pass for a reception hall in a private 
home. This entrance is done entirely in gray, the 
walls, ceiling and show cases being finished in tis 
color. On entering through this hallway the customer 
is immediately attracted by the simple elegance of the 
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Simple 
Elegance 
with 
Plenty of 


Service 
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design and the homelike atmosphere it creates. For 
the higher type of store as is Byrn’s, this effect is in- 
valuable as a business asset. Here one sees beautiful 
Japanese vases, comfortable ehairs and other dis- 
tinctive features. 


WINDOW DISPLAY THE BIG FEATURE 


Perhaps, all considered, the most striking thing 
about the whole establishment is the window display. 
In making a window which would attract the buying 
public of the more fastidious class, no expense was 
spared in making the windows symbolic of the store 
and the class of merchandise handled. A store ser- 
vice company was called in and after several confer- 
ences with R. M. Landon, floor manager, who has 
charge of displays for the Byrn shop, the window 
shown in the photograph was installed. The decora- 
tions in the background are done in colors to harmonize 
with the shoes featured. 


IN WHITE AND GRAY 


The predominating colors featured in the display 
were white and gray, so the panels in the background 
were trimmed in gray. The same general color was 
carried out in the choice of velvet, which is used for 
drapes. The slipper blocks used for the windows were 
especially designed for the store, and it would be dif- 
ficult to locate another set just like them any place in 
the United States. Altogether, the windows, the 
arched entrance with its homelike atmosphere, and 
the perfectly appointed fitting room, give the estab- 
lishment a charming air of distinctive personality 
which doubtless has played an important part in its 
success. .- 


BYRN AN ASSOCIATION MAN 


Before opening the boot shop in Kansas City, Mr. 
Byrn traveled throughout the Northwest for Slater 
& Merrill, Inc., of Massachusetts. He is an active 


member of every organization whnicn woras .or tae 
good of the community, and at the joint convention 
of Missouri, Kansas and Nebraska Associations he 
was elected president of the Missouri Retail Shoe 
Dealers’ Association. Prior to that he had held the 
office of secretary for two terms. Essentially he is 
an optimist, looking forward to better times for the 
shoe men, which he believes are due with the coming 
summer. He believes Kansas City is a real place, and 
sees no reason why it should not continue to expand 
as it has in the past. 


A STORE WITH A PURPOSE 


Asked what he considered the most important phase 
of the store’s success, Mr. Byrn declared that the 
store filled a Kansas City need—the need of a high 
class establishment—and was successful for that rea- 
son. He has found hosiery and accessories a very prof- 
itable sideline, which, with the proceeds of the repair 
shop, which is operated in the basement, have consti- 
tuted almost one-fifth of the one-half million dollar a 
year business. 

The same firm also operates in Oklahoma City, where 
it has the shoe department in the Al Rosenthal store. 


BROCKTON SAYS “BOOTS” 


BrockToNn, Mass.—It is more fashionable to refer 
to my lady’s footwear as boots, even in the Brockton 
men’s shoe district, when speaking of anything that 
covers higher than the ankle, not referring to stock- 
ings or skirts, of course. 


THE DOLLAR GROWS 


A dollar is now worth 18 cents more than it was a 
year ago, according to the latest estimate from Wash- 
ington. That, however, doesn’t make to-day’s dollar 
worth more than 100 cents, in comparison with a pre- 
war dollar, but only 64 cents. 
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“A more thorough understanding of the fitting qual- 

ities of shoes among retail merchants and their clerks 
is what we would like,” says a Lynn manufacturer, 
“and we believe we are coming to it. 

“Need there is of this more thorough understanding 
of the fitting qualities of shoes,” continued the manu- 
facturer. We even have had returned to us shoes 
made over the lasts of standard measurements, with 
complaints from retail merchants that the measure- 
ments of the lasts were not correct. And the mer- 
chants were sincere in their complaints, too. The 
lasts were correct in measurements all right. But 
the merchants, not knowing the standard measure- 
ments, were wrong. 

“Also, we would like to see orders call for more 
sizes and fewer styles.. We have a feeling that too 
many feet are sacrificed for style. We are not anx- 
ious to sell a shoe and lose a customer, just to keep 
in the style game. We prefer to sell a shoe and keep 
a customer for the thirty or forty years that she will 
be a wearer of our shoes. In life’s journey of that 
length she will wear out a good many of our shoes 
and prove a long time customer, as sure and as profit- 
able as a: long time bond. 

“We would like to see, at trade conventions which 
are attended by retailers, a larger discussion of ‘Get- 
ting More Shoes Fitted Right,’ said discussion to con- 
sider not alone the means of getting the right shoe on 
the right foot, but chiefly the matter of demonstrating 
to.the consuming public the importance, in both health 
and economy, of getting onto their feet shoes that 
fit properly. 

“In other words, we would like to see it hammered 
home to the customer, and more aggressively on a larg- 
er scale than is being done today, the fact that good 
shoes, properly fitted, are a chief essential of health 
and happiness.” 


The National Quota Contest 


R. A. Lee of Temple, Oklahoma, Claims 
Championship 


Another merchant gives light on the quota sales of 
the population of his town: 

“The B. & O. Cash Store of Temple, Oklahoma, comes 
back with a record of a town of 963 people, located 
in the southwestern part of Oklahoma; with sales in 
the shoe department alone $102,804.53. If this is a 
national record we would like to know it. We would 
like to know if there is anyone who can beat it. 

“The B. & O. Cash Store sells everything: dry goods, 
shoes, men’s and women’s ready to wear, building ma- 
terials, hardware, in fact we sell everything that you 
might want with sales of over a million dollars last 
year. 

“We feel our shoe business is only a small business 
at present, as the writer expects to increase sales from 
time to time until we are doing a one-half million dol- 
lar shoe business in a town of this size. 


Recommends More Sizes 
Are Many Feet Sacrificed to Style Selection? 
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A RECORD OF SALES 


With the price of shoes from twenty-five to forty 
per cent less than they were one year ago, our January 
sales, 1920, were sixty-one hundred dollars; in Janu- 
ary, 1921, sixty-eight hundred dollars; February sales, 
1920, were forty-seven hundred dollars; February 
sales, 1921, were seventy-one hundred dollars; March 
sales in 1920 were eighty-one hundred dollars; March 








Selected from the line of Emery & Mar- 
shall Co., Haverhill, Mass. A turn pump 
with black satin vamp with brocaded quar- 
ter. 



















sales in 1921 up to March 18 were seventy-three hun- 
dred dollars. 

We consider this a nice gain, as with the difference 
in price due to the increase in business means we must 
put out two pairs to one last season. 


LYNN MAYOR FOLLOWS. BIBLE 


LYNN, Mass.—Mayor Walter H. Creamer of Lynn 
is not in accord with the five days per week plan that 
prevails in the shoe industry in his city. He is quoted 
as saying the Bible provides for “six days shalt thou 
labor,” etc., and that labor organizations in Lynn or 
elsewhere will have a hard time improving on the 
Bible rule. 


SHOELACE COST LOWERED 


In a Western city the shoe merchants, by common 
consent, returned the price per pair of shoe strings to 
5 cents, and have received more compliments for this 
5-cent reduction than they have over the drop of as 
much as $2 per pair in the price of some leading lines. 
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More Interest in Men’s Style Footwear 
Lighter Tan Shades and a Modified English Last Would Sell 


By M. R. Kindschi, 
The Excelsior Shoe Store, Madison, Wis. 
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The predominating styles in 
men’s shoes at present—the 
brogue, saddle strap and per- 
forated patterns—are all very 
good, but this type of shoe ap- 
peals to but a small percent- 
age of men. The big bulk of 
our business on these styles is 
done now, as in the past, with 
boys of high school age and 
university students. Com- 
paratively few men beyond 
the student age are interested 
in shoes of these prevailing 
patterns. 

In my opinion the long, 
narrow last is a thing of the 
past, and I firmly believe that 
the trade is not ready for any 
other extreme last. I do 
think that something in a 
modified English last would 


appeal to the majority of men. — 








A Men’s Strap 


First honors to Coes and Stodder 
of Boston who flash on the college 
boy trade a one strap in patent for gaged in similar work, we 


ship. Our trade is advised 
daily of the better material 
and workmanship in the shoes 
made to-day, which essentials 
have been difficult to obtain 
during the past few years. 
Our policy is, to keep up our 
grades rather than to cheapen 
the lines. ; 


Sport Shoes Stimulants 


To interest men in “more 
shoes”: We have featured spe- 
cials in sporting shoes which 
we thought should appeal to 
men engaged in all manner of 
indoor or out-of-door sports. 
To the engineers at the uni- 
versity and other men en- 


have called attention to our 
boots made particularly for 
their use—and even rubber 








As to a new shade of tan. 
It would seem that lighter 
shades for men’s shoes is the logical trend. If con- 
certed effort were made by all retailers to stock 
lighter shades in men’s tan shoes made up over good 
lasts, and then if they would get back of the move- 
ment and play them up strong, I feel confident that 
a growing demand could be created for them and in 
so doing the entire shoe industry would profit. On 
the other hand, our experience last fall in the 
women’s lines substantiates my opinion in this re- 
spect to just the reverse. We had practically nothing 
new to offer in either styles or colors, consequently 
a marked falling off in the buying resulted. 


Popular Prices $8 to $11 


As to price: With us the price is by no means 
the deciding factor in our men’s trade—few men at 
the present time, I believe, buy shoes unless they 
really need them. Our special reduced prices dur- 
ing January and February have not met with the 
usual success. A large percentage of our men’s 
business is done on grades ranging from $8 to $11, 
although we carry lines above and below these 
grades. 

Just at the present time one important factor in 
the slowing up of men’s buying is unemployment. 
Madison has undoubtedly felt this condition less 
than cities having a larger industrial population, 
but even here it is a factor of some importance. This, 
however, we cannot help but feel is a temporary 
condition. 

Price has been, heretofore, the big feature in our 
men’s section. Every effort has been made to dis- 
pose of shoes at peak prices. To-day, however, we 
are concentrating on style, quality and workman- 


boots for the man washing 
his own car or working his own little garden patch. 
Our program for this season is a “pair for each and 
every occasion.” 

I do not know that anything I have written, or 
could write, would be of any assistance to any one 
else, but I do know I shall watch eagerly for your 
publication of the RECORDER March 26 and trust to 
find therein some helpful suggestions that we may 
apply to better our own condition. 


Change the Last 


Also Lighter Leather Shade Is Needed 


By H. E. Hagan 
The “Oblast Shoe Man,” Boston. 





I agree with you that every effort should be made 
to revive the men’s shoe industry and to create an 
appetite on the part of the men folks for shoes. 
How to do this, however, is somewhat.of a problem, 
considering the fact that retail merchants are well 
stocked and are having few sales. 

I believe, however, that an effort should be made 
to develop a style opinion that will look inviting to 
the men and tempt them to discard their old shoes 
for new ones, and in this direction I most strongly 
advise that we get away from the dark brown shade 
of leather so extensively used in men’s shoes and 
adopt another shade which will be lighter, or a tan 
shade. The dark brown shoe has practically killed 
the black shoe, for after being worn a while it is 
hard to tell it from a black shoe. 

(Continued on page 42) 
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National Shoe and Leather Exposition 


And Style Show Plans Grow Apace. 
Mechanics Building. The Time, July 11-14 


Boston.—The Big Three of New 
England’s shoe towns, Lynn, Haver- 
hill and Brockton, are making prepa- 
rations to be represented at the Na- 
tional Shoe and Leather Exposition 
and style show, scheduled for July 
11-14, Mechanics Building. 


Regarding the Lynn Exhibit 


Of the three cities, Lynn seems to 
be earliest on her toes and is re- 
ported to be getting right down to 
the serious business of building her 
part of the coming Boston Show. 
Lynn manufacturers feel that a good 
start was made at the Style Show in 
Boston last July, where the Lynn 
exhibit will certainly be remembered 
by all who attended the exhibition. 
Many new features will be added this 
year. Although Lynn’s plans are just 
being formed, it seems safe to say 
that all of the fourteen firms which 
took part in last July’s Show at 
Mechanics Building will be again 
represented. The Style Show Com- 
mittee of the Lynn manufacturers are 
optimistic enough to think that the 





JAMES A. MUNROE 
Chairman Style Show Committee 


The Place Is 


The Haverhill exhibit will be held 
in the same part of the Mechanic: 
Building as last year, although some 
decided changes will be made in the 
general layout and plan. The Slipper 
City is determined to shine at the 
Boston Show as she never shone be- 
fore, and her exhibit will be a sur- 
prise to- both Haverhillites and the 
strangers without her gates. The 
early returns show that over a dozen 
well known manufacturers will come 
to the front to advertise their city at 
the Show. 


The Playground of America 


Particular interest is attached at 
this time to Boston, both because of 
the forthcoming National Shoe and 
Leather Exposition and Style Show, 
July 11, 12, 18, 14, and because of 
the series of Plymouth and Province- 
town Tercentenary Celebrations, 
scheduled for this spring and sum- 
mer. More and more, New England, 
of which Boston is the very center, 
is coming to be regarded as the ideal 
playground of America. The moun- 
tains, lakes, woodland, sea_ shores, 





exhibiting concerns this year will be 





materially increased. The same space 
used by Lynn in 1920 will be used 
again in 1921, but it will be much 
larger and much more impressively 
decorated. 

The Style Show Committee for 
Lynn are the following: Chairman, 
Charles D. MacLaughlin of the Bres- 


nahan & MacLaughlin Shoe Co.; E. 
C. Hyde of the Watson Shoe Co.; 
M. J. Toby of the P. J. Harney Shoe 
Co.; E. R. Taylor of the McNichol, 
Taylor Last Co.; Lester Herrick of 
the Herrick Shoe Co.; W. F. Sullivan 
of the Lynch Shoe Co. 


magnificent drives, gorgeous scenes 
and healthy climate have always at- 
tracted thousands of tourists and 
pleasure and health seekers during 
the hot months of the year. Histori- 
cal scenes, of which the New England 
States abound, have always com- 
manded the intense interest of all. 











(Continued from page 41) 


Price is some obstacle to-day, also. It is my con- 
clusion that what is needed is a radical departure 
from the present type of last in use. The so-called 
English last, on narrow, medium and full toes, has 
been in use so long and they are getting a bit tired of 
the brogue effects that I think what is most impor- 
tant to develop the men’s business is a wide de- 
parture from the present type of last to some new 
style, which will make the old shoes they now pos- 
sess so much out of date that men will be almost 
compelled to purchase a new pair. 


Make Radical Departure 


This style departure must be radical and perhaps 
it would be to revert back to the semi-high toe char- 
acter or, to a very liberal swing last of the type and 
character of Boyden’s West Point. _ 

At any rate I am convinced that until the style of 
last is radically changed and the lighter colors are 
adopted, there will be no demand on the part of men 
for shoes except when they actually need them. 

I am not convinced that the men want decorations, 
or a lot of “ginger bread” stuff on their shoes, so 
much as they do a change of last and a change of 
color. 





Spruce Up on Men’s Styles 


By Geo. F. Breck 
Breck’s Walk-Over Boot Shop, Des Moines, Ia. 


We certainly feel that 95 per cent of retail shoe 
merchants are allowing themselves to sink back to 
the days when we thought a style shoe, on the men’s 
side, a fool’s wondering. This was discussed from 
alt sides at our recent state convention and it was 
unanimously decided to spruce up the men’s styles 
at once. 

We don’t think prices have anything to do with it, 
for if the desire is created through appealing sty!es 
the young man will pay a reasonable price. 

We have two styles coming through the works in 
oxfords of .brown calf, with lighter shade tips and 
ball straps, and are now showing two styles of lighter 
tans something near Carl E. Schmidt’s color (R). We 
will later show several styles in men’s sport oxfords 
in all white and white and tan. 4 

We hope that you will be able to stir up a warm 
feeling from the retail merchants throughout the 
country, on more attractive styles for young men’s 
shoes, with the idea in view that the young man’s 
shoes will look different from his father’s or grand- 


father’s. 
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What Charts Tell Us About Business Conditions 


Wholesale Commodity Prices Accurately Reflect 
What Happened During and After the World War 


Wholesale commodity prices, as measured by the 
Sureau of Labor Statistics’ weighted index, and rep- 
resented in the chart by the solid line, reached 
. peak in May, 1920, which was 172 per cent above 
fhe average during 1913. The subsequent decline 
was sharpest in the latter part of 1920 and now 
shows some signs of slack- 
ening. The March figure 
stands only 62 per cent 
above the pre-war level, 
and approximates that ex- 
isting at the time of our en- 
trance into the war in 1917. 


An Uneven Advance 


Great disparity exists, 
however, in the relative 
heights to which different 
classes of goods advanced 
during 1920 and in the rela- 
tive declines which have 
since occurred. In _ the 
chart, two of the groups SEE 
making up the bureau’s in- 
dex number have been plotted to bring out this 
point. Thus housefurnishing goods rose during last 
May to a peak 271 per cent above pre-war, and in 
March were still 175 per cent above the earlier aver- 
age. 


The Value of Farm Products 


Farm products, on the other hand, are now worth 
only 25 per cent more than in 1913. Similarly, build- 
ing materials are still 1lp per cent mure expensive 
than in 1913, while metals and metal products cost 


Commodity Prices Decline Unevenly 


only 39 per cent more. While prices as a whole are 
receding less rapidly, it is apparent that much re- 
mains to be accomplished in the way of equalization 
between different-groups of commodities. 
An indication that business conditions through- 
out the country are getting better is found in the fact 
that the volume of distribu- 
tion by jobbers and retail- 
Cont ers showed a distinct gain 
in March over February, ac- 
cording to Archer W. Doug- 
las, chairman of the Com- 
mittee on Statistics and 
Standards of the Chamber 
of Commerce of the United 
States. The whole tone of 
Mr. Douglas’ remarks was 
optimistic. He points out 
many signs as indicative of 
an improvement in the sit- 
uation, and as tending to 
foreshadow a_ return to 
more settled and stable con- 
ditions. 


Farmers Buying Some Lines Freely 


“Manufacturing is running mostly on short time,” 
he said, however. “In the shoe trade the demand 
for women’s shoes is much better proportionately 
than for men’s footwear. The farmer is economiz- 
ing as he has never done before. But while he is 
economizing in some things, he is also buying some- 
what more freely, especially the farmer in the grain 
regions. This is a healthy sign, for the genuine be- 
ginning of better times is likely to come from agri- 
cultural rather than industrial life.” 


19z0 1921 
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Something “Peppy,” Please! 


Style Development Will Obliterate Price 
Consideration 


By H. E. J. Schmidt 
Kopp’s Boot Shop, Dubuque, Ia. 

For several seasons men’s styles have been, as a 
whole, rather plain and of a staple character so far 
as patterns and color are concerned. 

Something “peppy,” something different both in 
lasts and colors we believe is necessary to stimulate 
the men’s shoe business. A trifle lighter shade of 
tan will most certainly help, yet care must be taken 
to avoid colors that may seem to be too conspicuous. 

While men are wont to quibble over price, par- 
ticularly against prices on the top grades, we be- 
lieve that the development of new styles will grad- 
ually cause prices to be more immaterial. 


A Change in Style Needed 


Hammering on the Two-Pair Proposition 


Harmon & Smith, Charlotte, Mich. 


There has not been enough change in men’s styles 
for the past three years. However, now tha): the 
French types are being introduced they will i:i:ve a 
tendency to stimulate sales in men’s footwear. 

The introduction of new shades will not greatly 
affect sales in men’s fine shoes. Price is still a 
great factor with men. Men will wear their old 
shoes closer than women, when the price is high. 
They do not look at foot-dress from the same angle 
as women. One pair is made to do the double duty 
of every day and fine shoes when the price is high. 

For a $10 Price 

If $10 could represent the price of a “top notch” 
shoe with other grades in proportion, it would do 
more than anything else to stimulate sales in men’s 
footwear. 
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Washington, D. C., April 23.—Bids will probably be 
opened in June by the Quartermaster General of the 
Army for between 250,000 to 500,000 pairs of regular 
army shoes. The estimates of the Department are 
based now on an army of 175,000 men allotted four 
pairs of shoes per year per man. The total runs close 
to 700,000. The National Guard uses 200,000 pairs 
per year and the Reserve Officers Training Corps 
approximately 100,000. The aggregate is about 
1,000,000 pairs a year. The supply of 250,000 pairs 
which were purchased by the Department last week is 
sufficient for the present fiscal year, which ends June 
30, but after that date the War Department will have 
to contract for supplies for the next fiscal year. 

The following comment on the army shoe prices is 
made editorially in the Boston Herald: 

An army shoe award was made by the Government 
last week for 200,000 pairs at $3.25 per pair. In 1911 
an award: was made of $2.50. It is interesting to note 
the fluctuations in price since that time. There were 
gradual rises until December, 1919. 

Contracts were awarded in 
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Big Shoe Orders From Government 


Army and Navy Contracts for New Shoes 
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September, 1920, at............... 5.29 
eee 4.09 


Since December, 1919, these awards show a decline 
of over 50 per cent. Although leather, both upper and 
sole, has declined anywhere from 20 per cent to 50 per 
cent, labor costs have only come down about 20 per 
cent. Good chrome sides can be obtained to-day at 
about 25 cents per foot, which in 1919 would be at 
least 75 cents. Men’s shoe trade has not been very 
active of late, and tanners of sides have been offering 
good trades on men’s weights. An order from the 
Government to-day is welcome almost anywhere, and 
bidders no doubt make it a point to figure as closely 
as possible in order to get the business. 

Comparing the latest award at $3.25 with the $2.50 
in 1911, prices appear not far away from pre-war 
levels, the remaining difference being mostly in labor. 


NEW PRICE LEVELS 
Bids on 40,000 Pairs Marine Shoes 


The United States Marine Corps opened bids in 
Philadelphia yesterday for 40,000 pairs of russet calf 
shoes as follows: Emerson Shoe Co., $3.7423; J. M. 
Herman Shoe Co., $3.88; Mayer Shoe Co., Milwaukee. 
$4.2814; Rossenwasser Bros., $4.2434. 
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Tips from the Pep-tomist 


By CAL. J. MENSCH 
President Pennsylvania Shoe Retailers’ Association 


; What class are you in? The pessimist says, “It can’t be done.” 
The optimist says, “It can be done.” 
The pep-tomist says, “Let’s do it.” 


Never begin a job in a hurry and finish with an excuse. 
You don’t have to furnish security to borrow trouble. 
Learn to laugh, it will tide you over many an ill, and make the world laugh with you. 


From the highest authority from New York City we have this style report—that straps are 
just coming in. Straps, straps, and straps again, for the summer season will be big. 


Tan of a lighter shade coming to the front fast for men and women. 
In oxfords, military type heels are by far the safer bet. 
Dolled up oxfords for men are trade winners. 


Captains of Industry, Finance, and Labor, say, that the second six months of 1921 will eclipse 
the corresponding six months of 1920—lay your plans accordingly. 


Have plenty of snappy merchandise for both departments. 
The merchant who is in a position to retail footwear at $8.00 and $10.00 prices is in right. re 





a tantextvex! 




















line 
and 
per 
per 
at 
: at 
ery 
ing 
the 
and 
sely 


1.50 
war 
or. 


in 
alf 


ee 
































May 7, 1921 BOOT AND SHOE RECORDER 


Fashion’s Wand 
Has Touched Children’s 


Footwear 















Patent and White Kid 
Novelty by Sinsheim- 
er Bros., Chicago 


Twin Straps in Patent. 
by Dundee Shoe Mfg. 
Co., Dundee, IIl. 


Big Chicago National Shoe Exposition 


Chicago will be the mecca of shoe men on these 
dates. 

Chicago National Shoe Exposition has become 
just as much a fixture and an important date on the 
calendar of shoe merchants of the Middle West as 
Thanksgiving, Christmas or Easter. 

The exposition is a merchandizing event of. super- 
importance. In the olden days, July meant little as 
a buying period to the average merchant, nor was 
he much concerned with styles at this time of year; 
his merchandise for fall was hought and sizing up 
was a thing not to be considered. 

Things have changed and, instead of two seasons 
of peak buying and peak deliveries, merchants are 
feeling their way along more cautiously and are 
buying smaller lots and buying oftener. Styles are 
more transitory and stock needs more careful watch- 
ing. July has become a buying month with the 
average retail shoe merchant. The Chicago Na- 
tional Exposition therefore is an event which every 
merchant within a day’s ride of Chicago must take 
cognizance of and line up with. 


ONE HUNDRED FIFTY SHOE LINES 


Merchants who have become familiar with these 
show events know that under one roof they will be 
able to see approximately 150 lines of shoes, repre- 


To Be Held at the Sherman Hotel, July 5, 6, 7 and 8 





senting the product of leading manufacturers of 
every shoe center in the country. 

If it is a question of sweetening up the stock and 
buying a few stimulators the Exposition offers the 
greatest opportunity in the world for this purpose, 
because every factory whose line is represented will 
have on display the newest creations in lasts, pat- 
terns and materials. 

If it is a question of changing lines or selecting 
a new line to take the place of one that has not 
proved satisfactory no better opportunity could be 
afforded to make comparison between the various 
lines making similar grades and style. 


UNDER AUSPICES OF TRAVELERS 


The Exposition which will be held at the Hotel 
Sherman and will occupy the two top floors of that 
immense hostelry will, as heretofore, be under the 
direction of the Shoe Travelers’ Association of Chi- 
cago, and has the unqualified endorsement and sup- 
port of the Chicago Shoe Trade Association. The 
latter-named body is composed of forty-five of the 
most progressive manufacturers and wholesalers of 
the great central market. 

Joe Kalisky, president of the Shoe Travelers’ As- 
sociation of Chicago, has already appointed the Ex- 
position committees, and these committees are busy 
working out the details of the big show. 








More Snappy Styles 


Work Shoes at $3.50 to $6.00—Dress $7.00 
to $12.50 


By Frank Nebe, of Atlantic, Iowa 
Secretary-Treasurer Iowa Shoe Dealers’ Association. 


We must have more snappy styles if we expect to 
increase our men’s shoe business, for it is the young 
and middle-aged man to whom we must appeal if we 
expect to sell “Style Shoes for Men.” 

A trifle lighter shade may help some and no doubt 
a shade quite a bit lighter will sell well in the larger 
cities, but in country towns we do not think it ad- 
visable to stock a real light shade. 





Price, yes, has much to do with the sale of men’s 
shoes at this time (in fact all shoes), especially in 
an agricultural community where we depend a great 
deal on the farmer class for our business and where 
the few factories that we have are practically closed 
down for lack of orders. Work shoes at from $3.50 
to $6. Dress, $7 to $12.50. 


Retain Public Confidence 


“What are we doing to interest men in ‘more 
shoes?’” We are doing everything possible—adding 
some of the very latest styles we ‘can find, putting 
more time and expense into our windows, doing some. 
high grade publicity work, featuring “special values” 
and working hard to retain the confidence of the 
men in our community. 
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The Reduction of Merchandising Expense 





Methods Which Distributors Throughout the United States Are 
Applying to Ease the Process of Readjustment and the 
Results Attained — 











cept as a last resort. Others, of the same general 
character, tell of calling their employees together, tak- 
ing counsel with them and securing their approval of 
some plan to reduce expenses. In brief, there is a 
better spirit of co-operation abroad in the land. 


if Under the date of February 14th, 1921, the Domes- 
i} ‘tic Distribution Department addressed a Question- 
naire to the members of the Chamber, which was ac- 
{ | companied by the following letter: 

“With the pressure from the public for lower 









































































prices and with the wide- 


spread reduction that has LT 


PUBLICITY 





resulted, the merchant, to 
make a living profit must 
also reduce his expense of 
doing business. 

“We are anxious to know 
what you are doing to re- 
duce your cost so that we 
may be able as quickly as 
possible to give you the ac- 
tual methods and facts 
which others have found 
beneficial. 

“Many of our members 
would prefer that the iden- 
tity of our informants 
shall not be made known. 
This rule will be observed 
in your case.” 


questionnaire. 


abroad in the land. 


A remarkable summary prepared is here- 
with presented by the Domestic Distribu- 
tion Department of the Chamber of Com- 
merce of the United States, from a national 


_Perhaps the most significant response is 
contained in the numerous answers show- 
ing that employers are opposed to lowering 
wages except as a last resort. Others, of 
the same general character, tell of calling 
their employees together, taking counsel 
with them and securing their approval of 
some plan to reduce expenses. 
there is a better spirit of co-operation 


“What Have You Done to 
Reduce Your Publicity Costs 
to a Normal Basis?” 


There has been a net aver- 
age increase in only one 
item of all questions, namely 
in “Publicity,” wherein Cir- 
cularizing shows a net aver- 
age increase of 5.48 per cent. 
Although Advertising Space 
shows a net decrease of 9.67 
per cent, and by use of 
Cheaper Mediums 2.53 per 
cent, there is a strong senti- 
ment displayed in many an- 
swers favoring increased ex- 


In brief, 





Of the 1652 replies, 2 CoC EET penditures in publicity dur- 


number, instead of relating 
to one organization only, are compilations prepared by 
the president or secretary of various groups, so that 
the actual:number of firms represented in the replies 
amounts to many thousands. 

In considering the tabulations which follow, it 
should be remembered that the percentages of reduc- 
tions and increases are not based upon all of the re- 
sponses to the Questionnaire, but upon those who an- 
swered that they have accomplished some reduction; 
that their expense in that particular item has in- 
creased; or that it remains unchanged. 


PERSONNEL 


“What Are You Doing te Reduce Your Personnel 
Cost?” 


As might have been expected, matters relating to 
“Personnel” exhibit the greatest changes. Wages 
show some falling off, a net average decrease of 4.52 
per cent; but the Savings in Commissions and Bon- 
uses, 11.54 per cent, and in the Number of Employ- 
ees, 12.43 per cent, are very marked. The most fre- 
quently repeated comment on this question is to the 
effect that shortage of work has produced a great im- 
provement in the attitude of employees toward their 
jobs, and the feeling appears to be that the results will 
be of as much value to the empleyes as to their em- 
ployers. 

Perhaps the most significant type of response to this 
question is contained in the numerous answers show- 
ing that employers are opposed to lowering wages ex- 





ing periods of slow sales. 


SERVICE 


“Please State Separately the Approximate Percent- 
age of Your Reduction in Service.” 


Comparatively few concerns had any Service to 
report upon and the net average decreases are only 
98 per cent in Deliveries and .27 per cent in Rest 
Rooms. That is, roughly, a little less than 1 per 
cent and a little more than one-quarter of 1 per cent. 


CREDITS 


“Please State Saving, If Any, Accomplished By Re- 
stricting Credits.” 


“Credits” indicate very little change. There have 
been some reductions both in the Volume, 6.13 per 
cent, and in the Saving by Shortening the Time, 1.23 
per cent, but there are many replies which argue that, 
like Advertising, Credits should be extended rather 
than restricted as a basis of doing business. The gen- 
eral tendency may be expressed as a definite purpose 
to drop all doubtful accounts and to speed up collec- 
tions wherever possible. 


OTHER COSTS 
“Please State, Approximately, the Percentages By 
Which Other Costs Have Been Reduced.” 


“Other Costs,” according to the replies, have been 
reduced principally by closer buying and quicker turn- 
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overs. They present an encouraging average, 7.12 per 
cent, which is apt to increase measurably from month 
to month. A resulting advantage from this effort will 
show itself in fresher and more timely stocks. 


GENERAL 


“To Which of the Above Five items of Cost (One or . 


More Than One) Do You Now Give the 
_ Most Attention?” 





Items Per Cent 
1; Fe SBS SS 58.4 
DTIC is oa ek oR SE eS. ti 
ON Ss US eee ae de weet 3.0 
Me NN a PSR PLS OO Fk 10.0 
Gee COR ia lk. oeleee fees 21.5 

TOS EARAG ee ee he 100.00 


In summarizing the whole matter, the answers to 
this general question furnish valuable testimony to 
the importance which is attached to Personnel as the 
item of expense most in need of attention. 


ADDITIONAL FACTS 


Of equal value with the tabulated percentages are 
the explanations of methods applied to the lowering 
of costs which follow under the general heading, 
“Additional Facts,” classified under the sub-heading 
to which they refer. It is impracticable and unneces- 
sary to repeat all of these explanations since many 
hundreds of them have a very limited application and, 
naturally, repetitions are frequent. Therefore only 
those which have a wide significance or present some 
important difference from the others are recorded. 

There are many contradictions among these meth- 
ods of decreasing expense, particularly in Publicity, 
Service and Credits, but in a lesser degree the other 
questions also. This is to be expected. In Publicity, 
many concerns, after a careful study of their markets, 
believe that the need for immediate sales supplants 
temporarily the deferred benefits of national or “good 
will” advertising; therefore their accounts are con- 
centrated upon local mediums and circularizing. In 
Service and Credits the character and customs of the 
trade determine what can be done. 


Opinions on Personnel Expenses 


“We are now compiling statistics on selling ex- 
penses which we will use in ‘weeding out’ inefficient 
salespeople.” 

“We adopted the plan of morning meetings of fif- 
teen minutes and have men qualified on subjects dis- 
cussed to talk. The results have been marvelous.” 

“Installation of devices for comfort of employees.” 

“Considerable further reduction in cost can be ef- 
fected if the merchants will adopt the cooperating plan 
which, so far, is hardly in evidence in this section, as 
cost of living is practically identical with eight months 
ago.” 

“We believe in giving our help more than a living 
wage and bonus in proportion to our earnings.” 


Mistake to Begin by Cutting Wages 


“It is a mistake to begin to cut the cost of doing 
business by cutting wages. A well paid working class 
with reasonable working hours, with opportunities 
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for the right living, comfort and recreation, will pro- 
duce right thinking. “g 

“Our belief is that it is perfectly logical to reduce 
wages a little less than the dollar increases in purchas- 
ing power, until a normal basis is reached. We do not 
believe it fair to use the present conditions as an ex- 
cuse to arbitrarily reduce labor.” 

“We have arranged a part time schedule by which 
our men in the operating department are off each fifth 
day, or twenty per cent of time. To any who prefer 
we are allowing a ten per cent reduction in pay with 
full time work. About sixteen per cent of our force 
have preferred the ten per cent reduction.” 

“The salary of the president, secretary-treasurer, as 
well as all the directors has been materally reduced, 
while we have not reduced the wages of any of the 
employees. Improved methods and systems that could 
not be installed during the ‘rush’ in the past two years 
are now being tried out with excellent results for 
economizing costs.” 


A Savings Deposit System 


“Encouraging thrift and desire to remain with our 
firm by the employee voluntarily saving and deposit- 
ing in a designated savings bank an amount each 
month equal to 10 per cent of their monthly salary, in 
which event we as a firm deposit a like amount (both 
deposits are held by bank in a joint account, drawing 
interest at 4 per cent per annum.) If. employee re- 
mains with us for three years, the full amount of sav- 
ings then belongs to employee. If employee leaves our 
employ for any reason voluntarily or by request, then 
the total savings and interest is divided equally be- 
tween employee and firm.” 

“Making them more familiar with the goods: they 
sell. Having factory representatives demonstrate to 
the sales force best features and talking points.” 

“The writer (supt. since Jan. 1) spent almost, his 
entire time in personal and group interviews. ich 
have been absolutely productive. Out of 400 people 
we have found it necessary to adjust only one salary 
downward.” 


School of Instruction 


“By having salesladies suggest items, save on bags, 
paper, twine, etc. Showing stock clerks easiest way 
of doing work in efficient: manner, saving light, fuel, 
etc.” 

“We have a school of instruction in salesmanship 
and as an inducement offer extra commission on spe- 
cial sales over the quota.” 

“Reducing salaries in such departments as were out 
of line, stenographers principally. Salesmen’s sal- 
aries reduced on average of $50.00 monthly, and bonus 
or commission offered that would replace this amount, 
if sales on certain higher profit bearing commodities 
reached stated amount. Object, increased sale on bet- 
ter profit bearing merchandise.” 


Bonus Paid on Sales - 


“In paying our employees we pay a bonus for sales 
above a fixed amount. We put it squarely up to our 
salesmen that they must sell at least one-fourth more 
goods than formerly in order to have the same value in 
dollars and receive the bonus.” 

__ “Put forth every effort to please and never miss a 
sale. Always suggest something besides what the cus- 
tomer buys. Each clerk must call three customers and 























try to sell them something, such as washing machine, 
incubator, cream separator, etc.” : ; 
a “By giving a money prize to each employee in the 
| department that makes the largest increase in sales 
each month over the average of the past five years.” 
- “We not only manage business but lay off our coat 
and take a hand ourselves.” 








The Golden Rule in Business 





“By practicing the golden rule in all our dealings 
with the employees.” 

“We have offered a 21% per cent bonus on all in- 
creased business over last year.” y 

“Our principal method of increasing the efficiency 
of our employees is to take them into the firm as mem- 
bers as soon as they have demonstrated their right to 
such confidence as must necessarily be placed in them. 
This has never failed to get results.” 

“Now employing engineers of N. Y. to suggest effi- 
Th ciency methods.” 

“Think we should use great care not to reduce 
‘wages and salaries as° fast as commodities decline. 
We did not raise them as fast as prices advanced.” 












Other Schemes in Practice 


“We know have back all our former help, experi- 
enced and reliable and increased their pay 10 per cent 
over 1920 salary. This affects five men only. The 
above increase conditioned on a more vigilant and 
careful interest in everything we do—for economy, 
efficiency and profit.” 

“By weekly letters in pay envelope encouraging 
them to feel they must do more.” 

“We have recently supplied our sales force with a 
Sales Building Bulletin Service and the entire per- 
sonnel with group life insurance.” 

“Endeavor to have employees feel that they are 
working with us rather than for us.” 

“Some employees taking night course in accounting 
and salesmanship.” 

“Have introduced new bookkeeping system that in- 
creases efficiency without increasing cost.” 

“By giving each dealer and salesman a mark to 
shoot at and rewarding the successful.” 
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Publicity and When to Advertise 


“With business hard to get we believe this is the 
time to advertise.” 

“We have rather added to advertising as this has 
always been our custom—advertise heavily when busi- 
ness is hard and ‘go easy’ when it is coming anyway.” 

“Are trying to make what advertising we do more 
effective. Have simplified the new catalog we are get- 
ting out by eliminating all goods for which there is 
not an active demand.” 

“We are striving for greater effectiveness in pub- 
licity by more careful selection of items advertised, 
requiring more careful merchandising preparation.” 

“There has been a material reduction in ‘Dealers 
Helps’ which are furnished to our customers in pro- 
portion to amount of orders placed.” 

“Analysis of results obtained to make every inch of 
space productive.” 

“Am using liberal space in my competitors’ maga- 
zines and circularizing fifty per cent more than last 
Fi year. When the other fellow quits I like to begin.” 

5 “Letters have been directed to the various publica- 




























48 BOOT AND SHOE RECORDER 





May 7, 1921 


tions stating that all prices are in process of liquida- 
tion from fuel to finished product, and that conse- 
quently some reduction will be expected in the near fu- 
ture for advertising space.” 


Moving the Goods by Advertising 


“About the middle of January, after taking inven- 
tory and having heard from enough of the manufac- 
turers to know about where they stood as an aver- 
age, we decided that it was up to us to move as much 
of our stock as possible, at a profit if possible, bu‘ 
figuring on a basis of replacement cost. With the pub- 
lic little inclined to buy, lower prices plus an extra 
effort would be necessary, and we believe this will hold 
good for some time to come and that the days of ‘long 
profits’ are past. Accordingly we put on an extra man 
to work almost altogether on direct advertising, a field 
hitherto almost totally neglected. This man uses let- 
ters, personal calls and the telephone. Our newspaper 
advertising in February was also increased. The to- 
tal sales for February show an increase (in dollars and 
cents) of a little over 5 per cent over 1920; the in- 
crease in expense is about the same. The gross profit, 
of course, shows a decrease of 16 per cent, in fact, 
we just barely covered cost of operating in February, 
but we are moving the high priced goods and that was 
our real object. In view of price lists that are now be- 
ginning to reach us, we believe we have done wisely.” 

“Owing to the recent high costs of newspaper and 
magazine space per thousand of circulation, we have 
found it not very profitable and are spending our 
money more and more on the distribution of sam- 
ples.” 


No Reduction in Advertising Appropriation 


“We have taken no steps to reduce our advertising 
space, as. it is our feeling that it is false economy to 
cut down advertising at a time when business is in 
need of a stimulant to keep it alive.” 

“Endeavored to cut down our commissions and 
agents by generous advertising by circularizing, there- 
by developing the direct mail order business.” 

“We are economizing in space and size of issues but 
not pruning as to number of or kind of channels. Our 
newspaper advertisement rates have very materially 
increased, however.” 

“There is no reduction in ‘cheaper mediums’ be- 
cause, as we understand it, such are not used. Our 
plans call for a 9 per cent increase in mail order cir- 
cularization. Interior displays and decorations have 
been cut down to a minimum. The outstanding fea- 
ture of our reduction of publicity costs is that of cut- 
ting down space used in newspapers, which we be- 
lieve ought to be carried out to a larger degree by 
stores all over the U. S.” 

“We are dropping a few newspapers whose rates 
have been raised to a level that makes the further use 
of such papers impossible in our case.” 

“Have practically discontinued envelope stuffers and 
pamphlets.” 

“We are discontinuing a house organ and all news- 
paper advertising and are increasing our efforts in 
circularizing the trade.” 

“Are making special efforts in special direct adver- 
tising, by personal sales letters, and enclosures.” 

“We did not circularize before, but now issue a 
monthly house organ with good results.” 

“Reduction by purchasing duplicating machine with 
which all advertising is done.” 
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Advertising as an Investment 

“We regard our advertising rather as an invest- 
ment and as business insurance than as expense. Our 
effort, therefore, has been to maintain an adequate all- 
around campaign at a minimum total cost.” 

“Use more mediums but small space with equal re- 
sults. Space does not count; pounding away all the 
time is what tells.” 

“We do not feel that we should decrease publicity ; 
if any change, it should be increased.” 

“Concentrating more than ever on the consumer, by 
circular letters, house-to-house work and dealer dem- 
onstration.” 

“We have found circularizing to be the most effec- 
tive means of advertising and have increased rather 
than decreased our appropriation for this work.” 

“Have increased our advertising expenditures to in- 
crease our business.” 

“We have increased our direct circularizing.” 

“No reduction in amount expended, but dropping 
out of territory in poorer section and increasing ef- 
forts where results may be expected.” 

“It is our idea that cutting the advertising would 
only increase the cost of selling merchandise and we 
believe we are right.” 

‘We have concentrated on advertising and elimi- 
nated general publicity.” 

“Cut down size of our general catalog about 18 per 
cent.” 

“We are decreasing the amount spent in magazines 
of national circulation and increasing appropriation 
for direct advertising, using actual typewritten let- 
ters.” 

“Increased publicity by hangers, posters and calling 
attention to the decline in prices from the peak with 
quality equal or superior to that at the higher price.” 

No More “Charity Publicity” 

“Have stopped entirely the advertising in so-called 
‘charity publications.’ ” 

“We have reduced the newspaper space, letters, etc., 
and in the place of this we have given more attention 
to extra values in our windows, and in our localities it 
shows good results, because we feel that price is the 
thing that is most interesting to the trade instead of 
reading matter.” 

“We are not trying to curtail our publicity but are 
increasing it, as we need it much more now than we 
have for the past three or four years.” 

“We have recently started a weekly circular letter 
to our out-of-town trade which will substantially offset 
the service of one of our traveling salesmen, who left 
us February Ist.” 


Healthy Flow of Distribution 


“We kept our appropriation down to bed rock dur- 
ing the days when there was practically no sales re- 
sistance, conserving our funds for a time when they 
would stand us in good stead. We feel we now owe it 
to our distributors and dealers and to ourselves to help 
keep things moving as satisfactorily as possible by se- 
curing the healthy flow of distribution, produced 
a consistent, well directed and forceful pub- 
icity.” 

“Elimination of advertising automobile.” 

“We are running the biggest advertising campaign 
in our history in order to cooperate with our connec- 
tions in bringing back normal business conditions.” 

“Changing from magazines to newspapers.” 

“We feel there is greater sales resistance, particu- 
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larly on our products, at this time than before, and in 
consequence we are taking aggressive action in the 
matter of space and direct-by-mail efforts.” 

“Using cheaper paper stock for circulars wherever 
possible.” 

“We reduced our advertising appropriation by 50 
per cent but the signer is not sure that it was a wise 
move.” 

“Have increased our advertising 300 or 400 per cent. 
General publicity and circularizing have been in- 
creased.” 

“Less white space in advertising.” 

“We have begun the use of an industrial film and 
will make this one of our major publicity agents.” 


Taking the Slush Out of Service 


“By combining day and night delivery so as to do 
most of delivery work bebore 10 a. m. to avoid con- 
gested traffic—thus reducing delays, accidents, etc.” 

“Discontinuing helpers on motor trucks.” 

“Four per cent reduction by using one truck instead 
of two on the road, 3 per cent by putting one man 
where two traveled.” 

“We have reduced deliveries expense by loading 
trucks to full capacity and not sending them out except 
with fu!l loads.” 

“We have not attempted to reduce our service in de- 
liveries as we believe that service today more than 
ever before is going to be one of the strong factors 
in business reconstruction.” 

“In the matter of deliveries, however, we do not 
urge the use of this service by the customer, but 
rather adopt a neutral attitude, delivering with pleas- 
ure any merchandise which the customer wishes. Our 
sales people merely hand the package to the customer 
with the statement, “Thank you.” They do not as was 
once the practice when handling the package, say, “Do 
you wish this delivered?’ ” 

“We have just recently completed a survey of the de- 
livery system,” 

“Since the war have had one delivery per day, when 
before we had two. This saves in many men and 
trucks.” 

“It costs us today 20c each to deliver packages, 
while before the war it cost us 514c each.” 

“We are enlarging our area of delivery with motor 
truck service.” 


A Time Schedule For Deliveries 


“We have reduced our truck expense 25 per cent and 
cut down the expense of our transportation costs by 
making deliveries at certain times only, whereas last 
year we were forced by circumstances to deliver with- 
out any regard to route or time.” 

“Consider our service department adjunct of sales 
and are increasing it. We are looking after our trucks 
to greater degree than ever before.” 

“We are endeavoring to maintain our service at 
higher than its usual standard. We are anxious to se- 
cure orders and these orders in our business result 
more directly from good service than any other single 
reason.” 

“Increasing list prices in delivered territory over 
non-delivery territory.” 

“Have put on our own trucks, instead of employing 
trucks or drayage companies, eliminating their profit.” 

“We have made no reduction in service. I cannot 
see that our public is any less entitled to good service 
during a period of slack business than during a period 











of good business. As a matter of fact the present op- 
portunity should afford right thinking concerns an 
opportunity to re-establish the service that suffered so 
much through the inefficiency and lack of interest of 
employees during the war.” 


Credits Plus Cash Encouragement 


“We are more lenient on credits based on moral 
standards than on financial.” 

“More liberal on small credits and small accounts 
than ever. To increase our sales and build up GOOD 
WILL.” 

“Close attention and sharper action taken with 
credit business. Cash business being promoted by 
quoting liberal discounts and boosting ‘cash and 
carry’ method through circulars and salesmen.” 

“Use trade acceptances.” 

“We have not changed our limits or time of credits, 
but don’t call on those customers who have been slow, 
working on those who are prompt.” 

“We have within one year reduced our regular credit 
terms from net sixty days to net thirty days. This 
has resulted very satisfactorily. It means just about 
a 50 per cent saving in our average current accounts 
outstanding.” 

“We are wherever possible selling on thirty days 
Federal trade acceptances.” 

“By selling for cash only it is possible to save on 
bookkeeping, collections and worthless accounts.” 

“We are charging interest on all accounts which run 
longer than the fifteenth of the month following date 
of purchase. This has reduced the monthly balances 
on our accounts approximately 25 per cent.” 

“No change in terms of payment of domestic ac- 
counts, but making more liberal terms of payment on 
export business to meet competition.” 

“All sales made that settlement is to be made imme- 
diately by trade acceptance or cash.” 

“We are watching our collections carefully, but have 
put in no program of restricted credits. ° As a matter 
of fact, we have extended help to a good many of our 
customers who need it worse than we need the money.” 

“No credit to those who steal time or who refuse 
proper statements or refuse to give notes or accept- 
ances.” 

“Over two years ago we shortened our credit terms 
from sixty to thirty days and are very glad we did so.” 


Other Store Costs 


“Another place, of course, where’ reduction can -be 
created is greater turnover, to employ less capital tied 
up in merchandise, thereby saving from several angles 
expense in the way of interest, insurance and taxes.” 

“Have carefully curtailed traveling expenses of men 
on the road by letting them work territories more 
closely, thereby avoiding expenses of long trips. Are 
carefully avoiding expense of long-distance telephone 
and telegraphing by employing mail in all cases where 
possible.” 

“We are now doing all of our housekeeping work in 
the daytime and are accomplishing this with a smaller 
force of men to the extent of 80 per cent saving in the 
number of cleaners and porters employed than when 
we were operating both day and night.” 

“We are watching every detail of our business and 
especially those departments showing loss in volume 
of sales, also departments not making profit; and 
purchasing minimum supplies, etc.” 
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“Cutting down all improvements until we can pay 
for them with PROFITS.” 

“Reduction of stocks, thus saving interest, taxes and 
insurance charges.” 

“More care is exercised now than for the past three 
or four years in every item, such'as saving packing 
cases, paper, twines, etc.” . 

“Close analysis of expenditures, and percentage 
should not be allowed to exceed the same percentage: 
of sales in past years.” 

“Every one of them. We watch them like a ‘hzwl 
watches for a chicken.’ ” 

“We worked out a budget for expenses for each de 
partment and then took each item in detail, nctifie 
the manager of that department that he must. come 
within his budget.” 

“Can maintain present salaries at least during th: 
year of 1921.” 

“The matter of figuring out ahead what funds w2 
will have available and planning our expenses accord- 
ingly.” 

“Interest charges lessened by reducing stock cof 
merchandise and reducing investment according]:. 
Also less insurance and taxes.” 

“We are making forecast lists of monthly expense 
items, such as salaries, general, incidentals.” 

“We are closing up various branch offices that were 
not operating at a profit.” 

“We are increasing our business by taking smaller 
profits and thereby receiving greatly increased vol- 
ume.” 


Twice Thinking Before Expenditures 


“We have adopted the method of thinking TWICE 
before making an expenditure, and have figured out 
what each store can spend each month and no more.” 

“Improved systems of handling merchandise and 
office routine and a more economical distribution of 
space play into our plan of reducing. Cannot esti- 
mate percentage.” 

“Cutting out entertainment, traveling and other in- 
cidental expenses, scrutinizing telegrams, long-distance 
messages, postages and creating short-cut methods 
where possible.” 


“Cut in employe magazine from fortnightly to . 


monthly.” 

“Eliminating some of the extravagant habits con- 
tracted during the period of hysteria.” 

“Increasing volume of sales and decreasing stock 
have increased turnover four to eight times a year. 
Interest now a credit instead of a debit.” 

“This firm is putting in a complete cost accounting 
system and finding it a great factor in reducing costs.” 

“We have reduced the market price of our goods. 
Noting the disastrous effects caused to retailers with 
full shelves by the reducing of price on the part of 
the manufacturers, we are protecting our retailers by 
maintaining our prices at source of supply until they 
can reduce their stocks without loss.” 

“Our costs are being reduced by forced liquidation 
of merchandise based on replacement values.” 

“Have reduced amounts borrowed and cut interest 
cost considerably.” 

“We are jobbers and have made many reductions 
regardless of the replacement value, and reductions 
in price have been for the purpose of reducing our 
stock, as we anticipate a further decline, and we «re 
doing everything in our power to dispose of sich 
items on which we have an abnormal stock.” 
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Better Merchandising and More Turnovers 


“Better merchandising and more turnovers will, in 
our opinion, enable us to stand legitimate expense.” 

‘Am doing as much business as last season by run- 
ning special sales on any long item in stock.” 

‘We have instituted a better stock-keeping system 
wi ich will give us a better turnover. We hope thereby 
to reduce our warehousing cost; we also hope to re- 
duce our interest, insurance and taxes charges by a 
reduced stock of merchandise.” 

‘Expenses being reduced by: Unification of files 
ani mail; unified reading of mail, eliminating dupli- 
caiiong; elimination of individual stenographers and 
establishment of unit; use of interoffice memo, elimi- 
nating typed memo; close supervision over office sup- 
pli-s, stationery, laundry, electric lights, etc.; insisting 
upon punctuality; survey made of all office equipment 
to ‘liminate purchases.” 

“We are promoting sales through our local organi- 
zat on by buying home-made goods sufficient to keep 
our home people employed.” 

“Ten per cent is saved by eliminating errors and 
dupiicate work, better service and care in handling 
stock, accounts, sales, wear and tear on equipment, 
trucks, wagons, etc.” 

“)verhead cut by reduction of administration, such 
as tems soreanng borrowed money, insurance, legal 
expense.” 

“Having material arrive so there will be no demur- 
rage; no overtime in unloading.” 

“We have reduced our merchandise stock and are 
saving storage 25 per cent. Also reduced our loans 
to almost NIL and have cut down our interest expenses 
80 per cent.” 

“Reduction in overhead by change in accounting 
system.” 

“Biggest immediate saving possible in reduced in- 
terest account resulting from decreased inventory.” 

“We have an item of general expense, including tele- 
grams, cables, stationery, telephone, entertainments, 
periodicals, etc., of about $350,000. This has been 
reduced to $227,000 annually and will go under $100,- 
000 this year.” 


Methods in Other Businesses 


As a conclusion, there is appended, through the cour- 
tesy of the National Wholesale Grocers’ Association, 
a description of the methods adopted by a Middle 
Western wholesale grocer. These are just as appli- 
cable to any other business, and to a retail as well as 
to a wholesale house. 

1—THIS FIRM WILL SAVE ABOUT $16,- 
500 on interest charges. Average borrowed 
capital has been reduced from $300,000 in 
1920 to $95,000 in 1921. 

How it was done is self-explanatory. “Dead 
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horses” have been moved; outstandings held 
firm; inventories cut sharply but intelli- 
gently; insurance and storage charges re- 
duced, etc. 

2—THIS FIRM, WITHOUT CUTTING 
SALARIES or wages, will save at least $10,- 
500 on its 1921 payroll as against 1920. 

It has been brought about by reduction of 
persons employed; in one warehouse a floor 
force of twelve men is doing the same work 
that seventeen men did a year ago. (This 
grocer believes that, not including salesmen, 
10 to 20 per cent too many people are em- 
ployed by the average grocer.) ‘Where there 
is a resignation, death or removal the work is 
either divided among other employees or a 
new employee starts at a figure 20 per cent 
to 30 per cent under the amount the position 
paid previously. 
38.—THIS FIRM HAS REDUCED ITS AV- 
ERAGE inventory by $172,000 as compared 
with last year—slashing interest, storage and 
insurance costs, etc. 

Which means that this firm is following the 
market closely but not ultra-conservatively. 
4.—THIS FIRM HAS MELTED $100,000 
into cash that was frozen in slow-moving 
stocks that required special attention. They 
got it. 

Here is found leadership at its best. The 
head of the firm has adopted the policy of 
“walking the stock rooms” personally each 
week and sometimes daily. He takes an as- 

_ sistant with him, and stocks that look too 
large or a little “slow” are marked for spe- 

’ cial attention. They are moved by intensive 
salesmanship. 


5.—THIS FIRM HAS HELD “OUTSTAND- 
INGS” at around 1920 figures with just a 
slight increase. 

In this method, account is taken of present 
conditions and the figures of 1920 were fa- 
vorable. 


6.—THIS FIRM IS BRINGING INTO ITS 
STOCKS a number of items that have been 
eliminated in the past eight or ten years. 
By going over its old stock records the firm 
added profitable items that were dropped dur- 
ing the past eight or ten years. 
7.—THIS FIRM HAS DETERMINED TO 
PARE THE entire payroll, probably except- 
ing salesmen, from 20 per cent to 30 per 
cent, in the event that the methods outlined 
above do not bring the desired results. 
Here is the last step in the policy of this: 
firm. The hope, if not the opinion, at present 
is that it will not be necessary. 





ARBITRATION ARRANGEMENTS COMPLETE 


Controversies Should Be Reported to Secretary of 
Council in New York City 


Adjustment of controversy between retail mer- 
chants, wholesalers and manufacturers adopted by 
the National Shoe Retailers’, Wholesalers’ and Manu- 
facturers’ associations is now in working condition. 

A; M. Seattergood, president of the National Shoe 
Wholesalers” Association, has been selected as 


chairman of the Council of Arbitration for the year. 


The secretary of the council will be Louis M. 
Taylor, 127 Duane street, New York City. 


All controversies which the members are unable 
to adjust after having made and exhausted every 
reasonable effort to reach a satisfactory settlement, 
may be referred for arbitration. Also all controver- 
sies in which both parties agree to arbitration but 


. are unable’to agree upon arbitrators. 
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Their super quality is expressed in the simple de- 
sign and excellent leathers. One-strap style developed 
in a rich grey shade; dainty arch and slender French 
heel. They’re beautiful low shoes, temptingly priced. 
—Roos Bros., Oakland, Cal. 

* * * 

They Are Beautiful! Our spring styles are wonder- 
ful, we never had such beautiful styles in the history 
of our store—in all leathers, heels, shapes and colors. 
We have all sizes and widths. Your inspection is in- 
vited.—Boston Shoe Store, Millville, N. J. 

* * * 


Have You Noticed the New Stream Lines? They 
are here—stunning and very much so. Walk-Over has 
made clever use of the idea. You do not notice the 
difference on your feet, but the shoes have a more 
up-to-date appearance. ; 


Recorder Advertising 
Ideas Service ¢,¢% 


What Merchants Use for Sales Copy 


Ideas Clipped from a National Survey of the 
Best Ads of the Week 
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class.—Folrath & Folrath, Decatur, III. 
* * * 

A stunning new model that embodies great beauty 
in simplicity. The style is for versatile use! Note 
the new inlay effect. A beautiful value at this price. 
—Queen Quality Boot Shop, Detroit, Mich. 

* * * 


No Wonder We’re Busy—With Such Smart Styles 
Arriving Daily. Novelty Footwear at Hirsh’s— 
Special, $7.90. All the newest novelties—many exclu- 
sive with us.—Hirsh’s Shoe Stores, Washington, D. C. 

* * * 

We Have the Shoes Nearly Everybody’s Looking 
For. That tells the story of this shoe section—‘We 
have the shoes nearly everybody is looking for.”—W. 
A. McNaughton Co., Muncie, Ind. 


* * % 


The OneStrap 








—Walter Broader, 
San José, Cal. 
* * * 


New! The “Reg- 
gie.” Of course, it 
makes its first appear- 
ance at HAHN’S be- 
cause it is distinctly 
“different.” A new 
pump with diamond- 
shape tip and instep 
strap fastened with 
small buckle. High- 
grade Brooklyn-made 
at $12.50. Selling at 
Shorter Profits than 
ever before attempted 
—makes possible 
these remarkably low 
prices.—Hahn’s, Bal- 
timore, Md. sun. 

* * * 


LOOK !—now you'll 
buy footwear — and 
we are ready with an 
amazing display of 
the most fascinating 


stand. 


cheat him. 


323 CENTRAL AVE. 


A Chariot of the Sun 


On the wall, over the desk of a very busy man in a Western 
city is a picture of a roadway. On either side of the roadway 
are trees that form an open forest, and in the background is 
seen the sun rising over the summit of a hill. The glow of the 
morning sun gives a peculiar reddish hue to the whole land- * % + 
scape that only he who has beheld such a scene can under- 


Although the scenic beauty of the drawing is inspiring and 
beautiful, the most compelling part of the whole picture is a 
signboard by the side of the road that the traveler cannot fail 
to see. The inscription on the signboard reads. 


Every man takes care that his neighbor does not 
But a day comes when he begins to care that he does 


not cheat his neighbor. Then all goes well. 
He has changed his market cart into a chariot of the 


Our store is a chariot of the sun. 


PRATT’S SHOE STORE 


Pump. Hudson shoes 
are so carefully fash- 
ioned, the styles are 
so new and so good 
looking, each detail is 
so carefully super- 
vised that it is Hud- 
son’s, Detroit, Mich. 


Every Man Wants 
His New Oxfords and 
Wants Them Now. 
And here they are, the 
best looking bunch of 
“Live Ones” in town. 
Prices to hit every 
one of you right. 
All based on the low- 
est levels the whole- 
sale market reached 
in its recent slump. 
Passed on to you at 
the lowest PER PAIR 
PROFIT in the his- 
tory of this store!— 
Miller’s Shoe Stores, 


Greensburg, Pa. 
* ” * 


CONNERSVILLE 








styles, $6, $8, $10; 
every pair the great- 
est values in their 


Type ads have their mission. Perhaps you remem- 
ber the copy, for it Fed qrigwmally a Recorder 
e a 


“Insist on Quality” 
—It Is More Satisfac- 
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iceable sanda). 


The Burns Universal Sandal is 
made of very soft kid, hand-turned 
| soles, low heels, foot-form sole. Fit 





| BURNS he is doing. 


| Los Angeles, Calif. 

















“Oh, Toiling Feet of Mortals, 
How Little Ye Realize Your 

Own Blessedness 

Stevenson understood the sidiel of normal feet 


when properly functioning. All human activities 
center around our poor, unthought-of feet. 


The beauty and grace of the : : : 
femine toys are enhanced tenfold This store makes no apologies for being a foot 
When c.ad 10 this dainty yeb Serve crank. We have made a lifetime study of the 


feet, and we know how to fit shoes properly. 


| any foot. Ail sizes. How Many Bones in the Human Foot? 

| For Street or Home Wear: ; 

lwhite Kid...2.... .- $8.00 and $6.00 Ask that question of your shoe salesman the 
Biack Kid........- $5.00 and $6.00 next time he tries to fit you. Then ask him the 
iBrown Kid......... .$6.00 and $6.90 names of these bones and their individual 
\Bronze or Patent. . . « $7.00 functions. See how much he knows about what 


Short Vamp Shoes H. H. 1508 
- sas South Bendwey1! Sz" THE BOOTERIE 2 


1°? 

















When a retail merchant in Los Angeles 


advertises in. @ Boston paper how A really remarkable ad by H. H. Powell of Columbia, 8. C. Soft toes and plain toes 


about “Coals to Newcastle” 


tory in the End. Swope Oxfords for Men, $10.50. The 
first cost of Shoes is only important in relation to 
what you get.—Swope Shoe Co., St. Louis, Mo. 

* * * 

“Princeton” Known Quality in Spring Oxfords. For 
years the name “Princeton” on shoes has been known 
for style, comfort and long service. The model shown 
here is only one of the many to select from. Made on 
newest English last, long vamp and narrow toe. 
Chestnut brown, Russia calf, Goodyear rubber heels, 
midget invisible eyelet. Our guarantee is “Satis- 
faction or your money back.” Good shoes are economy. 
—Crutcher & Starks, Louisville, Ky. 

* %* * 

Plenty of Styles for Plenty of Feet. Footwear for 
Men and Women. A Pair of Pretty Pumps Improves 
Your Whole Attire. And pretty they will be if they 
are chosen here. Our experience and observance has 
given us an intimate knowledge of what the best 
dressed women desire. That we have catered to your 
preference can only be seen by paying our Shoe Sec- 
tion a visit—not necessarily to buy just to see how 
splendidly prepared we are to serve you when you are 
ready—Joseph Shoe Shops, Astoria, Long Island. 

* * ¥* 


The Shoe of Your Dreams. Wear the latest modes 


of the moment and at the exact moment that they 

appear in the Fashion Centers—“The Shoe That Is 

Tailored.”—The Hold Shape Boot Shop, Waco, Tex. 
* * * 


These Special Values Show—We Appreciate Wednes- 


selling strongly in Boston 


day’s Import SHOE AND LEATHER DAY. Naturally 
we will put forth special effort to insure its success— 
Charming Modes in Pumps and Fashionable New 
Oxfords.—Phelps’, Roanoke, Va. 

* * * 





There’s An Air of Trimness About Every Hess 
Oxford. It’s in the trig, swagger lines that an oxford 
should have; in the softness of the real leather of 
which every Hess oxford is made; in the smart styling 
and the superb quality which is indicative of all Hess 
Shoes.—Hess’, Baltimore, Md. 

* * * 

We’re Showing Captivating New Styles In Brown 
Satin Slippers. Absolutely the smartest made, they 
fit simply perfect, and above all, their price ranges 
frob $8.50 to $12.75.—Gilmer-Moore Co., Charlotte, 
N. GC. * * * 


These Are Great Days for the Boys and Girls— 
Watch Them Play. Healthy, happy, bright-eyed chil- 
dren can only enjoy their play when their feet are 
strong and sturdy and shod in properly fitted and com- 
fortable shoes. BUSTER BROWN SHOES meet the 
requirements.—Buster Brown Shoe Store, New Bruns- 
wick, N. J. * *% * 


Thousands More Footsteps per Dollar can be had by 
providing your children with Best & Co. Shoes made 
of solid leather. Though many substitutes are offered 
elsewhere, none are “just as good.” The satisfaction 
of their quality is increased by their uniformly low 
price—Best & Co., New York City, N. Y. 
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Fair Price Lists Are Contemplated 


Considerable Pressure Brought to Bear Upon Department of Commerce to 


Publish Prices at Retail 


Washington, May 2.—Publication of fair price lists 
is contemplated by the Department of Commerce as 
a part of the Government’s plan to force retailers to 
lower prices. Secretary Hoover announced that a 
special study of retail prices and their relation to 
manufacturing costs has been undertaken with a view 
to making findings public. He has expressed personal 
opinion that retail prices are out of proportion, but 
has been unwilling to take the initiative in price reduc- 
tion until the facts could be obtained from a thorough 
inquiry. Mr. Hoover insists that manufacturers’ and 
wholesalers’ prices have fallen all along the line but 
that it is not reflected in quotations of dealers. 

It is believed that the Secretary will confer with 
representatives of retailers’ organizations soon, and 
before actual price lists are given out, in order to 
learn the dealers’ problems. 

A study of wholesale prices for March by the Fed- 
eral Reserve Board shows a decline of three per cent 
as used in international price comparisons. The index 
number of wholesale prices of consumers’ goods fell 
one point while raw materials dropped six points and 
producers goods fell five points. Secretary Hoover 
understands that there are many cases reported where 
consumers were forced to pay pre-war profits. 


Comptroller Whacks Prices 


The new Comptroller of the Currency, D. R. Cris- 
singer, has joined with other administrative officials 
in taking a whack at the retailers’ prices. In an ad- 
dress before the District of Columbia Bankers’ Asso- 
ciation this week he declared the combinations or gen- 
tlemen’s agreements existed in trade to the extent that 
prices are at a point “where there is no relation be- 
tween cost of raw materials and cost of production; 
no relation between cost of production and cost to the 
consumer ; in short, where there is no relation between 
value and selling price.” 


Special for Recorder, Washington Bureau, 
816 15th St., N. W., Washington, D. C. 





Mr. Crissinger is a personal friend of the Presiden:, 
a Democrat, and former president of a Marion, Ohio 
bank in which Mr. Harding has been interested fcr 
several years. 

According to the Comptroller of the Currency, coi.- 
sumers are awaiting price reduction because they re- 
alize that: “Manufacturers, jobbers, wholesalers, r:- 
tailers, laborers, are all in some sort of combinaticn 
to frustrate this fundamental law of economics. Each 
is out to ‘get his’ first.” 


Apparent Reduction of Prices 


Speaking specificially about department stores, the 
Comptroller said: “The department stores and retail- 
ers generally are apparently reducing prices. They 
take off something, and in a degree are making tie 
public believe they are taking their share of the loss. 
But are they? Are they selling at replacement prices 
plus a reasonable profit? An illustration will point 
the question: 

“Before last October’s slump a retailer, not in Wash- 
ington, bought flannels at 42 cents per yard, and sold 
at 60, which we will agree gave a fair and reasonable 
margin for expense and profit. But later in October 
he bought the same flannels at 20 cents the yard. 
What did he do? He put on a sale, offering these 
flannels at 50 cents the yard. I had the wholesaler’s 
word for this. That is, on the first transaction he 
had a margin of 48 per cent; but, on the later one, 
made with the pretense that he was giving customers 
the benefit of a great slashing of prices, he had the 
uneonscionable profit of 150 per cent.” He believes 


that it is essential for all business men to make cer- 
tain allowances for readjustment. The Comptroller is 
convinced that new business ethics will follow the re- 
construction era. 











“Airy and Light as Spring’s Own Blossoms.” This 
new STRAP DESIGN is so smart and distinctive that 
refinement is noticed at the very first glance. Krupp 
& Tuffly, Houston, Tex. 

* * * 

Perfection in Dress. There are certain little details 
about a shoe fitting that make for perfection in foot 
attire. It is the difference between getting that really 
good fit and style effect every woman admires, and only 
half getting it. Effective Ankle Display! Trim 
beauty with a new treatment of lines. A style that 
has met with favor among women who prefer simple 
lines with some smartness of decoration. Snug-fitting 
and delightful for street wear. Walk-Over Shoe Store, 
Salt Lake City, Utah. 


* * * 


Extra! Extra Good News! Extraordinary Pur- 
chase and Sale of 1500 Pairs. Children’s Sample Low 





Shoes 700 Pairs—Regular prices of which would be 
$3.50 to $6.00. Walker’s, Salt Lake City, Utah. 


* * * 


Lazarus “Victor’’ Oxfords Are $8. (Those “Heart- 
of-the-Hide” Shoes.) Men know them by name—come 
back for them season after season. It’s good to be able 
to get the price down to $8 again; “Heart of the Hide” 
stamped on the sole—means soles that wear and wear, 
for they are just what the name implies. Lazarus, 
Columbus, Ohio. 

* * * 

Central New York’s Greatest Shoe Store—Qua ity 
First—Service Always. THE NEW DIMPLE SHE 
—A Stetson $10.50. Men! This is the newest thing 
in a combination street (can be used for golf) oxford 
A genuine Brook Grain material, with patented Stetson 
suction sole and heel. Park-Brannock Co., Syracuse, - 
N. Y. 
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: leather that has held the 
favor of makers of distindive 
PP botwear for over one 
the faa 


1s Made by 


CHAS, A. EATON COMPANY, 
Brockton, Mass., 
= of 
be Shrewsbury Scotch Grain 


Other Distinctive Shoe Styles Will Be Shown from Week to Week 


a eee es 


:| GREEN &HICKEY LEATHERCO 


a S%ople eathersWhich Qre Unequalled 
“ I5 COLUMBIA STREET, BOSTON 


TANNERIES~ SHREWSBURY AND WINCHENDON, MASS. 
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Largest Manufacturers in the World of 
Black Glazed Kid 


SURPASS LEATHER CO. 


FACTORY 


FACTORY | 
Gloversville, N. Y. 


Philadelphia, Pa. 
SALES OFFICES 


New York Boston Philadelphia 


Cincinnati Chicago St. Louis London 


SURPASS LEATHER CORPORATION BOOTH & COMPANY (London), Ltd. 


Boston, Mass. London, Eng. 
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FOR THE BEST NEW SHOE STYLES, SAY 


MARION 


NEWPORT 


A NEW LAST 
SHOWN HERE FOR 
THE FIRST TIME 
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207x 


GALLUN’S 
NO. 4 CALF 
( VIKING ) 


EW STYLE by our own Designers. 

.A shoe for the best trade. Can be 
sold profitably at the price most young 
men want to pay, and a value without 
an equal. 


TVa@\UV@N/@\ hah 1@\G7@\ 1 1@\t10\0/@\1/O\810\1/0\1 1 @\bYaNh ai et @\hve\e\ivey 


In Stock 


May 15th 
Description — 207X —Gallun’s No. 4 Viking 
Calf, Newport—A Last, Brass Eyelets, Oak Bend 
Outsoles, 13 iron edge, Wingfoot Flange Heels. 
To be In Stock, widths AA to D. 


BAYS 
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Creators of Snappy Styles for Snappy Men 


WESTERN QUALITY and EASTERN STYLE 


RARAAD 7@\ 
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ILLUSTRATING 
STOCK 
No. 465 
No. 466 


THE POPULAR “PANAMA” LAST 
IN STOCK 


Tobasco Brown Kid—Glazed Kangaroo 


One of the “Old Guard” of “Glove-Grip”’ 
Shoes That Sells Steadily 





This shoe has been a business getter for merchants from the first time put out. 
It has taken a place in dealer circles that few shoes ever do. As one of the 
satisfactory sellers in the “Glove-Grip” line, we recommend it to you. Balance 
your order by specifying sizes in both numbers. You won't regret liberal 


purchases. 


Model 465 Model 466 


“Glove-Grip” College Oxford on Pan- 
ama combination last in Tobasco 


Brown Kid; O'Sullivan heel. AAAA/ 


“Glove-Grip” College Oxford on Pan- 
ama last in Glazed Kangaroo; O’Sul- 





livan heel. AA-A 7 to 11, B 6 to 11, 
C-D-E 5 to 11. 


Price $7.70 


AA-AAA/A 7 to 11. AA/B 6 to 11. 
A/C, B/D, C/E 5 to 11. 


Price $8.25 


VOUALECAULAUOLELUNAA GEA AAEAAHEUONUAUUCAUOEAUOU ATUL EOUENUDANULENAEO LUAU AUEOLOUNOEOUGONUOOUEOOENOOUOUEOLUNNOLUGUOOLOTAGEAUOGOONOOTOVOOUOTISTOSTIONTANOTOTEROINNTINTIINTENTLLNTOLTANY 


Send for catalogue showing all stock styles for Men and Women. 


M. N. ARNOLD SHOE COMPANY 
NORTH ABINGTON, MASS. 
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UNIVERSAL 
DISTRIBUTION 


The Real Test of any Product 


is Universal Distribution. 





An article that is so standard- 
ized that it meets the require- 
ments of any trade universally 


has merit. 





- Barbour Grooved Endless Welting 


Enjoys this universal distribution, and it is a 
familiar sight in every shoe-manufacturing 
community of the United States. 








It is indeed the Universal Welting 





Not the cheapest in first cost, but positively 
the most satisfactory and economical in final 


results. 


Barbour Grooved Endless Welting 


Manufactured by 


BROCKTON, RAND CO. 
Brockton, Mass. 
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Business Building Novelties 


See pages. 86, 91 and 101 
for other Katzman-Adler 
in stock shoes. 
Terms Net 30 Days 
F.O.B. Boston 


vy - _ 1 ‘“Mildred”’— 

yhite Buck, Patent ather Pink Tip ‘ 99, ; 
and Quarter, Goodyear Welt, White fair- — Sy a Fate ed 
oo, 14/8 Military Heel. A gion: year Welt, White Welting, Enameled 14/8 
’ ° ‘5 Military Heel, Oxfords, A to D. All 


at No. 1932, a ee ’ 

Same shoe as above, with Russia Calf 

Trimming instead of Black $5.25 gg No. 1956, “Margaret”— 
Stock No. 1935 “Ruth”—white ame shoe as above, with Black Trim- 
Eve Cloth, Goodyear Welt, White Welt- ming instead of Russia Calf $4.35 
ing, 14/8 Military Heel, Regular Tip. 

Oxfords. A to D. All sizes...... 84.00 Novelty Footwear 


KATZMAN-ADLER SHOE CO. 


211 Essex St. Boston, Mass. 
Peewee 


? 
i 
} 
} 
} 
| 














i No. 13711), 
No. 1416 HYGRADE 


HYGRADE ENAMELLED BUCKLES = =™o" 


moor NON RUS 
NONRUST THAT HARMONIZE WITH COMPOSITION 
pit nc en STYLISH SUMMER FOOTWEAR se 


Harmony is the keynote of summer. 
We manufacture a large assortment of 
buckles to match leathers which will 
be popular all season. VOaaolax 


Samples sent free upon io. 1061 
NON RUST 
No. 1141 request of manufacturers. COMPOSITION 


COMPOSITION NORTH & JUDD MFG. CO. a 
; NEW BRITAIN, CONN. NEW YORK 


ALL LEADING : CHICAGO 


JOBBERS SELL F ST. LOUIS 
[TS SAN FRANCISCO 

OUR PRODUCTS. HARDWARE 

PROOUCTS 
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The Great Combined 
Specialty Shoe Lines 


Made Complete 


A Giant Is Born Again Into a New Family 





(See following pages) 








J 
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Another Epoch in the Economic Evolution 





















Harsh s.Chapline Tannery and es Merged With 









HE wonderful success that has already been made by the Craddock-Terry Co., and 

Geo. D. Witt Shoe Co., of Lynchburg, Va., and the McElroy-Sloan Shoe Co., of 
St. Louis in their highly organized Combined Specialty Shoe Lines is well known and 
well recognized. 







To satisfy the exacting demands of this great shoe combination for the best leathers 
and to obtain the raw materials most nearly suited to its rigid requirements, the 
Tannery of the Harsh & Chapline Shoe Co., Milwaukee, Wis., was acquired, together 
with their highly specialized Factory, where America’s greatest line of work shoes 
is made. 








This addition completes our chain of a modern tannery and eight Specialty Factories, 
each a unit, separate and distinct, devoted exclusively to the manufacture of a par- 
ticular grade of shoes. 






This new link carries out in the highest degree our original plan of specialization and 
enables us by reason of joint buying—joint factories — joint values and joint 






“tonc WEAR SHOES” 
Wear loncer 


Caddockerry(Smpany,  M¢Elroy-SloanShoe6 


Lynchburg Va. St.Louis , Mo.. 
CRADDOCK SHOES BILLIKEN SHOES#IO 
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ESHON BRAND SHOES 
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ie Manufacture and Distribution of Shoes 
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economies to distribute to the Shoe Retailers of America a higher grade product at 
the lowest cost, in the quickest, most efficient and economical way. 


We believe that no event of recent years holds more interest to the merchants of this 
Country than that heralded in this announcement, as it marks another epoch in the 
economic evolution now taking place in the manufacture and distribution of shoes. 


The same broad-minded policies toward the retail merchants that have characterized 
the Craddock-Terry Co., the Geo. D. Witt Shoe Co., and the McElroy-Sloan Shoe 
Co., will be maintained; liberal treatment, prompt service and good shoes for men, 
women and children will continue to be our purpose. 


We invite shoe retailers to join the twenty thousand or more merchants who are 
now buying from us and participate in our success. A postcard to any one of our 
organizations, comprising our “Quadrangle of Efficiency” will bring an alert, en- 
thusiastic and capable salesman and your first order will convince you that you have 
displayed sound judgment in becoming an effective link in our great chain of mod- 
ern merchandising. Write today. 





gp 


Win EaNO% 


o(aflarshs ChaphneShoe( bear. Wrrr Sune Company 


Milwaukee,Wis. Lynchburg, Va. 
WITT’S SHOES. 
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—IN STOCK— 
HANNAHSONS 
BLACK 


and 


BROWN 
SATINS 






















B, C, D, 2% to 8 B, C, D, 2% to 8 
16/8 half LXV heel Baby Louis heel 
| B-110 Black Satin 1 strap........ $3.25 B-140 Black Satin 1 strap........ $3.25 
B-340 Brown Satin 1 strap...... 3.75 B-335 Brown Satin 1 strap....... 3.75 











HANNAHSONS SATINS will increase your sales mightily. They have done it for others and will do it for you. 
HANNAHSONS SATINS are POPULAR PRICED. Feature them as “LEADERS” in your regular or special sales. 
HANNAHSONS SATINS have every appearance of shoes for which much higher prices are asked. 
HANNAHSONS SATINS compare favorably with higher grades. We specialize in fabrics. 
HANNAHSONS SATINS are IN STOCK. You can get them as ordered and when ordered. 


HANNAHSONS SHOE COMPANY 
35 WINGATE ST.—HAVERHILL, MASS. 


Minimum Orders, One Dozen Pairs. Terms 2% 10 Days 


















MAIN OFFICES 


CABLE ADDRESS 
209 SOUTH ST., BOSTON 


“TABWHEEL’, BOSTON 








Heads 
Bellies 
Shoulders 












Sole Selling Agents TANNAGES 
ALPENA LEATHER CORP. N 
ALPENA, MICH. ALPENA = 
WISSINOMING . 
New England Selling Agents SWIFT RUN very 
JANNEY & BURROUGH, Inc. OLD VIRGINIA ep 
quali 
RIVERVIEW “tn 








PACKER HIDE OAK TANNAGE 
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Children’s Summer Footwear 


New Styles Present New Sales Possibilities 
and Enable Merchants to Get More 
Frequent Turnover 


One source of profitable sales which 
a large number of retail shoe mer- 
chants overlook is the summer market 
for children’s rubber soled canvas 
footwear. * 

After wearing heavy leather shoes 
all winter, most children look forward 
with delight to getting into a pair of 
light weight, flexible, and cool shoes 
of the canvas variety. 

For many years there was but one 
style of shoe which the shoe mer- 
chant could put forward in order to 
capitalize on this natural inclination 
of children for light, comfortable 
footwear. This was the well known 
“sneaker.” 

But just as new and better styles of 
canvas footwear for grown-ups have 
been developed, so the children’s mar- 
ket has been studied, until to-day there 
are many styles for the merchant to 
offer. The range permits a selection 
of styles to meet all demands, from 
the much improved and more durable 
“sneaker” type for occasional wear, 
to the rugged shoes made with uppers 
of mail bag duck and pressure-cured 
soles that withstand an entire sum- 
mer’s wear. 


That “Smart” Influence 


Nor has the powerful influence of 
smart styles in promoting sales been 
overlooked. This is especially true in 
the models for misses and children, 
and the designers have worked out 
very cleverly styles that make an in- 
stant hit with the children while at 
the same time the shoes have those 
qualities of durability that impress 
mothers so favorably. 

In this broadening of styles lies an 
opportunity for shoe merchants to in- 
(tease turnover and profit by selling 
several pairs of shoes to each of their 
young customers. 


One of the large rubber companies 
has gone very extensively into the 
making of canvas footwear for chil- 
dren and their line is a revelation to 
most of us who can look, not too far 
back, to the time when the lowly 
“sneaker” was the only type of can- 
vas footwéar which could be had. 


For Hard Wear 


To meet a demand for a shoe which 
would withstand the hardest treat- 
ment a child can give a shoe—and 








Heavy brown mail-bag duck 

upper. Full duck lining. Gray 

tire-tread composition sole. Pat- 

ented pneumatic heel. Fiber in- 

sole and counter. Leather sock 
lining 











that means the maximum in hard 
wear—there has been developed a bal 
model which is unusually durable. 
These shoes have been described as 
“easy to wear, but hard to wear out.” 
It is a natural inclination to think 
of the Wurkshu (the bal mentioned) 
as applied to men and older boys. 
The growing demand for women’s, 
misses’, youths’ and children’s sizes 
indicates a lively market in every pos- 
sible field. For garden and farm use, 
as well as for tramping, women are 
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quick to see the value of the Wurkshu 


for themselves. In every section 
where this footwear has been intro- 
duced for little folks a surprising in- 
crease in demand has been shown in 
a very short time. 

The upper is of heavy brown mail 
bag duck, with full duck lining. The 
sole is made of tire tread composi- 
tion, steam pressure cured, to give 
wear without weight. The fiber insole 
and counter make these shoes easy 
and comfortable on the feet. And 
they are surprisingly light and flex- 
ible. On the boys’ and youths’ sizes 
a pneumatic heel is used; on the 
misses’ and child’s a spring heel. 


The Cross-Strap Sandal 


Another very popular and large 
selling style is the cross-strap sandal. 


. The upper is of brown duck, and the 


brown straps have a white binding 
which gives the shoe a very attrac- 
tive appearance. The sock lining is 
white. The sole lining is extra thick, 
smooth, and of the flange type. A 
spring heel is used. The sole and 
upper are joined by the pressure- 
process into ore inseparable piece. 
Peeling where the upper joins the 
sole, long the bane of rubber soled 
canvas footwear, has been entirely 
eliminated by this process. 

Still another number is the bare- 
foot sandal, which can be had in two 
colors, a white duck upper with gray 
corrugated sole, or a brown duck 
upper with red corrugated sole. Sock 
linings are white. 

Other smart styles include various 
one-strap pumps, bals, plain pumps 
and scout patterns in an ample va- 
riety of lasts. 

The merchant who considers the 
sales possibilities of canvas footwear 
as limited to “play” shoes is over- 
looking an opportunity. Many of 
these styles are extremély dressy and 
can be sold on a style basis. 


Graduation Shoe Sales 
One retail shoe merchant has built 
up a large business by featuring the 
dressy white models for use in con- 
nection with graduation dresses. This 
dealer always makes it a point, after 
(Continued on page 85) 
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ROM the first of May to the last 
of August more than fifty million 
copies of Keds advertisements will be 
read throughout the country in the 
most important national magazines. 


Every advertisement features this 
fact: “Not all canvas _ rubber-soled 
shoes are Keds. Keds are made only by 
the United States Rubber Company. 
Look for the name Keds on the shoe.” 


Have you all the appropriate styles 
and sizes of Keds to meet this new de- 
mand which is being created by the 
most effective advertising campaign 
ever placed behind a line of canvas rub- 
ber-soled footwear? 











United States Rubber Company 





HATTA 
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A NEW ONE—No. 18-65-14 


IN STOCK 


“~ 








No. 18-65-14—Russia Ball Strap, Lace Oxford 
Sole Leather Heel Base, SPRING STEP Rubber 
Ueel, Heavy High-grade Oak Innersole, High-grade 
Oak Outersole. Excellent durable material used 
throughout the shoe. It will not only give excellent 


at $4.00 . 


SALESMEN WANTED 


Good territories open for live 
salesmen; North and South 
Dakota; Iowa and Nebraska; 
Missouri; Washington and Ore- 
zon; Tennessee and Alabama. 











service, but the workmanship is unusually good, 
and it is one of the cleanest, most salable shoes 
we have ever made. In Stock: D-wide, 6-9, 6-9% 
6-10; O-wide, 6-9, 6-9%, 6-10 ....Price $4.00 





Here’s a shoe that is in a class 
by itself as a saleswinner. More- 
over, it's IN STOCK ready to 
SHIP AT ONCE. 


It has every feature that is de- 
manded by the critical style seeker 
today—color, ball strap, abun- 
dant. perforations, QUALITY 
WORKMANSHIP THROUGH- 
OUT and last, but by no means 
least, a POPULAR PRICE. 


Your order will be shipped the 
day received. 

Here is an opportunity for 
sales—seize it. 

These shoes can be bought in 
CASE LOTS ONLY, 12 pairs to 
the case. We cannot break a 12- 
pair case .under any circum- 
stances. Four runs of sizes—6-9, 
6-914, 6-10; specify which you 
wish. 





Upon your next shoe order speci- 
fy SPRING STEP HEELS and 
rest assured that no delay will 
ensue because of the manufac- 
turers’ inability to obtain rubber 
heels promptly. SPRING STEPS 
have been stocked in such vol- 
ume as to guarantee immediate 
shipment of all orders for the 
coming season. 





SPRING STEP Heels for Ultimate Service 


Pennington-Crowell Shoe Company 


Quality Manufacturers of 
Men's Fine Welts 





There is another phase _ to 
SPRING STEP SERVICE—the 
satisfaction they give the con- 
sumer. 

These heels wear like iron, but 
the comparison stops there for 
they are of perfect resiliency 
and in every other way measure 
up to the wearer’s most exact- 
ing demands. 





MANCHESTER 
NEW HAMPSHIRE 
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FROM ROAD TO HEAD OF HOUSE 


Herman Cushman, Vice-President and 
General Manager of A. S. Kreider 


Herman Cushman is vice-president 
and general manager of The A. S. 
Kreider Co. The history of his shoe 
career from road salesman to the head 
of the house may well serve as an 
inspiration to others. Briefly, his story 
is as follows: 

He was born in Buckfield, Me., 
June 1, 1863. In 1881 he went West 
and accepted a_ position with the 
Hannah-Lay Co., Traverse City, Mich., 
as a clerk in their dry goods depart- 
ment. He remained there a year and 
a half and was then transferred to 
their shoe department, leaving there 





HERMAN CUSHMAN 


Vice-President and General Manager, 


8S. Kreider Co, 


1885 to accept a position in Chi- 
igo with the C. M. Henderson Co., 
representing them for ten years on the 
road in southeastern Iowa. His home 
at that time was in Oskaloosa, Iowa. 
He married Miss Bertha Howell, of 
Quiney, Mich., on March 16, 1887. 


BOOT AND 


In September, 1894, he resigned his 
road position with the C. M. Hender- 
son Co. and removed to Cedar Rapids, 
Iowa, where he established a small 
jobbing house under the name of H. 
Cushman, and at the same time trav- 
eled on the road for ten years selling 
the products of the Kreider factories. 
In 1906 A. S. Kreider of the A. S. 
Kreider Co. bought a half interest and 
the Kreider-Cushman partnership was 
formed. They remained in Cedar 
Rapids until 1911, then removing to 
Chicago, to the present location, No. 
312-18 West Monroe Street. In 1915 
the Kreider-Cushman Co. was merged 
with the Kreider factories and was 


thereafter known as The A. S. Kreider - 


Co. 


Sam B. Wolf Men on Road 


E. S. SinClaire of Venice, Cal., will 
represent the Sam B. Wolf Shoe Co., 
Cincinnati, on the Pacific Coast. Mr. 
SinClaire is now in his territory. F. 
R. Lunberg is covering the North- 
western territory for the Sam B. Wolf 
Shoe Co. this season. Mr. Lunberg 
just recently joined the Wolf sales 
force. Another new man on the sales 
force of the same company is Jay 
Salinger, who covers Kansas, Ne- 
braska, Colorado, and southern Iowa. 





Davis with Duttenhofer-Stevens 


F. C. Davis, an active assistant to 
Mr. Towle, secretary of the conven- 
tion committe at Milwaukee last 
January, recently joined the sales 
force of the Duttenhofer-Stevens Co., 
Cincinnati. Mr. Davis will cover the 
states of Wisconsin and Minnesota. 





Brockton Visits Harrisburg 


Ex-Alderman John J. Whalen of 
Brockton, carrying the footwear sam- 
ples of the company bearing his name, 
and the Barney, Capen & Denham Co. 
lines, dropped into the Penn-Harris 
hostelry in Harrisburg, Pa., recently 
to register, glanced at the page of the 
open record at the clerk's desk and 
noted the following: Arthur Doherty, 
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of Doherty Bros. of Avon; John Mona- 
han, of the Progress Shoe Co. of Mon- 
tello; William (Hoff, Jr.) Brennan, of ° 
Richards & Brennan, Inc., of Ran- 
dolph; John E. Trainor, of the Com- 
monwealth S. & L. Co., of Whitman. 
Just an indication of how the sales- 
men from the Brockton section are 
combing the Keystone State for busi- 
ness to keep the folks in the factories 
busy. 


Correct Footwear Advocate 


William S. Kulp, 717 Mechanics 
Building, Trenton, N. J., is an advo- 
cate of correct footwear for women, 
and through his persistent efforts has 
built a big demand for the H. & M. 
“ArcHelp” shoe. Mr. Kulp also ob- 


WILLIAM 8. KULP 
With Helming, McKen 


tained indorsement from 
C. A. and other assoc 
“ArcHelp” shoe. Mr. 
his off seasons to desi 
these lasts. His 
New Je 
vania, 
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try to sell them something, such as washing machine, 
incubator, cream separator, etc.” 

“By giving a money prize to each employee in the 
department that makes the largest increase in sales 
each month over the average of the past five years.” 

“We not only manage business but lay off our coat 
and take a hand ourselves.” 


The Golden Rule in Business 


“By practicing the golden rule in all our dealings 
with the employees.” 

“We have offered a 215 per cent bonus on all in- 
creased business over last year.” 

“Our principal method of increasing the efficiency 
of our employees is to take them into the firm as mem- 
bers as soon as they have demonstrated their right to 
such confidence as must necessarily be placed in them. 
This has never failed to get results.” 

“Now employing engineers of N. Y. to suggest effi- 
ciency methods.” 

“Think we should use great care not to reduce 
wages and salaries as fast as commodities decline. 
We-did not raise them as fast as prices advanced.” 


Other Schemes in Practice 


“We know have back all our former help, experi- 
enced and reliable and increased their pay 10 per cent 
over 1920 salary. This affects five men only. The 
above increase conditioned on a more vigilant and 
careful interest in everything we do—for economy, 
efficiency and profit.” 

“By weekly letters in pay envelope encouraging 
them to feel they must do more.” 

“We have recently supplied our sales force with a 
Sales Building Bulletin Service and the entire per- 
sonnel with group life insurance.” 

“Endeavor to have employees feel that they are 
working with us rather than for us.” 

“Some employees taking night course in accounting 
and salesmanship.” 

“Have introduced new bookkeeping system that in- 
creases efficiency without increasing cost.” 

“By giving each dealer and salesman a mark to 
shoot at and rewarding the successful.” 


Publicity and When to Advertise 


“With business hard to get we believe this is the 
time to advertise.” 

“We have rather added to advertising as this has 
always been our custom—advertise heavily when busi- 
ness is hard and ‘go easy’ when it is coming anyway.” 

“Are trying to make what advertising we do more 
effective. Have simplified the new catalog we are get- 
ting out by eliminating all goods for which there is 
not an active demand.” 

“We are striving for greater effectiveness in pub- 
licity by more careful selection of items advertised, 
requiring more careful merchandising preparation.” 

“There has been a material reduction in ‘Dealers 
Helps’ which are furnished to our customers in pro- 
portion to amount of orders placed.” 

“Analysis of results obtained to make every inch of 
space productive.” 

“Am using liberal space in my competitors’ maga- 
zines and circularizing fifty per cent more than last 
year. When the other fellow quits I like to begin.” 

“Letters have been directed to the various publica- 
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tions stating that all prices are in process of liquida. 
tion from fuel to finished product, and that conse. 
quently some reduction will be expected in the near fy. 
ture for advertising space.” 


Moving the Goods by Advertising 


“About the middle of January, after taking inyep. 
tory and having heard from enough of the manufae. 
turers to know about where they stood as an ayer. 
age, we decided that it was up to us to move as much 
of our stock as possible, at a profit if possible, but 
figuring on a basis of replacement cost. With the pub 
lie little inclined to buy, lower prices plus an extra 
effort would be necessary, and we believe this will hold 
good for some time to come and that the days of ‘long 
profits’ are past. Accordingly we put on an extra man 
to work almost altogether on direct advertising, a field 
hitherto almost totally neglected. This man uses let- 
ters, personal calls and the telephone. Our newspaper 
advertising in February was also increased. The to- 
tal sales for February show an increase (in dollars and 
cents) of a little over 5 per cent over 1920; the in- 
crease in expense is about the same. The gross profit, 
of course, shows a decrease of 16 per cent, in fact, 
we just barely covered cost of operating in February, 
but we are moving the high priced goods and that was 
our real object. In view of price lists that are now be- 
ginning to reach us, we believe we have done wisely.” 

“Owing to the recent high costs of newspaper and 
magazine space per thousand of circulation, we have 
found it not very profitable and are spending our 
— more and more on the distribution of sam- 
ples.” 


No Reduction in Advertising Appropriation 


“We have taken no steps to reduce our advertising 
space, as it is our feeling that it is false economy to 
cut down advertising at a time when business is in 
need of a stimulant to keep it alive.” 

“Endeavored to cut down our commissions and 
agents by generous advertising by circularizing, there- 
by developing the direct mail order business.” 

“We are economizing in space and size of issues but 
not pruning as to number of or kind of channels. Our 
newspaper advertisement rates have very materially 
increased, however.” 

“There is no reduction in ‘cheaper mediums’ be- 
cause, aS we understand it, such are not used. Our 
plans call for a 9 per cent increase in mail order cir- 
cularization. Interior displays and decorations have 
been cut down to a minimum. The outstanding fea- 
ture of our reduction of publicity costs is that of cut- 
ting down space used in newspapers, which we be- 
lieve ought to be carried out to a larger degree by 
stores all over the U. S.” 

“We are dropping a few newspapers whose rates 
have been raised to a level that makes the further use 
of such papers impossible in our case.” 

“Have practically discontinued envelope stuffers and 
pamphlets.” 

“We are discontinuing a house organ and all news 
paper advertising and are increasing our efforts in 
circularizing the trade.” 

“Are making special efforts in special direct adver- 
tising, by personal sales letters, and enclosures.” 

“We did not circularize before, but now issue 4 
monthly house organ with good results.” 

“Reduction by purchasing duplicating machine with 
which all advertising is done.” 
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Advertising as an Investment 

“We regard our advertising rather as an invest- 
ment and as business insurance than as expense. Our 
effort, therefore, has been to maintain an adequate all- 
ground campaign at a minimum total cost.” 

“Use more mediums but small space with equal re- 
sults. Space does not count; pounding away all the 
time is what tells.” a 

“we do not feel that we should decrease publicity ; 
if any change, it should be increased.” P 

“Concentrating more than ever on the consumer, by 
circular letters, house-to-house work and dealer dem- 

tion.” 
we have found circularizing to be the most effec- 
tive means of advertising and: have increased rather 
than decreased our appropriation for this work.” ' 

“Have increased our advertising expenditures to in- 
crease our business.” 

“We have increased our direct circularizing.” 

“No reduction in amount expended, but dropping 
out of territory in poorer section and increasing ef- 
forts where results may be expected.” 

“It is our idea that cutting the advertising would 
only increase the cost of selling merchandise and we 
believe we are right.” 

“We have concentrated on advertising and elimi- 
nated general publicity.” 

“Cut down size of our general catalog about 18 per 
cent.” 

“We are decreasing the amount spent in magazines 
of national circulation and increasing appropriation 
for direct advertising, using actual typewritten let- 
ters.” 

“Increased publicity by hangers, posters and calling 
attention to the decline in prices from the peak with 
quality equal or superior to that at the higher price.” 


No More “Charity Publicity” 

“Have stopped entirely the advertising in so-called 
‘charity publications.’ ” 

“We have reduced the newspaper space, letters, etc., 
and in the place of this we have given more attention 
to extra values in our windows, and in our localities it 
shows good results, because we feel that price is the 
thing that is most interesting to the trade instead of 
reading matter.” 

“We are not trying to curtail our publicity but are 
increasing it, as we need it much more now than we 
have for the past three or four years.” 

“We have recently started a weekly circular letter 
to our out-of-town trade which will substantially offset 
the service of one of our traveling salesmen, who left 
us February 1st.” 


Healthy Flow of Distribution 


“We kept our appropriation down to bed rock dur- 
ing the days when there was practically no sales re- 
sistance, conserving our funds for a time when they 
would stand us in good stead. We feel we now owe it 
to our distributors and dealers and to ourselves to help 
keep things moving as satisfactorily as possible by se- 
curing the healthy flow of distribution, produced 
a consistent, well directed and forceful pub- 
ci ” 

“Elimination of advertising automobile.” 

_ “We are running the biggest advertising campaign 
Nour history in order to cooperate with our connec- 
ions in bringing back normal business conditions.” 

“Changing from magazines to newspapers.” 

‘We feel there is greater sales resistance, particu- 
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larly on our products, at this time than before, and in 
consequence we are taking aggressive action in the 
matter of space and direct-by-mail efforts.” 

“Using cheaper paper stock for circulars wherever 
possible.” 

“We reduced our advertising appropriation by 50 
per cent but the signer is not sure that it was a wise 
move.” 

“Have increased our advertising 300 or 400 per cent. 
General publicity and circularizing have been in- 
creased.” 

“Less white space in advertising.” 

“We have begun the use of an industrial film and 
will make this one of our major publicity agents.” 


Taking the Slush Out of Service 


“By combining day and night delivery so as to do 
most of delivery work bebore 10 a. m. to avoid con- 
gested traffic—thus reducing delays, accidents, etc.” 

“Discontinuing helpers on motor trucks.” 

“Four per cent reduction by using one truck instead 
of two on the road, 3 per cent by putting one man 
where two traveled.’ 

“We have reduced deliveries expense by loading 
trucks to full capacity and not sending them out except 
with full loads.” 

“We have not attempted to reduce our service in de- 
liveries as we believe that service today more than 
ever before is going to be one of the strong factors 
in business reconstruction.” 

“In.the matter of deliveries, however, we do not 
urge the use of this service by the customer, but 
rather adopt a neutral attitude, delivering with pleas- 
ure any merchandise which the customer wishes. Our 
sales people merely hand the package to the customer 
with the statement, “Thank you.” They do not as was 
once the practice when handling the package, say, “Do 
you wish this delivered?’ ” 

“We have just recently completed a survey of the de- 
livery system.” 

“Since the war have had one delivery per day, when 
before we had two. This saves in many men and 
trucks.” 

“It costs us today 20c each to deliver packages, 
while before the war it cost us 514¢ each.” 

“We are enlarging our area of delivery with motor 
truck service.” 


A Time Schedule For Deliveries 


“We have reduced our truck expense 25 per cent and 
cut down the expense of our transportation costs by 
making deliveries at certain times only, whereas last 
year we were forced by circumstances to deliver with- 
out any regard to route or time.” 

“Consider our service department adjunct of sales 
and are increasing it. We are looking after our trucks 
to greater degree than ever before.” 

“We are endeavoring to maintain our service at 
higher than its usual standard. We are anxious to se- 
cure orders and these orders in our business result 
more directly from good service than any other single 
reason.” 

“Increasing list prices in delivered territory over 
non-delivery territory.” 

“Have put on our own trucks, instead of employing 
trucks or drayage companies, eliminating their profit.” 

“We have made no reduction in service. I cannot 
see that our public is any less entitled to good service 
during a period of slack business than during a period 
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of good business. As a matter of fact the present op- 
portunity should afford right thinking concerns an 
opportunity to re-establish the service that suffered so 
much through the inefficiency and lack of interest of 
employees during the war.” 


Credits Plus Cash Encouragement 


“We are more lenient on credits based on moral 
standards than on financial.” 

“More liberal on small credits and small accounts 
than ever. To increase our sales and build up GOOD 
WILL.” 

“Close attention and sharper action taken with 
credit business. Cash business being promoted by 
quoting liberal discounts and boosting ‘cash and 
carry’ method through circulars and salesmen.” 

“Use trade acceptances.” 

“We have not changed our limits or time of credits, 
but don’t call on those customers who have been slow, 
working on those who are prompt.” 

“We have within one year reduced our regular credit 
terms from net sixty days to net thirty days. This 
has resulted very satisfactorily. It means just about 
a 50 per cent saving in our average current accounts 
outstanding.” 

“We are wherever possible selling on thirty days 
Federal trade acceptances.” 

“By selling for cash only it is possible to save on 
bookkeeping, collections and worthless accounts.” 

“We are charging interest on all accounts which run 
longer than the fifteenth of the month following date 
of purchase. This has reduced the monthly balances 
on our accounts approximately 25 per cent.” 

“No change in terms of payment of domestic ac- 
counts, but making more liberal terms of payment on 
export business to meet competition.” 

“All sales made that settlement is to be made imme- 
diately by trade acceptance or cash.” 

“We are watching our collections carefully, but have 
put in no program of restricted credits. As a matter 
of fact, we have extended help to a good many of our 
customers who need it worse than we need the money.” 

“No credit to those who steal time or who refuse 
proper statements or refuse to give notes or accept- 
ances.” 

“Over two years ago we shortened our credit terms 
from sixty to thirty days and are very glad we did so.” 


Other Store Costs 


“Another place, of course, where reduction can be 
created is greater turnover, to employ less capital tied 
up in merchandise, thereby saving from several angles 
expense in the way of interest, insurance and taxes.” 

“Have carefully curtailed traveling expenses of men 
on the road by letting them work territories more 
closely, thereby avoiding expenses of long trips. Are 
carefully avoiding expense of long-distance telephone 
and telegraphing by employing mail in all cases where 
possible.” 

“We are now doing all of our housekeeping -work in 
the daytime and are accomplishing this with a smaller 
force of men to the extent of 80 per cent saving in the 
number of cleaners and porters employed than when 
we were operating both day and night.” 

“We are watching every detail of our business and 
especially those departments showing loss in volume 
of sales, also departments not making profit; and 

purchasing minimum supplies, etc.” 
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“Cutting down all improvements until we can pay 
for them with PROFITS.” 

“Reduction of stocks, thus saving interest, taxes ang 
insurance charges.” 

“More care is exercised now than for the past three 
or four years in every item, such as saving packing 
cases, paper, twines, etc.” 

“Close analysis of expenditures, and percentage 
should not be allowed to exceed the same percentages 
of sales in past years.” 

“Every one of them. We watch them like a ‘hawk 
watches for a chicken.’ ” 

“We worked out a budget for expenses for each de. 
partment and then took each item in detail, notified 
the manager of that department that he must come 
within his budget.” 

“Can maintain present salaries at least during the 
year of 1921.” 

“The matter of figuring out ahead what funds we 
= have available and planning our expenses accord- 
ingly.” 2 

“Interest charges lessened by reducing stock of 
merchandise and reducing investment accordingly, 
Also less insurance and taxes.” 

“We are making forecast lists of monthly expense 
items, such as salaries, general, incidentals.” 

“We are closing up various branch offices that were 
not operating at a profit.” 

“We are increasing our business by taking smaller 
profits and thereby receiving greatly increased vol- 
ume.” 


Twice Thinking Before Expenditures 


“We have adopted the method of thinking TWICE 
before making an expenditure, and have figured out 
what each store can spend each month and no more.” 

“Improved systems of handling merchandise and 
office routine and a more economical distribution of 
space play into our plan of reducing. Cannot esti- 
mate percentage.” 

“Cutting out entertainment, traveling and other in- 
cidental expenses, scrutinizing telegrams, long-distance 
messages, postages and creating short-cut methods 
where possible.” 

“Cut in employe magazine from fortnightly to 
monthly.” 

“Eliminating some of the extravagant habits con- 
tracted during the period of hysteria.” 

“Increasing volume of sales and decreasing stock 
have increased turnover four to eight times a year. 
Interest now a credit instead of a debit.” 

“This firm is putting in a complete cost accounting 
system and finding it a great factor in reducing costs.” 

“We have reduced the market price of our goods. 
Noting the disastrous effects caused to retailers with 
full shelves by the reducing of price on the part of 
the manufacturers, we are protecting our retailers by 
maintaining our prices at source of supply until they 
can reduce their stocks without loss.” 

“Our costs are being reduced by forced liquidation 
of merchandise based on replacement values.” 

“Have reduced amounts borrowed and cut interest 
cost considerably.” 

“We are jobbers and have made many reductions 
regardless of the replacement value, and reductions 
in price have been for the purpose of reducing our 
stock, as we anticipate a further decline, and we are 
doing everything in our power to dispose of 
items on which we have an abnormal stock.” 
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Better Merchandising and More Turnovers 


“Better merchandising and more turnovers will, in 
our opinion, enable us to stand legitimate expense.’ 
“Am doing as much business as last season by run- 
ning special sales on any long item in stock.” 

“We have instituted a better stock-keeping system 
which will give us a better turnover. We hope thereby 
to reduce our warehousing cost; we also hope to re- 
duce our interest, insurance and taxes charges by a 
reduced stock of merchandise.” 

“Expenses being reduced by: Unification of files 
and mail; unified reading of mail, eliminating dupli- 
cations; elimination of individual stenographers and 
establishment of unit; use of interoffice memo, elimi- 
nating typed memo; close supervision over office sup- 
plies, stationery, laundry, electric lights, etc. ; insisting 
upon punctuality; survey made of all office equipment 
to eliminate purchases.” 


“We are promoting sales through our local organi- 


zation by buying home-made goods sufficient to keep 
our home people employed.” 

“Ten per cent is saved by eliminating errors and 
duplicate work, better service and care in handling 
stock, accounts, sales, wear and tear on equipment, 
trucks, wagons, etc.” 

“Qverhead cut by reduction of administration, such 
as items covering borrowed money, insurance, legal 
expense.” 

“Having material arrive so there will be no demur- 
rage; no overtime in unloading.” 

“We have reduced our merchandise stock and are 
saving storage 25 per cent. Also reduced our loans 
to almost NIL and have cut down our interest expenses 
80 per cent.” 

“Reduction in overhead by change in accounting 
system.” 

“Biggest immediate saving possible in reduced in- 
terest account resulting from decreased inventory.” 

“We have an item of general expense, including tele- 
grams, cables, stationery, telephone, entertainments, 
periodicals, etc., of about $350,000. This has been 
reduced to $227,000 annually and will go under $100,- 
000 this year.” 


Methods in Other Businesses 


As a conclusion, there is appended, through the cour- 
tesy of the National Wholesale Grocers’ Association, 
a description of the methods adopted by a Middle 
Western wholesale grocer. These are just as appli- 
cable to any other business, and to a retail as well as 
to a wholesale house. 


1—THIS FIRM WILL SAVE ABOUT $16,- 
500 on interest charges. Average borrowed 
capital has been reduced from $300,000 in 
1920 to $95,000 in 1921. 

How it was done is self-explanatory. “Dead 
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horses” have been moved; outstandings held 
firm; inventories cut sharply but intelli- 
gently; insurance and storage charges re- 
duced, ete. 

2—THIS FIRM, WITHOUT CUTTING 
SALARIES or wages, will save at least $10,- 
500 on its 1921 payroll as against 1920. 

It has been brought about by reduction of 
persons employed; in one warehouse a floor’ 
force of twelve men is doing the same work 
that seventeen men did a year ago. (This 
grocer believes that, not including salesmen, 
10 to 20 per cent too many people are em- 
ployed by the average grocer.) Where there 
is a resignation, death or removal the work is 
either divided among other employees or a 
new employee starts at a figure 20 per cent 
to 30 per cent under the amount the position 
paid previously. 
3.—THIS FIRM HAS REDUCED ITS AY- 
ERAGE inventory by $172,000 as compared 
with last year—slashing interest, storage and 
insurance costs, etc. 

Which means that this firm is following the 
market closely but not ultra-conservatively. 


4—THIS FIRM HAS MELTED $100,000 
into cash that was frozen in slow-moving 
stocks that required special attention. They 
got it. 

Here is found leadership at its best. The 
head of the firm has adopted the policy of 
“walking the stock rooms” personally each 
week and sometimes daily. He takes an as- 
sistant with him, and stocks that look too 
large or a little “slow” are marked for spe- 
cial attention. They are moved by intensive 
salesmanship. 


5.—THIS FIRM HAS HELD “OUTSTAND- 
INGS” at around 1920 figures with just a 
slight increase. 

In this method, account is taken of present 
conditions and the figures of 1920 were fa- 
vorable. 


6.—THIS FIRM IS BRINGING INTO ITS 
STOCKS a number of items that have been 
eliminated in the past eight or ten years. 
By going over its old stock records the firm 
added profitable items that were dropped dur- 
ing the past eight or ten years. 
7.—THIS FIRM HAS DETERMINED TO 
PARE THE entire payroll, probably except- 
ing salesmen, from 20 per cent to 30 per 
cent, in the event that the methods outlined 
above do not bring the desired results. 
Here is the last step in the policy of this 
firm. The hope, if not the opinion, at present 
is that it will not be necessary. 





ARBITRATION ARRANGEMENTS COMPLETE 


Controversies Should Be Reported to Secretary of 
Council in New York City 


Adjustment of controversy between retail mer- 
chants, wholesalers and manufacturers adopted by 
the National Shoe Retailers’, Wholesalers’ and Manu- 
facturers’ associations is now in working condition. 

A. M. Scattergood, president of the National Shoe 
Wholesalers’ Association, has been selected as 


chairman of the Council of Arbitration for the year. 


The secretary of the council will be Louis M. 
Taylor, 127 Duane street, New York City. 


All controversies which the members are unable 
to adjust after having made and exhausted every 
reasonable effort to reach a satisfactory settlement, 
may be referred for arbitration. Also all controver- 
sies in which both parties agree to arbitration but 
are unable to agree upon arbitrators. 
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What Merchants Use for Sales Copy 


Ideas Clipped from a National Survey of the 
Best Ads of the Week 


Their super quality is expressed in the simple de- class.—Folrath & Folrath, De 
= ze 


sign and excellent leathers. One-strap style developed 


catur, Ill. 
* 


in a rich grey shade; dainty arch and slender French A stunning new model that embodies great beauty 
heel. They’re beautiful low shoes, temptingly priced. in simplicity. The style is for versatile use! Note 
—Roos Bros., Oakland, Cal. the new inlay effect. A beautiful value at this price. 
* * * —Queen Quality Boot Shop, Detroit, Mich. 
* * * 


They Are Beautiful! Our spring styles are wonder- 


ful, we never had such beautiful styles in the history No Wonder We’re Busy—With Such Smart Styles 


of our store—in all leathers, heels, shapes and colors. Arriving Daily. Novelty 


Footwear at Hirsh’s— 


We have all sizes and widths. Your inspection is in- Special, $7.90. All the newest novelties—many exclu- 


vited.— Boston Shoe Store, Millville, N. J. 
* * * 


sive with us.—Hirsh’s Shoe Stores, Washington, D. C. 
* * * 


Have You Noticed the New Stream Lines? They We Have the Shoes Nearly Everybody’s Looking 
are here—stunning and very much so. Walk-Over has For. That tells the story of this shoe section—“We 
made clever use of the idea. You do not notice the have the shoes nearly everybody is looking for.”—W. 


difference on your feet, but the shoes have a more A. McNaughton Co., Muncie, Ind. 


up-to-date appearance. 





—Walter Broader, 





San José, Cal. 


ea A Chariot of the Sun 


“Reg- 
gie.” Of course, it 
makes its first appear- _On the wall, over the desk of a very busy man in a Western 
ance at HAHN’S be- city is a picture of a roadway. On either side of the roadway 
‘t is distinctly are trees that form an open forest, and in the background is 
prong it = istinctly seen the sun rising over the summit of a hill. The glow of the 
different. A new morning sun gives a peculiar reddish hue to the whole land- 
pump with diamond- <— that only he who has beheld such a scene can under- 
shape tip and instep stand. 
strap fastened with Although the scenic beauty of the drawing is inspiring and 
small buckle. High- beautiful, the most compelling part of the whole picture is a 
de Brooklyn-made signboard by the side of the road that the traveler cannot fail 
at $12 50. Selling os to see. The inscription on the signboard reads. 
a .oVU. 
Shorter Profits than Every man takes care that his neighbor does not 
ever before attempted cheat him. 
—makes possible But a day comes when he begins to care that he does 
these remarkably low not cheat his neighbor. Then all goes well. 
prices.—Hahn’s, Bal- He has changed his market cart into a chariot of the 


timore, Md. sun. 


' > Me Our store is a chariot of the sun. 


LOOK !—now you'll 


buy footwear — and PRATT’S SHOE STORE 


we are ready with an 
amazing display of 323 CENTRAL AVE. CONNERSVILLE 


the most fascinating 








styles, $6, $8, $10; 

i at- Type ads have their mission. Perhaps you remem- 
every pair the = ° ber the copy, for it was originally a Recorder 
est values in their editorial 


* + * 


The OneStrap 
Pump. Hudson shoes 
are so carefully fash- 
ioned, the styles are 
so new and so good 
looking, each detail is 
so carefully super- 
vised that it is Hud- 
son’s, Detroit, Mich. 

* x * 

Every Man Wants 
His New Oxfords and 
Wants Them Now. 
And here they are, the 
best looking bunch of 
“Live Ones” in town. 
Prices to hit every 
one of you right. 
All based on the low- 
est levels the whole- 
sale market reached 
in its recent slump. 
Passed on to you at 
the lowest PER PAIR 
PROFIT in the his 
tory of this store!— 
Miller’s Shoe Stores, 
Greensburg, Pa. 

a ” * 


“Tnsist on Quality” 
__It Is More Satisfat- 
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The beauty and grace 6f the 
temine teyt are enhanced tenfold 
When c.ad 10 this dainty yeb Serve 
iceable sanda). 


crank. 


The Burns Universal Sandal is 
made of very soft kid, hand-turned 
soles, low heels, foot-form sole, Fit 
any foot. All sizes. | 


For Street or Home Wear: 








white eee $8.00 and $6.00 
Black Kid Bi arora 00 $5.00 and $6.00 
‘Brown yee $65.00 and $6.00 
[arenze or Patent. . $7.00 functions. 


he is doing. 


BURNS 





Los Angeles, Calif. | 


“Oh, Toiling Feet of Mortals, 
How Little Ye Realize Your 


Se :a Own Blessedness!” 
SS _ ae 
= eT 75S Stevenson understood the value of normal feet 
gis QS when properly functioning. All human activities 


ih ~ center around our poor, unthought-of feet. 


This store makes no apologies for being a foot 
We have made a lifetime study of the 
feet, and we know how to fit shoes properly. 


How Many Bones in the Human Foot? 


Ask that question of your shoe salesman the 
next time he tries to fit you. 
names of these bones and their individual 
See how much he knows about what 


| | 
| 
| Short Vamp Shoes 1508 
estes || i THE BOOTERIE 


Then ask him the 






































When a retail merchant in Los Angeles 
advertises in a@ Boston paper how 
about “Coals to Newcastle” 


tory in the End. Swope Oxfords for Men, $10.50. The 
first cost of Shoes is only important in relation to 
what you get.—Swope Shoe Co., St. Louis, Mo. 

%* * * 


“Princeton” Known Quality in Spring Oxfords. For 
years the name “Princeton” on shoes has been known 
for style, comfort and long service. The model shown 
here is only one of the many to select from. Made on 
newest English last, long vamp and narrow toe. 
Chestnut brown, Russia calf, Goodyear rubber heels, 
midget invisible eyelet. Our guarantee is “Satis- 
faction or your money back.” Good shoes are economy. 
—Crutcher & Starks, Louisville, Ky. 

% * * 

Plenty of Styles for Plenty of Feet. Footwear for 
Men and Women. A Pair of Pretty Pumps Improves 
Your Whole Attire. And pretty they will be if they 
are chosen here. Our experience and observance has 
given us an intimate knowledge of what the best 
dressed women desire. That we have catered to your 
preference can only be seen by paying our Shoe Sec- 
tion a visit—not necessarily to buy just to see how 
splendidly prepared we are to serve you when you are 
ready—Joseph Shoe Shops, Astoria, Long Island. 

* * * 


The Shoe of Your Dreams. Wear the latest modes 
of the moment and at the exact moment that they 
appear in the Fashion Centers—“The Shoe That Is 
Tailored."—The Hold Shape Boot Shop, Waco, Tex. 

* * 


* 
These Special Values Show—We Appreciate Wednes- 


A really remarkable ad by H. H. Povrell of Columbia, 8. C. 


Soft toes and plain toes 
selling strongly in Boston 


day’s Import SHOE AND LEATHER DAY. Naturally 
we will put forth special effort to insure its success— 
Charming Modes in Pumps and Fashionable New 
Oxfords.—Phelps’, Roanoke, Va. 

* * * 


There’s An Air of Trimness About Every Hess 
Oxford. It’s in the trig, swagger lines that an oxford 
should have; in the softness of the real leather of 
which every Hess oxford is made; in the smart styling 
and the superb quality which is indicative of all Hess 
Shoes.—Hess’, Baltimore, Md. 

* * * 

We’re Showing Captivating New Styles In Brown 
Satin Slippers. Absolutely the smartest made, they 
fit simply perfect, and above all, their price ranges 
frob $8.50 to $12.75.—Gilmer-Moore Co., Charlotte, 


me. C. % * * 


These Are Great Days for the Boys and Girls— 
Watch Them Play. Healthy, happy, bright-eyed chil- 
dren.can only enjoy their play when their feet are 
strong and sturdy and shod in properly fitted and com- 
fortable shoes)s BUSTER BROWN SHOES meet the 
requirements.—Buster Brown Shoe Store, New Bruns- 
wick, N. J. * * * 


Thousands More Footsteps per Dollar can be had by 
providing your children with Best & Co. Shoes made 
of solid leather. Though many substitutes are offered 
elsewhere, none are “just as good.” The satisfaction 
of their quality is increased by their uniformly low 
price.—Best & Co., New York City, N. Y. 








54 BOOT AND SHOE RECORDER 


Fair Price Lists Are Contemplated 


Considerable Pressure Brought to Bear Upon Department of Commerce to 
Publish Prices at Retail 


Special for Recorder, Washington Bureau, 
816 15th St., N. W., Washington, D. C. 


Washington, May 2.—Publication of fair price lists 
is contemplated by the Department of Commerce as 
a part of the Government’s plan to force retailers to 
lower prices. Secretary Hoover announced that a 
special study of retail prices and their relation to 
manufacturing costs has been undertaken with a view 
to making findings public. He has expressed personal 
opinion that retail prices are out of proportion, but 
has been unwilling to take the initiative in price reduc- 
tion until the facts could be obtained from a thorough 
inquiry. Mr. Hoover insists that manufacturers’ and 
wholesalers’ prices have fallen all along the line but 
that it is not reflected in quotations of dealers. 

It is believed that the Secretary will confer with 
representatives of retailers’ organizations soon, and 
before actual price lists are given out, in order to 
learn the dealers’ problems. 

A study of wholesale prices for March by the Fed- 
eral Reserve Board shows a decline of three per cent 
as used in international price comparisons. The index 
number of wholesale prices of consumers’ goods fell 
one point while raw materials dropped six points and 
producers goods fell five points. Secretary Hoover 
understands that there are many cases reported where 
consumers were forced to pay pre-war profits. 


Comptroller Whacks Prices 


The new Comptroller of the Currency, D. R. Cris- 
singer, has joined with other administrative officials 
in taking a whack at the retailers’ prices. In an ad- 
dress before the District of Columbia Bankers’ Asso- 
ciation this week he declared the combinations or gen- 
tlemen’s agreements existed in trade to the extent that 
prices are at a point “where there is no relation be- 
tween cost of raw materials and cost of production; 
no relation between cost of production and cost to the 
consumer; in short, where there is no relation between 
value and selling price.” 


Mr. Crissinger is a personal friend of the President, 
a Democrat, and former president of a Marion, Ohio 
bank in which Mr. Harding has been interested for 
several years. 

According to the Comptroller of the Currency, cop. 
sumers are awaiting price reduction because they re 
alize that: “Manufacturers, jobbers, wholesalers, re. 
tailers, laborers, are all in some sort of combination 
to frustrate this fundamental law of economics. Each 
is out to ‘get his’ first.” 


Apparent Reduction of Prices 


Speaking specificially about department stores, the 
Comptroller said: “The department stores and retail- 
ers generally are apparently reducing prices. They 
take off something, and in a degree are making the 
public believe they are taking their share of the loss, 
But are they? Are they selling at replacement prices 
plus a reasonable profit? An illustration will point 
the question: 

“Before last October’s slump a retailer, not in Wash- 
ington, bought flannels at 42 cents per yard, and sold 
at 60, which we will agree gave a fair and reasonable 
margin for expense and profit. But later in October 
he bought the same flannels at 20 cents the yard. 
What did he do? He put on a sale, offering these 
flannels at 50 cents the yard. I had the wholesaler’s 
word for this. That is, on the first transaction he 
had a margin of 43 per cent; but, on the later one, 
made with the pretense that he was giving customers 
the benefit of a great slashing of prices, he had the 
unconscionable profit of 150 per cent.” He believes 
that it is essential for all business men to make cer- 
tain allowances for readjustment. The Comptroller is 
convinced that new business ethics will follow the re 
construction era. 











“Airy and Light as Spring’s Own Blossoms.” This 
new STRAP DESIGN is so smart and distinctive that 
refinement is noticed at the very first glance. Krupp 
& Tuffly, Houston, Tex. 

* * * 

Perfection in Dress. There are certain little details 
about a shoe fitting that make for perfection in foot 
attire. It is the difference between getting that really 
good fit and style effect every woman admires, and only 
half getting it. Effective Ankle Display! Trim 
beauty with a new treatment of lines. A style that 
has met with favor among women who prefer simple 
lines with some smartness of decoration. Snug-fitting 
and delightful for street wear. Walk-Over Shoe Store, 
Salt Lake City, Utah. 


* * * 


Extra! Extra Good News! Extraordinary Pur- 
chase and Sale of 1500 Pairs. Children’s Sample Low 


Shoes 700 Pairs—Regular prices of which would be 
$3.50 to $6.00. Walker’s, Salt Lake City, Utah. 


* * * 


Lazarus “Victor” Oxfords Are $8. (Those “Heart- 
of-the-Hide” Shoes.) Men know them by name—come 
back for them season after season. It’s good to be able 
to get the price down to $8 again; “Heart of the Hide” 
stamped on the sole—means soles that wear and weal, 
for they are just what the name implies. Lazarus, 
Columbus, Ohio. 

* * * 

Central New York’s Greatest Shoe Store—Quality 
First—Service Always. THE NEW DIMPLE SHOE 
—A Stetson $10.50. Men! This is the newest thing 
in a combination street (can be used for golf) oxford 
A genuine Brook Grain material, with patented Stetson 
suction sole and heel. Park-Brannock Co., Syracusé 
| a ‘ 
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The Market Situation - Prices and 
Style Information - Trade Notes 
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Children’s Summer Footwear 


New Styles Present New Sales Possibilities 
and Enable Merchants to Get More 
Frequent Turnover 


One source of profitable sales which 
a large number of retail shoe mer- 
chants overlook is the summer market 
for children’s rubber soled canvas 
footwear. 

After wearing heavy leather shoes 
all winter, most children look forward 
with delight to getting into a pair of 
light weight, flexible, and cool shoes 
of the canvas variety. ; 

For many years there was but one 
style of shoe which the shoe mer- 
chant could put forward in order to 
capitalize on this natural inclination 
of children for light, comfortable 
footwear. This was the well known 
“sneaker.” 

But just as new and better styles of 
canvas footwear for grown-ups have 
been developed, so the children’s mar- 
ket has been studied, until to-day there 
are many styles for the merchant to 
offer. The range permits a selection 
of styles to meet all demands, from 
the much improved and more durable 
“sneaker” type for occasional wear, 
to the rugged shoes made with uppers 
of mail bag duck and pressure-cured 
soles that withstand an entire sum- 
mer’s wear. 


That “Smart” Influence 


Nor has the powerful influence of 
smart styles in promoting sales been 
overlooked. This is especially true in 
the models for misses and children, 
and the designers have worked out 
very cleverly styles that make an in- 
stant hit with the children while at 
the Same time the shoes have those 
qualities of durability that impress 
mothers so favorably. 

In this broadening of styles lies an 
opportunity for shoe merchants to in- 
‘rease turnover and profit by selling 
several pairs of shoes to each of their 
young customers. 


One of the large rubber companies 
has gone very extensively into the 
making of canvas footwear for chil- 
dren and their line is a revelation to 
most of us who can look, not too far 
back, to the time when the lowly 
“sneaker” was the only type of can- 
vas footwear which could be had. 


For Hard Wear 


To meet a demand for a shoe which 
would withstand the hardest treat- 
ment a child can give a shoe—and 








Heavy brown mail-bag duck 


upper. Full duck lining. Gray 

tire-tread composition sole. Pat- 

ented pnetmatic heel. Fiber in- 

sole and counter. Leather sock 
lining 











that means the maximum in hard 
wear—there has been developed a bal 
model which is unusually durable. 
These shoes have been described as 
“easy to wear, but hard to wear out.” 
It is a natural inclination to think 
of the Wurkshu (the bal mentioned) 
as applied to men and older boys. 
The growing demand for women’s, 
misses’, youths’ and children’s sizes 
indicates a lively market in every pos- 
sible field. For garden and farm use, 
as well as for tramping, women are 
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quick to see the value of the Wurkshu 
for themselves. In every section 
where this footwear has been intro- 
duced for little folks a surprising in- 
crease in demand has been shown in 
a very short time. 

The upper is of heavy brown mail 
bag duck, with full duck lining. The 
sole is made of tire tread composi- 
tion, steam pressfire cured, to give 
wear without weight. The fiber insole 
and counter make these shoes easy 
and comfortable on the feet. And 
they are surprisingly light and flex- 
ible. On the boys’ and youths’ sizes 
a pneumatic heel is used; on the 
misses’ and child’s a spring heel. 

The Cross-Strap Sandal 

Another very popular and large 
selling style is the cross-strap sandal. 
The upper is of brown duck, and the 
brown straps have a white binding 
which gives the shoe a very attrac- 
tive appearance. The sock lining is 
white. The sole lining is extra thick, 
smooth, and of the flange type. A 
spring heel is used. The sole and 
upper are joined by the pressure- 
process into one inseparable piece. 
Peeling where the upper joins the 
sole, long the bane of rubber soled 
canvas footwear, has been entirely 
eliminated by this process. 

Still another number is the bare- 
foot sandal, which can be had in two 
colors, a white duck upper with gray 
corrugated sole, or a brown duck 
ifpper with red corrugated sole. Sock 
linings are white. 

Other smart styles include various 
one-strap pumps, bals, plain pumps 
and scout patterns in an ample va- 
riety of lasts. 

The merchant who considers the 
sales possibilities of canvas footwear 
as limited to “play” shoes is over- 
looking an opportunity. Many of 
these styles are extremely dressy and 
can be sold on a style basis. 


Graduation Shoe Sales 
One retail shoe merchant has built 
up a large business by featuring the 
dressy white models for use in con- 
nection with graduation dresses. This 
dealer always makes it a point, after 
(Continued on page 85) 
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FROM ROAD TO HEAD OF HOUSE 


Herman Cushman, Vice-President and 
General Manager of A. S. Kreider 


Herman Cushman is vice-president 
and general manager of The A. S. 
Kreider Co. The history of his shoe 
career from road salesman to the head 
of the house may well serve as an 
inspiration to others. Briefly, his story 
is as follows: 

He was born in Buckfield, Me., 
June 1, 1863. In 1881 he went West 
and accepted a position with the 
Hannah-Lay Co., Traverse City, Mich., 
as a clerk in their dry goods depart- 
ment. He remained there a year and 
a half and was then transferred to 
their shoe department, leaving there 





HERMAN CUSHMAN 


Vice-President and General Manager, 
A. 8. Kreider Co. 


in 1885 to accept a position in Chi- 
cago with the C. M. Henderson Co., 
Tepresenting them for ten years on the 
road in southeastern Iowa. His home 
at that time was in Oskaloosa, Iowa. 
He married Miss Bertha Howell, of 
Quiney, Mich., on March 16, 1887. 


BOOT AND 


In September, 1894, he resigned his 
road position with the C. M. Hender- 
son Co. and removed to Cedar Rapids, 
Iowa,- where he established a small 
jobbing house under the name of H. 
Cushman, and at the same time trav- 
eled on the road for ten years selling 
the products of the Kreider factories. 
In 1906 A. S. Kreider of the A. S. 
Kreider Co. bought a half interest and 
the Kreider-Cushman partnership was 
formed. They remained in Cedar 
Rapids until 1911, then removing to 
Chicago, to the present location, No. 
312-18 West Monroe Street. In 1915 
the Kreider-Cushman Co. was merged 
with the Kreider factories and was 
thereafter known as The A. S. Kreider 
Co. 


Sam B. Wolf Men on Road 


E. S. SinClaire of Venice, Cal., will 
represent the Sam B. Wolf Shoe Co., 
Cincinnati, on the Pacific Coast. Mr. 
SinClaire is now in his territory. F. 
R. Lunberg is covering the North- 
western territory for the Sam B. Wolf 
Shoe Co. this season. Mr. Lunberg 
just recently joined the Wolf sales 
force. 
force of the same company is Jay 
Salinger, who covers Kansas, Ne- 
braska, Colorado, and southern Iowa. 


Davis with Duttenhofer-Stevens 


F. C. Davis, an active assistant to 
Mr. Towle, secretary of the conven- 
tion committe at Milwaukee last 
January, recently joined the sales 
force of the Duttenhofer-Stevens Co., 
Cincinnati. Mr. Davis will cover the 
states of Wisconsin and Minnesota. 





Brockton Visits Harrisburg 


Ex-Alderman John J. Whalen of 
Brockton, carrying the footwear sam- 
ples of the company bearing his name, 
and the Barney, Capen & Denham Co. 
lines, dropped into the Penn-Harris 
hostelry in Harrisburg, Pa., recently 
to register, glanced at the page of the 
open record at the clerk’s desk and 
noted the following: Arthur Doherty, 
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Another new man on the sales: 





of Doherty Bros. of Avon; John Mona- 
han, of the Progress Shoe Co. of Mon- 
tello; William (Hoff, Jr.) Brennan, of 
Richards & Brennan, Inc., of Ran- 
dolph; John E. Trainor, of the Com- 
monwealth S. & L. Co., of Whitman. 
Just an indication of how the sales- 
men from the Brockton section are 
combing the Keystone State for busi- 
ness to keep the folks in the factories 
busy. 


Correct Footwear Advocate 


William S. Kulp, 717 Mechanics 
Building, Trenton, N. J., is an advo- 
cate of correct footwear for women, 
and through his persistent efforts has 
built a big demand for the H. & M. 
“ArcHelp” shoe. Mr. Kulp also ob- 





WILLIAM S. KULP 
With Helming, McKenzie 


tained indorsement from the Y. W. 
C. A. and other associations of the 
“ArcHelp” shoe. Mr. Kulp devotes 
his off seasons to designing shoes over 
these lasts. His territory includes 
New Jersey and southern Pennsyl-* 
vania. 
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New Bates Brogue 
pattern with fibre 
mid-sole 
and stitched heel 
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HIS handsome, sturdy Brogue unlocks another interesting drawer in 
the Bates cabinet of exclusive ideas for men’s 1921 footwear. 
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He-Man Oxfords—featured in three fine plump domestic leathers— 
Scotch Grain, Norwegian and Cordovan—stitched heels and mid-soles. 


w= 


The sales plan: Dealers ordering now receive these oxfords in June, 
and sell them readily well into the summer. Because of their character 
and make-up any carry-overs have high salability throughout the Fall. 
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a These oxfords are volume producers for our dealers and ourselves. 
% q They of course embody the Bates principle of highest value at moderate 
2a price. 
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i: A. J. BATES COMPANY 
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WISCONSIN COMMITTEES 


Recently Appointed by President 
Arthur Schilling 


President Arthur Schilling of the 
Wisconsin Shoe Travelers’ Associa- 
tion, at a noonday luncheon of the 
members, made public the following 
committee appointments for the 1921 
association year: 

Membership—Joseph Voelkel, F. 
Mayer Boot & Shoe Co.; George P. 
Utley, former president, now vice- 
president and secretary Menzies Shoe 
Co., Fond du Lac, Wis.; Henry Kuehn, 
H. Dovenmuehel Co.; Harry Nation, 
Madison, Wis., with Lunn & Sweet, 
Auburn, Me.; Frank Nolte, Oshkosh, 
Wis., with Beals & Torrey Co. Griev- 
ance Committee—L. C. Becker, Beals 
& Torrey Co.; August Holl, Amazeen 
& Co.; Leo F. Brandenburg, North- 
western Shoe Co. Employment—Max 
H. Tenscher, V. Schoenecker Boot & 
Shoe Co.; Philip Fritsch, Northwest- 
ern Shoe Co.; Edward Murray, Beals & 
Torrey Shoe Co. Entertainment— 
Adam Meisenheimer, Harper-Kirsten 
Shoe Co.; E. J. Wallschlaeger, F. 
Mayer Boot & Shoe Co.; Will Mc- 
Mannis, Endicott-Johnson Shoe Co. 
Welfare—Gus Heil, Tucker & Hogan 
Shoe Co.; C. H. Johnson, Northwest- 
ern Shoe Co.; Charles Rouse, Rich 
Shoe Co. Publicity—C.@A. Behrens, 
Apsley Rubber Co.; Milton Miessner, 
Selz-Schwab Shoe Co.; Will Reinke, 
Peling Shoe Co. Auditing—J. Leuen- 
berger, Beals & Torrey Shoe Co.; 
Warren George, Rohn-Ryan Shoe Co.; 
Henry Lamers, V. Schoenecker Boot & 
Shoe Co. Legislation—Arthur Schill- 
ing, F. Mayer Boot & Shoe Co.; Frank 
J. Larkin, Tomahawk Shoe Co.; Max 
H. Tenscher, V. Schoenecker Boot & 


Shoe Co. Educational—H. J. Glace, 
Brown Bros.; Will Baumgaertner, 
Smith-Wallace Shoe Co.;. Oscar 


Kartzke, Keen Bros. Shoe Co. 


Homan-Hughes Men in Their 
Territories 


Salesmen of the Homan-Hughes Co., 
Cincinnati, are now in their territories. 
The roster is as follows: O. M. Kohn, 
Michigan, northern Indiana; Carl Nee- 
kamp, West Virginia, Pennsylvania; 
John P. Rampe, Ohio; Thomas Homan, 
Kansas, Missouri, northern Oklahoma; 
Sam Joseph, Tennessee, Virginia; ]). 
M. Griffith, Pacific Coast; C. W. 
Challis, Illinois, Iowa, Nebraska; O. 
0. Hagen, Minnesota, North Dakota; 
Jenks Taylor, Texas, Oklahoma; Louis 
Beck, southern Indiana, Kentucky. 


“New England to the Front” 


ae weekly bulletin of the Brown 
0., an item recently appeared 
headed, “New England to the Front.” 

e€ man referred to was R. B. Mc- 
Carthy, with Boston sales office at 183 
sex Street, who is one of the sixty 
eaders of the traveling sales force of 
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this house. This item congratulates 
Mr. McCarthy and reads as follows: 

“We congratulate Mr. McCarthy and 
feel that every man connected with 
Brown Shoe Co. should be strength- 
ened in his opinion of our prestige and 
standing with the trade all over the 
United States. 

“It has always been considered im- 
probable that a St. Louis house could 
sell its product in a satisfactory way 
in New England because of the fact 
that New England has always been 
considered the hub of the shoe manu- 
facturing industry of the United 
States. If our shoes can be sold there 
in a satisfactory volume, they cer- 
tainly should be very easy to sell in 
every other part of the country.” 


Agnes G. Davis with Sanford 


Agnes G. Davis, who formerly trav- 
eled New York and New Jersey for 
the Tweedie Boot Top Co., has pleas- 
antly severed relations with this com- 
pany to become traveling sales man- 
ager for the Sanford Mfg. Co., mak- 
ers of Sanford style spats and San- 





AGNES G. DAVIS 
Traveling Sales Manager for Sanford 
Mfg. Co. 


ford snugfits, with factory at Sanford, 
Me. 

Mrs. Davis started on her country- 
wide trip May 2. She will cover the 
big cities, selling to the wholesale as 
well as to the retail trade. She will 
at first confine her efforts to her home 
section—New England. 


Brill Preparing Samples 
Fred S. Brill, president of the Roch- 


. ester Association of Traveling Shoe 


Salesmen, who travels for Charles A. 
Eaton Co., Brockton, Mass., was in 
town recently preparing his samples. 
Fred says that the women’s new line, 
which includes novelties im women’s 


71 


boots and oxfords, is equal to any lin ; 
made by an exclusive women’s shoe 
factory and that he expects to do a 
good business all over the state. 


Rampe with Homan-Hughes 


John P. Rampe, covering Ohio for 
the Homan-Hughes Co., Cincinnati, is 
now in his territory and reports very 





JOHN P. RAMPE 
With the Homan Hughes Co, 


healthy business. He finds more con- 
fidence on the part of the retailers in 
his territory concerning the style out- 
look for fall. 


Rosen with Helming-McKenzie 


W. F. Rosen, who has been in busi- 
ness for himself in Boston for many 
years, has joined the sales force of 
the Helming & McKenzie Co., Cincin- 
nati. Mr. Rosen will cover the New 
England States with the H. & M. line. 


A Walk-Over Booster 


Letters from ex-Mayor William L. 
Gleason of Brockton, who is selling 
Walk-Overs ig Nebraska, Wyoming, 
etc., indicate that he is doing his bit 
to boost the production total of the 
Walk-Over factories. 


F. Mayer Men Hold Conference 


On Monday, April 11, a greater por- 
tion of the sales force of the F. Mayer 
Boot & Shoe Co. assembled in Mil- 
waukee for a one-day salesmen’s con- 
ference. 

It is rather startling for a large 
manufacturing firm to spend thou- 
sands of dollars to bring the sales 
force together for a single day, but 
the F. Mayer Boot & Shoe Co. feels 
that their one-day conference was a 
great success. 

The note struck throughout the’en- 
tire ten-hour session was one of opti- 
mism and enthusiasm. The Mayer 
salesmen are optimists and feel that 
although it is going to take a greater 
effort to get the usual amount of busi- 
ness, they are ready to put in that 
extra effort. ‘ 
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DISTINCTION 


The Distinction of Individuality 
and Quality characterizes the 


Lundin Shoe 


As specialty manufacturers we 
are able to work into these 
Men’s Fine Dress Welts many 
touches of individuality and 
refinement, conforming to the 
requirements of Shoe Merchants. 
This is a part of our Service. 


The LUNDIN Shoe 
is right all through 


Lund-Mauldin Co. 


Manufacturers 


Saint Louis U. 
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Where to Find Business 


Wage Envelope Is the Index of Where Shoes Are Wanted—Every Traveling Shoe Sales- 
man Should Follow Up the Tips of Prosperity Herewith Given 


New York.—Seven hundred thou- 
sand men now unemployed can be 
used this year in building 40,000 
miles of new highways embodied in 
the nation’s billion-dollar road- 
building program, J. . Draney, 
president of the Asphalt Association, 
declared in an address at the or- 
ganization’s annual meeting. 

Elizabeth, N. J.—Shops of the 
Central Railroad of New Jersey at 
Elizabeth and at Mauch Chunk and 
Ashley, Pa., which have been closed 
since the first week in March, are 
now open. 

Durham, N. C.—The Durham Ho- 
siery Mills through their New York 
representative announce that the 
company has secured an order for 
500,000 pairs of cotton hosiery from 
the United States Army, having 
been the successful bidder. The 
Durham Mills spin their own yarn. 

Detroit, Mich.—The hundred thou- 
sand mark has been passed in re- 
employment of workers. by the 
larger industrial plants here, ac- 
cording to the weekly survey of the 
Employers’ Association, issued to- 
day. The aggregate force of the 
seventy-nine concerns represented 
in the report was placed at 100,347, 
an increase over last week of 5,126. 
Only nineteen of the shops are now 
working on part time schedules. 

Thompsonville, Conn.—Officials of 
the Bigelow-Hartford Carpet Co. 
reported that the mills are working 
to-day with nearly full forces in all 
departments. It was stated that 
twenty union workers in the dye de- 
partment had quit work when the 
company refused to discharge two 
employees who had been taken into 
the dye house. The company an- 
nounced that new men had been 
put to work to replace the men who 
eft. 

Boston—New departments in the 
plants of the United States Worsted 
Company are being opened almost 
every week and it is expected that 
all will be running full tilt by the 
end of this month. In the mills at 
Lawrence the weaving departments 
are practically in full swing to-day. 
The orders for spinning at the New- 
tonville plant have created great 
activity. The promise of an early 
tariff already has had the effect of 
creating confidence in New Eng- 
land, it is stated in connection with 
the report of growing activity of 
the United States Worsted’s plants. 
Many large orders have been re- 
ceived by the company during the 
Past 90 days and the selling de- 
partment in New York reports very 
encouraging business at the mo- 


ment. The company was badly hit 
when the slump came last year, the 
mills closing in September and do- 
ing scarcely anything till the first 
of 1921. The slump caused rumors 
that the company would be reor- 
ganized, but the bankers have fur- 
nished the necessary funds to sus- 
tain the old organization and the 
current business indicates a con- 
tinuation without change. 

Middleboro.—Cutters at the Mid- 
dleboro factory of the Geo. E. 
Keith Co., who went on a seven-hour 
day this week, expect to increase 
to full eight-hour time. 

Leonard, Shaw & Dean of Mid- 
dleboro are increasing their busi- 
ness in response to a steady de- 
mand for shoes. 

Toledo, Ohio.—There are now 
4,000 men at work at the Willys- 
Overland Company’s plant, accord- 
ing to Vice-President Charles B. 
Wilson. General upbuilding of this 
force will continue, and it is ex- 
pected that 6,000 men will be on 
the payroll by May 1. Production 
is also increasing at the Willys- 
Overland plant. 

Reading, Pa—Isaac C. Eberly, 
owner of the Oakbrook Hosiery 
Co., Reading, Pa., announces that 
enough orders are booked to keep 
the mill running at capacity for 
two months, and that the outlook 
is very encouraging. Machinery 
that will produce  full-fashioned 
hosiery is being installed. Seam- 
less goods have been made exclu- 
sively heretofore. 

New York — Caleb Smith of 
Ballston Spa, New York, has leased 
a large part of the plant of the 
Seneca Falls Box Factory at 
Seneca Falls, and will shortly open 
a knitting mill for the manufacture 
of men’s heavy hosiery. 

Woonsocket, R. I.—The Alice Mill 
of the Woonsocket Rubber Co., a 
branch of the United States Rubber 
Co.’s footwear division, will reopen 
in part on May 9, after having 
been closed nearly three months. 

Baltimore.—Thirty-seven new in- 
dustries, representing a plant in- 
vestment of $2,500,000 and requir- 
ing 1.089 employees, have located 
in Baltimore through the industrial 
bureau of the Board of Trade, ac- 
cording to George C. Smith. 

New Bedford, Mass.—The New 
Bedford Spinning Co., closed for the 
last six months, will resume opera- 
tions today on a weekly schedule 
of forty-eight hours. The plant has 
25,000 spindles and employs 300 
hands, engaged chiefly in the manu- 
facture of, tire yarns. 





SHOE AND LEATHER MERGER 


Moryvantown, W. Va.—lIncorpor- 
ated with a_ capitalization of 
$4,000,000 under Ohio laws, the 
United States Sheet & Window 
Glass Co. will build extensive ad- 
ditions to its manufacturing plant 
here acquired from Walter A. 
Jones and J. L. Keener. The new 
organization has another plant at 
Shreveport, Iowa. It operates its 
works under the patents of the 
Libby-Owen interests. 

Youngstown, Ohio—Operation of 
steel mills in the Youngstown dis- 
trict will be slightly over 40 per 
cent soon, according to announce- 
ment of resumptions made at mill 
offices. This represents a gain of 
about 10 per cent over the schedule 
begun April 9, which in turn was 
8 per cent higher than that of the 
preceding week. Chief features in 
the gains announced today were the 
resumption of Bessemer plants at 
the Republic Iron & Steel Co and 
the Youngstown Sheet & Tube Co.. 
and operation by the Brier Hill 
Steel Co. of its big 132-inch plate 
mill, idle for weeks. 

Holyoke, Mass.—The Farr Alpaca 
Co. reopened its plant this week 
with its full force of 2,800 workers. 

Fall River, Mass.—The Chace 
Mills, with 114,096 spindles and 
2,610 looms, which have been closed 
for a week, reopened yesterday. 

Baltimore. — The first three 
months of the year show a total of 
32,000 spindles and 28 looms added 
to the cotton industry in. the South, 
according to the regular CGompila- 
tion of the Manufacturers’ Record. 
The total comprises 27,000 spindles 
and 28 looms added to going enter- 
prises, the other 5,000 spindles be- 
ing for one new concern. The 
capitalization of new concerns ag- 
gregates $5,460,000. 

Lawrence.—New departments in 
the plants of the United States 
Worsted Co. are being opened 
almost every week and it is ex- 
pected that all will be running full 
tilt by the end of this month. In 
the mills at Lawrence the weaving 
departments are practically in full 
swing. The orders for spinning at 
the Newtonville plant have created 
great activity. The promise of an 
early tariff already has had the 
effect of creating confidence in New 
England, it is stated, in connection 
with the report of growing activity 
of the United States Worsted’s 
plants. 

Lincoln, Me.—Work will start 
soon on the mill of the new Lincoln 
Worsted Co. at Lincoln, Me. 


gaged in business more than fifty years. 
Kistler, Lesh & Co. operates tanneries at St. Mary’s, 
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Kistler, Lesh & Co., Tanners of Boston, Merged With 
International Shoe Co. of St. Louis 


Boston—A merger of the interests of Kistler, Lesh 
& Co. of Boston and the International Shoe Co. of 
St. Louis has just been completed. 

The International Shoe Co. is one of the largest 
shoe manufacturers and Kistler, Lesh & Co. is one 
of the oldest and largest tanners of sole leather 
and belting butts in the country, having been en- 


Pa.; Mt. Jewett, Pa., and Morganton, N. C. It also 
owns and operates a large oak extract plant at Mor- 
ganton. Andrew M. Kistler and H. Frederick Lesh 
become directors of the International Shoe Co. All 
departments of Kistler, Lesh will be continued with 
their present organization. 

It is expected that the new combination will in- 
crease production and by this means lower cost of 
finished products. 
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No. 2556—W hite 
Buck, Twe Strap | 




























Buckles, Tan Calf 
Trimmed, as pictured 
Military Heel, 

year Welt Sole. A, 
B, C widths...$6.00 
No. 2557—Same as 
above, except Patent 
Leather Trimmed. A, 
B, C widths. $6.00 








No. 2559—Women’'s 
White Buck Oxford, 
Ball Strap, Military 
Heel, Goodyear Welt 
Sole. A Classy Sport 


/ / 
Model. A, B, Cc 
WiGth® ...cces $5.25 


No. 2560—Samé as 
above, except in One 
Strap Pattern. A, B, 
© Wiéths.....< $5.50 





No. 1961—High Grade 
Black Satin, White French 
Cording, Full Louis Cov- 
ered Heel, New Process 
Flexible Sole. AA, A, B, 
C Widths......... $6.85 














} / f » 
/ / = [ P No. 1965—Same_ style. 
me 3 . except in New Graceful 
{f | = Junior Heel. AA, A, B. 
Ne. 286—Wee's Gras CO WHS .cccccs $6.85 
Ooze, One Strap, Tan Calf " 33 style 
Doe, One strap. ‘Tan Cait xo. res same we SPORT STYI ES 
Military Heel Flexible as 1961, except Patent 
McKay Sole.  B, © Leather, White French 
No. 885 _ Widths ..........85.25 a ree ry 86.85 
No, SSo-——sSame Style ex- ° 
cept in White Buck Tan ’ At Once Delivery 
Oalf Trim . 2 = No. SS82—Same Style ex 
Widths .. 85.25 cept in all Genuine Brown 
Kid B, C, D widths. 
$4.00 







NOVELTY SHOE CO. 


“True to Its Name” 


32 So. Wells St. CHICAGO, ILL. 
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BUSINESS LACKS “SNAP” 
Much Better Than Last Year, However 


The retail shoe trade in New York 
City is making fair progress into the 
spring and summer season, but lacks 
the snap that most retail merchants 
insist is characteristic of good busi- 
ness. The consumer buying appar- 
ently has let down following the pre- 
Easter flurry, but not to the depressive 
extent that was noticed last fall. 
Sports shoes are beginning to move 
in greater quantities and retail mer- 
chants are hoping that predictions of 
a big season on sports footwear this 
year will be borne out by a good sales 
volume later on. 


Big Stocks of White 


In anticipation of a good sports 
season, retail shoe merchants have 
stocked fairly heavily on this class of 
footwear, and unless demand is strong, 
it is feared that some losses will have 
to be taken. As yet prices on sports 
shoes are firm, and according to all 
reports are entirely satisfactory to 
consumers. Some complaint is made 
on the price of plain white fabric 
shoes, even among the merchants 
themselves, who declare that the big 
drop in cotton goods has not been re- 


PATENT LEATHER POPULAR 


Attractive Showings and Good Sales; 
Combinations Popular 


Patent leather shoes are rapidly 
gaining in popularity. They are 
being shown in all of the leading shoe 
stores, and in combination with suedes 
and white leathers and fabric, are big 
sellers. According to one retail shoe 
man there is every indication that 
patent leather shoes will be big sellers 
this summer and fall. Not only do 
women favor patent, to be worn with 
light summer dresses and fashionable 
gowns, but men are also devotees. 
And as one retail shoe merchant re- 
marked, “It is an exceptionally good 
Wearmg shoe. Of course, patent 
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News in Shoe Markets 


and Merchandisi Develop- 
ments in America’s Shoe 
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New York 


flected in white fabric shoes. Local 
manufacturers, on the other hand, say 
that until labor costs are reduced any 
reduction in the price of fabric will 
make only a slight difference in the 
price of shoes. The shoe manufac- 
turers are also complaining because 
white shoe cloths have not come down 
in price as much as they think pos- 
sible. 


Men Buying Soft Toes 

A new development in men’s shoes 
that is making headway in this vicin- 
ity is the soft toe model, either in 
brogue or tipless effect. A Fifth Ave- 
nue store that is stressing its men’s 
department and a chain of men’s shoe 
stores report excellent business on a 
low-cut shoe of black cordovan, with 
an extension flanged heel, blucher cut 
and soft toe. The wing tip is giving 
way to the straight tip, and punch- 
ings are smaller. The straight last, 
with medium toe, is preferred for 
summer wear over the broad toe 
models that have held sway through- 
out the winter. 


Prices Center Around $10 
In the medium grades of women’s 
shoes, retail shoe merchants are 
stressing prices around $10. Several 


Boston 


leather must be cleaned. I tell my 
trade in buying a shoe to dress it with 
good oil polish and they will have no 
trouble.” 


Attractive Gray Showings 


One of the season’s favorites in 
women’s shoes is the pearl gray in 
strap effect. A very new and dainty 
model was recently shown in a two- 
strap, with a straight French heel. 
The toe was slightly blunted and was 
decorated with perforated strips of 
light gray kid. The straps were of 
pearl gray kid, as were the throat and 
the top. The shoe was fastened with 
aluminum buckles. 

Another beautiful shoe is a com- 
bination of white fabric and buck, 
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of them have run specials at $9.75, on 
which they report good business. 

Hennings, apparently, is the only 
women’s shoe shop that has boldly 
advertised prices around $16 to $22, 
although several of the exclusive 
shops on the Avenue start their lines 
at $16, without so advertising. 


Stitched Models Shown 


Heavily stitched models, in con- 
trasting stitching such as black on 
white, have been featured by J. & J. 
Slater. Scroll stitching decorates the 
toe and quarter of many of the models 
and on several the stitching is also 
used on leather colored heels. 


Weekly Store “Frolics” 


The weekly “frolics,” consisting of 
community singing and other musical 
and semi-dramatic entertainment, have 
been resumed at the Cammeyer 
Thirty-fourth Street store every Tues- 
day morning. The employees gather 
in the store every Tuesday morning at 
8.30 and “frolic” until 9 o’clock. The 
frolics were started last year, but 
were given up when the store orches- 
tra was disbanded through personnel 
changes. A new orchestra has been 
organized. 


with military heel. So cleverly are 
they combined that it is difficult to 
distinguished which is which. Its two 
straps are fastened with tiny silver 
buckles. The straps are perforated, 
as are the tip, the lace stay and back 
stay. 


NEW HOSIERY DEPARTMENT 


Accommodates 700 Dozen Pairs—In- 
stalled by Thayer-McNeil Co. 

Thayer-McNeil Co. has recently in- 
stalled a new hosiery department, 
which occupies a space 15 feet long at 
the Temple Place entrance. This case 
has 144 drawers, made of mahogany 
and French plate glass, devoted to dis- 
play. Each drawer has four compart- 
ments containing two dcz2n pairs. 








76 








Where to Buy 


Women’s Shoes 














and 








party 
novelties. 


Westcott Whitmore Co., Syracuse, N. Y. 
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BOUDOIRS AND BALLETS IN STOCK 
Fine Chevrita Kid 
Hand Turned Boudoirs. 
Quilted Sock. 
Black $1.40, 
Red and Brown 
$1.50. 2% to 8. 
Women’s Fine 
Black Kid Ballets. wench Sewed Turns. 
Sizes 2% to 7. $1.60. 5% 10 days. 

SALEM SHOE CO., Salem, New Hampshire 

















COLLINS & STAPLES 
M: of 


akers 

Hand Turned Low Cuts 
in fancy straps and novel- 
ties in suedes, sat- 
ins and all —— 

‘actory 
118 Phoenix Row 
Haverhill, Mass. 
183 Essex St., 


Gneeeeneeeneccescatecacucecccscecs 





Genuine 
MONMOUTH MOCCASINS 


Nature’s Footwear. No 
Breaking In. For Every 
Out Door Need. Amer- 
ica’s Best and Oldest 
Line. 28 Styles in Stock. 
Write for Catalog. 
JOHN D. a SHOE 


Monmouth, — Maine 








BLEECKER STYLES 
Are the last word in footwear 
for stylish women 
PM oRearnshedeerad - 
+ SLEECICER SHOE CO = 
Saylisrs a ae 


OUANE ST. 








BOUDOIR 
SLIPPERS 





$1.65. Terms, 5% 10 days, net 30 
.65. Terms, ys, . 
SILVER SHOE CO Haverhill, Mass. 











Aimercas foremost 
FELT SL PPER 
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The whole section accommodates 700 
dozen pairs of stockings. Heretofore 
the men’s, women’s and children’s 
hosiery departments occupied space 
within the various departments. While 
it is planned to carry some hosiery in 
the men’s and children’s shoe depart- 
ment, the great bulk of this stock, as 
well as the entire women’s hosiery 
stock, is now segregated in the main 
hosiery department. 

Mrs. Jane Howe, who was formerly 
in charge of the women’s hosiery de- 
partment, is in charge of the big 
hosiery department, and will be as- 
sisted by Miss Elizabeth McElwain, 
who has been her assistant in the 
smaller section. The hosiery business 
has doubled during the past year. The 
goods in the new display drawers will 
be arranged as to prices and colors. 


Sport Shoes Given Display 


A window of the William Filene’s 
Sons Co. store was devoted recently to 
sport footwear in combination with 
women’s sport costumes. According 
to one retail shoe merchant, more golf 
shoes are being sold this year than 
for several seasons, and more of an 
interest has developed in shoes for 
tennis, boating, and other sports. 


Novelties in Shoe Trees 


Some novelties in shoe trees have 
recently made their appearance in the 
Thayer-McNeil store. These trees 
have little Japanese doll’s heads. The 
steel is wound with silk ribbon of 
bright pink or black or Oriental colors. 
The toes of the trees have the outline 
of a skirt and little shoed feet. These 
trees are used mostly for evening 
slippers. They retail at $1.75 and are 
inclosed in a neat little box, on which 
the following rhyme appears: “I am 
little Miss Tree—I snugly fit my lady’s 
slipper toe—To keep its shape for her 
just so.” 


A 4B Sale at $4.95 


At the store of Jordan, Marsh Co. 
recently 600 pairs of 4B women’s shoes 
were offered for sale. At noon on the 
first day 200 pairs had been sold—and 
not all to young girls. In this lot were 
high-grade sample oxfords and straps, 
in Cuban and military heels, which 
sold regularly as high as $12. L. M. 
Saunders was in charge of the sale. 


Orthopedic Shoe Defined 


In speaking of the orthopedic foot- 
wear vogue, one retail shoe merchant 
recently gave his idea of the correct 
definition of an orthopedic shoe. “It 
is one,” said he, “that promotes the 
proper balancing of the body weight 
on the foot, at the same time giving 
a shoe outline that will accommodate 
the natural outline of the foot. A 
shoe that attempts to make over the 
foot is more apt to be harmful than 
otherwise. I believe that any shoe 
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which limits the action of the foot in 
any way is apt to be injurious to th 
body.” 


IN CHARGE OF REGENT KEps 
SALES 


J. H. Willett, Shoe Style Builder, x 
130 Essex Street 


J. H. Willett, who for the last foy 
years has been doing special promo. 
tional work on heels and soles for the 
Goodyear Tire & Rubber Co., with 
office at 181 Essex Street, Boston, is 
now in charge of sales and style de. 
velopment work of Regent Keds, with 
headquarters at the United State 
Rubber Shoe Co.’s building, 130 Essex 
Street. Mr. Willet brings to his ney 
position a wide experience as a shoe 
manufacturer, style builder and sales 
organizer. It is safe to say that he 
is known to almost every shoe buyer 
from coast to coast. While during 





J. H. WILLETT 
In Charge of Regent Keds Sales 


the last four years he has devoted his 
time to the promotion of rubber heels 
and composition soles, he has all that 
time been in close contact with the 
buyers of shoes throughout the entire 
country. 

And he rightly belongs to the shoe 
trade. Starting as a boy with the 
shoe manufacturing firm of J. H. Wit- 
chell & Co., Inc., Haverhill, Mass., he 
studied shoe making from the very 
beginning for four years; he then be- 
came allied with W. W. Spaulding & 
Co., Haverhill, where he remained for 
twenty-three years, during which time 
he was traveling salesman and style 
man. Later he was president of Allen, 
Foster & Willett Co., also sales man- 
ager and style man. 

Mr. Willett spent one day at the 
Regent Keds factory recently aM 
states that Regent Ked shoemaking 
was a revelation to him; that every 
detail of manufacture was carefully 
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supervised, and that he can assure the 
trade that the line is absolutely right 
from a shoe man’s point of view. 


Close Factory Co-operation 


Mr. Willett states: 

“J shall be in close co-operation with 
the factory on the Regent Keds line, 
which is the highest grade line of 
fabric shoes made by the United 
States Rubber Co. It differs only 
from welted leather-soled shoes in the 
particular feature of having a com- 
position sole of this company’s manu- 
facture vulcanized rather than stitched 
on. Otherwise, the consumer has a 
shoe to all intents and purposes simi- 
lar to the welt shoes they have usu- 
ally worn. I intend to make a close 
study of the line of samples in co- 
operation with the factory and will 
very shortly be in a position to show 
Regent Keds to the shoe trade. The 
shoe trade of the country may be as- 
sured that I will give them the same 
service and careful attention that has 
characterized My past dealings.” 


John E. Kincaid Dead 


John E. Kincaid, president of the 
Andrews-Wasgatt Co., Everett, Mass., 
died on the morning of April 26 at 
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his late home, Sherburne, Mass., to 
which he had been confined for the 
past three or four months. Mr. Kin- 
caid was well known to the shoe trav- 
eling fraternity of the country, and 
was a member of the Utica, N. Y., 
shoe travelers organization. In addi- 
tion to his duties as head of the An- 
drews-Wasgatt Co. he had covered 
the West and South for his firm for 
the last fifteen years. Prior to enter- 
ing the shoe manufacturing business 
he was connected with A. C. Lawrence 
Leather Co. Mr. Kincaid was a man 
about 51 years of age. He was a 
member of several clubs, among them 
being the Boston Shoe Associates, the 
Boston Shoe Trades Club, and the 
Boston City Club. His widow survives 
him. 


Handling Western Sole Leather 


The Boston Hide & Leather Co., 
Inc., have completed arrangements to 
handle the packer oak sole leather of 
the F. W. & F. Carlisle Co. of Sagi- 
naw, Mich., for the East. A full range 
of backs and bends for sole cutters 
and the shoe manufacturing and find- 
ings trade will be carried in bulk at 
the Boston warehouse, 20-24 East 
Street. 


Chicago 


WOMEN FAVOR SATINS 


Patent and Dull Kid with Louis Heels 
Also Popular 


Chicago women are showing a de- 
cided preference for black, brown and 
gray satins. Smooth leathers such as 
dull kid and patents are favorites in 
the Louis heel and Junior Louis strap 
effects. In the Loop stores generally 
when a lot of gray suedes becomes 
broken-it is put in a special section 
at a special price, and extra force in 
the way of a P. M. is put behind it. 

Merchants are still accepting gray 
suede, many of which orders are only 
thirty days late in putting in their 
appearance. These shoes, however, 
are not receiving the warm reception 
which they did previous to Easter. 
Medium light shades of Russia calf, 
both in moderately plain oxford -pat- 
terns and also with ball straps, are 
selling very readily in all grades and 
types of stores. Brown kid oxfords 
are Increasing in popularity as the 
mercury climbs. 


Continuous Buying Plan 


A plan of constant buying, or rather 
of very frequent buying, has largely 
supplanted the old twice-a-year 
method of purchases. The buyer of 
women’s shoes in one of Chicago’s 
leading stores says there has not been 
4 week since December when he has 
not bought shoes. The constant shift- 
Ing of styles has made necessary this 
new method of buying, and in his 


opinion there will be no change in this 
method until the style situation be- 
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Women’s Shoes 






















_ “Fernco-Quality” Comfort Shoes 
— Ladies’ Hand Turned 
BOOTS, OXFORDS 
. AND SANDALS 
Cushion Sock Lining 
Widths, D, E, 


THE 
FERN SHOE CO. 
41 Water St. 
Newburyp’t. Mass. 








“WOMEN’S McKAY 
Slippers and Boots 


of Character 


HARRISON-LOCKWOOD CO. 
Factory, Haverhill, Mass. 
B » 108 Lincoln Street 

















Lower Priced 

than the Best, 
Better Quality 
than the Rest! 





MAID-RITE FELT SLIPPER CO., Inc. 
163-169 Livingston St., Brooklyn, N. Y. 














comes more stabilized and style crea- 
tions are less whimsical than at 
present. 

With this rapid-fire method of buy- 
ing comes also the rapid-fire clean-up. 
The progressive merchants of Chicago 
are not allowing odds and ends of 
merchandise to accumulate with the 
expectation of putting on a big sale in 
July. They recognize that the best 
time to sell remnants in short lots is 
when the demand is on for that kind 
of merchandise. Broken sizes in gray ~ 
and brown ooze will undoubtedly bring 
more money now before the sun shines 
its hottest than they will in July when 
velvety leathers will look about as 
tempting as plush hats. A constant 
watching of stock records is occupy- 
ing a good portion of the time of the 
wide-awake store manager and special 
prices plus P. M.’s are doing their 
work in cleaning up broken lines of 
merchandise that have been good sell- 
ers during the last sixty days. 


Wholesale Business Picking Up 


Credit men of several wholesale 
houses along Monroe Street report col- 
lections very gratifying for this time 
of year. This indicates, in the opinion 
of these men, that merchants are still 
carrying on the liquidation process 
and are selling merchandise carried 
over from last year at prices which 
are attractive to consumers. The 
sales manager of one of the leading 


E. A. & M. C. Witherell Co. 
Manufacturers 






Women’s Turn 
Boots and Slippers 


Fact 
Haverhill, 
Bos' 


ton Office 
207 Essex St. Room211 











FERN & POOR CO., Inc. 


Manufacturers 
Newburyport, Mass. 
Women’s Turn 


Comforts 
Boots & Slippers 











for the wholesale trade 








WOMEN’S TURN SPECIALTIES 
COMFORT SHOES IN STOCK 
with U.S. Rubber Heels Attached 


TURN NOVELTIES 


On All Lasts 
Inquiries Promptly Answered 


Felstiner-O’Connell ShoeCo.,Inc. 
41 Washington Street - - - Haverhill, Mass. 



















Phillips-Cram Corp. 
Makers of 
Women’s Turn 
Slippers 
276 River St., Haverhill, Mass, 


Boston Office 
207 Eesex Street 








LYNCH SHOE (0, 
Sterling Quality 
FINE WELTS 


- LYNN, MASS, 
WE SAVE YOU A WEEK ON DELIVERIES” 

















Where to Buy 


Women’s Shoes 














FOR BEADED ORNAMENTS 
AND SHOE BUCKLES 

‘DW.E.KAHN ©. 

510 FULTON ST. BROOKLYNNY,* / 
JF ITS A BUCKLE OR AN 
ORNAMENT, WE HAVE IT / 


ESTABLISHED SINCE 1903 








BOUDOIRS IN STOCK : 





Black calf, all leather sole, all 
leather heel. Silk pom-pom, 
quilted sock lining 
Price $1.15 Net 
ESSEX SLIPPER CO. 





Haverhill, Mass. : 





TURKISH SLIPPERS - 
IN STOCK AGAIN! 


No.10!1 Sofia Turkish Slippers 
Imported from ntinople. 
All Sizes and Colors for immediate Delivery. 
Write for Sample and Price Oept.8. 
K-M-STONE IMPORTING CO- 
12-14-16 East 22nd St--Wew York - 











A HIGH-STYLE LINE 


OF 
Women’s Fine Turns 
and Novelties 





TESSIER & BOWDOIN 


50 Phoenix Row Haverhill, Mass. : 











BOUDOIRS AND BALLETS 


IN STOCK 
Shipped on day order is 


received. 

Black, $1.20; Red, $1.30; 

‘an, $1.35. 

Black Kid Ballet, 8-11, 

a -t 1%-2, $1.40; %-7, 

Less 2% 10 days. Net. 30. 
BAY STATE SLIPPER COMPANY 





Haverhill, Mass. 














Where to Buy 


Shoes at Auction 














HENRY LILLY CO. 


88-90 Reade St. New York 
AUCTION TRADE SALES 


SHOES AND RUBBERS 


Every Wednesday and Friday 








BOOT AND SHOE RECORDER 


Monroe Street houses is authority for 
the statement that his traveling men 
are taking many more orders than at 
this time last year. The orders are 
smaller, but when the total is figured 
up the volume is not far below that 
of a year ago. 


New O.-G. Advertising Manager 

Harry Simons has succeeded Dade 
Epstein as advertising manager of 
the O’Connor & Goldberg stores. Mr. 
Simons formerly conducted an adver- 
tising agency under his own name. 
Mr, Epstein has formed a new adver- 
tising and merchandising agency of 
which he is the manager. 


Wein Shoe Company Moving 
The Wein Shoe Co. is moving from 
116 South Wells Street to 33 and 35 
South Wells Street, where it will oc- 
cupy the entire building, consisting of 
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four stories and basement. This cop. 
cern specializes in job lots of men’s, 
women’s and children’s shoes and ryb. 
bers. It has enjoyed one of the most 
rapid growths of any of the young 
shoe concerns of the great centraj 
market. Kal Fishman, general map. 
ager, is very optimistic. 


Hide and Leather Market Swings Up 


There has been a decided upward 
trend in the raw calfskin market, 
This was naturally to be expected with 
the advent of warmer weather, when 
better class hides are placed on the 
market. Heavy hides have also been 
more brisk and prices have stiffened 
somewhat, but have not advanced to 
the extent shown in calfskins. Fp. 
ished calfskin leathers have followed 
the trend of raw skins and tanners 
are asking from two to five cents per 
foot more on better grades. 


San Francisco 


SHOEMEN ORGANIZE 


Eastbay Merchants Plan Aggressive 
Campaign 


What is said by leading shoe men 
to be one of the very few 100 per 
cent organizations in the State has 
been organized by Eastbay shoe 
dealers. The new organization in- 
cludes every shoe dealer, both large 
and small, in the entire Eastbay, ac- 
cording to its organizers. 

F. B. Huston, of Huston Brothers, 
Berkeley and Oakland, was elected 
president; E. Linthicum, proprietor of 
nine shoe stores, was elected first 
vice-president, and Ray Garwood, of 
Berkeley, second vice-president. Ben 
Kushins of Roos Brothers was elected 
secretary of the new organization. 


Directors Elected 


The directors are L. Evans, A. 
Wold, A. C. Meadows, H. Kushner, 
H. M. Carter, L. Reis, A. Ward, J. 


Samuels, A. G. Peters and Charles 
Fleisher. 

According to M. N. Schneider, one 
of those who fostered the organiza- 
tion, a campaign is to be launched 
immediately to create better sales- 
men, and to encourage employes to 
be more courteous. A system of win- 
dow dressing is to be inaugurated 
which, it is claimed by shoe men, #ill 
outrank that employed by New York 
shoe men in creating displays for the 
inspection of the public. 


Progressive Ideas 


Competitive window displays, sales- 
manship talks and numerous other 
schemes of creating better service to 
the public are to be undertaken. 

It was through the work of Schnei- 
der and Carter that the organization 
was brought about. A meeting was 
held on Wednesday evening at the 
Merchants’ Exchange. 


Detroit 


BUSINESS IMPROVES 


Buyers About Ready to Place Orders 
for Fall Staples 


Conditions continue to improve in 
retail shoe stores in Detroit. Busi- 
ness is intermittent—some days good 
and some days not so good—but on 
the whole reports are most optimis- 
tic. Strap effects continue strongly 
in the public favor, but ball strap ox- 
fords are also a strong factor in 
women’s lines. Oxfords, mostly in 
brown, have the call from the male 
customer. 

Gray suedes are selling in practi- 
cally all qualities. As yet there is no 
indication that they are soon to lose 
their grip on the feminine mind, al- 
though one buyer predicts that their 


popularity will immediately wane. He 
figures on white, and white with 
black and with brown trimmings to 
be the most probable seller during 
the next three months. 
Looking for Fall Shoes 

Indications are that buyers in the 
various shoe stores will place parts of 
their fall orders in May, as they feel 
that if they are to secure delivery 
later on of snappy style lines they 
must relieve the factories of the man- 
ufacture of the more staple lines, 
which can be made just as well a few 
weeks ahead of delivery. 


Gray and black combination strap 
effects are also selling, although one 
buyer stopped buying these the first of 
the year. This shows that even the 





192] 


iS con. 
men’s, 
d rub. 
> most 
young 
entra] 

man- 


gs Up 


pward 
arket. 
1 with 
when 
n the 
been 
Tened 
ed to 

Fin- 
lowed 
nners 
S per 


arles 


, one 
niza- 
iched 
ales- 
s to 
win- 
‘ated 

till 
York 
> the 


iles- 
ther 
e to 


nei- 
tion 
was 
the 


ey 


ap 
ne 
of 
ne 











May 7, 1921 


best buyers sometimes are misled by 

their own ideas, for these combina- 

tions have been big sellers since then. 
Frank & Seder Open Store 


Frank & Seder, with stores in Pitts- 
burgh and Philadelphia, opened their 
doors to the Detroit public April 21. 
The new firm will eventually occupy a 
number of stores, with a frontage of 
180 feet. At present a frontage of 60 
feet has been remodeled and is occu- 
pied by the main store. The shoe de- 
partment is some distance from the 
main store and is reached through a 
passage way. The same elevator serv- 
ice serves for the shoe department as 
well as for the other departments on 
the sixth floor. The new shoe depart- 
ment is under the management of H. 
Hess, formerly with H. Goldstein Co., 
Inc. His assistant is Ben I. Fried- 
man, from the shoe department of 
Tiedke Bros., Toledo, Ohio. The de- 
partment opened with a tremendous 
sale of men’s and women’s shoes at a 
uniform price of $5. The opening 
days found the department crowded 
from morning until night. 


At a regular luncheon meeting of 
the Detroit Retail Shoe Dealers’ Asso- 
ciation held at the Statler Hotel, April 
21, the committees for the coming 
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year were named. The following were 
named as chairmen: J. E. Wilson, 
Wilson Shoe Co., Enertainment Com- 
mittee; S. J. Jay, R. H. Fyfe & Co., 
Reception and Speakers’ Committee; 
W. S. Dowler, Lindke Shoe Co., Mem- 
bership Committee; Mr. Richenbach, 
Newcomb-Endicott Co., Commissary 
Committee; Leo Thompson, Publicity 
Committee. The date for the annual 
banquet was set for May 5. It was 
also decided to have a moonlight ex- 
cursion Wednesday, June 29. 


The Lindke Bowlers, both those of 
the men’s teams and of the women’s 
teams, had a very enjoyable dinner 
at the Chinese National Cafe, where 
the prizes were awarded those having 
the high scores in each league. A 
dance followed the dinner. 


Big Style Show Planned 


The Michigan State Retail Shoe 
Dealers’ Association are planning one 
of the greatest style shows ever held 
in the United States in connection 
with their annual state convention to 
be held in Detroit Sept. 12, 13 and 14. 


Harry Lines has taken over the shoe 
department of Ken McKay, located in 
the Lines Clothes Shop, Windsor, Ont. 


Lynn 


STAPLES SELLING 


Activity on Black and Brown Kid 
Shoes Is Noted 


A feature of the Lynn shoe trade 
is the increasing demand for staple 
style shoes, for instance, one-strap 
pumps of black or brown kid leather. 
Of course, sport and novelty style 
shoes continue to sell. 

This business on staples, which is 
new business, is said to be caused by 
the eagerness of retail merchants to 
fill up their staple shoe stocks, which 
they have neglected while they have 
been handling novelties. Also, some 
Lynn shoe manufacturers have lately 
bought considerable quantities of 
black and brown kid leather. 


Urges Maintenance of Quality 

Harold C. Keith, head of the George 
E. Keith Co. of Brockton, spoke at a 
recent noon lunch of the Lynn Cham- 
ber of Commerce, urging above all 
things that New England manufac- 
turers maintain the quality of their 
production. He said that the wartime 
bubble of inflation has burst, and that 
the only way to go ahead now is 
through the practice of those sterling 
old New England virtues of thrift 
and diligence. He regretted the low- 
ering of business morality during the 
War, as shown by the breaking of con- 
tracts, and said that it is time to right 
about face and to strike to maintain 

t honor in business which is the 
fine gold of life. 


Grover Plant Running Full 


J. J. Grover’s Sons have started 
their main and their branch factories 
running at full capacity. The bulk of 
their business is on staple styles in 
shoes. A leading style in their line is 
made over a new last, of most com- 
fortable and healthful fitting qualities, 
and of attractive shape, too. Black 
and tan kid are the leading leathers. 


Thirty-Day Stock’ Plan Evolved 


Williams & Clark Co. have a thirty-- 
day stock plan. For instance, they 
carry tan shoes in stock for one month. 
At the end of the month they will 
automatically discontinue the tan 
shoes and will establish a stock of 
white shoes, which will be kept at the 
command of the buyers for thirty 
days. This changing of stock styles 
each thirty days will be useful to re- 
tail merchants who are making quick 
turns of stock. 


In New Quarters 
The Barnett Shoe Co. and the Na- 
tional Shoe Co. have both moved into 
the factory at 53 Willow Street, where 
they have space that was formerly 
occupied by Strout & Stritter, who are 
now in the Vamp Building. 


Making Patterns of Boots 
A forerunner of fall samples is 
found in the factory of Sanborn, of 
Lynn, Inc., where they are making 
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BETTER SHOES 
BETTER SERVICE 
Rocker Bottom Wooden 

Sole Footwear 
SHOES, 6 to 14 Inches 
BOOTS, 14 to 20 Inches 
Send for Catalog and 

Prices 
REECE SHOE COMPANY 
Columbus, Nebraska, U. S. A. 
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WATERPROOF 
Wood Sole Boots and Shoes, 
: Oil Grain, Full Bellows 
K 2% Tongue and Back Strap. 
Send for booklet telling who 
you can sell these shoes to. 


A.H. Riemer Shoe Co. 


MILWAUKEE, WIS. 
Established 1887 








Stock Dept. 5 <# 


Is at Your Service 


THE STETSON SHOE CO. (Inc.) 
South Weymouth, Mass. 
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runs through these pages may read : 





patterns for fall boots, plain pattern, 
on style, 8 8% and 9 inches high. 
Also they are making patterns in 
strap pumps for the turn lines, and 
patterns of oxfords for the welt lines. 


X-Rays for Paris 
The Campbell Electric Co., Lynn, is 
planning to send to Paris x-ray ma- 
chines especially made for examining 
the bones of feet in shoes. It has 
been sending x-ray apparatus, for 
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hospital work, 
years. 


to Paris for several 


Ten Dollars the Standard Price 


“Ten dollars will be a standard price 
for good shoes for some time to a 
remarks a manufacturer. “To m 
mind a good shoe, at $10 retail, is mu 
ideal combination of materials and 
workmanship, profit to the mannufae. 
turer and retailer, and style aun serv- 
ice to the wearer.” 


Providence 


DIRECTORS HOLD MEETING 


Plans for May “Get-Together” 
Discussed 


The board of directors of the Rhode 
Island Shoe Retail Dealers’ Associa- 
tion held a special meeting at two 
o’clock on Wednesday, April 20, at the 
Rathskeller. Plans for the regular 
monthly May meeting “get-together,” 
which was held at the retail shoe 
store of Thomas F. Pierce & Son on 
Tuesday evening, May 3, were dis- 
cussed. 


Gray Vogue on the Wane? 


Novelty strap effects continue to 
lead in sales in women’s lines, with 
the oxford a close second. The vogue 
for gray is changing to black, with 
black kid novelties being called for 
quite heavily, several merchants re- 
port. Some predict that gray will be 
a dead number in a few weeks. In 
men’s lines, brogues and high-cut con- 
servative styles seem to be the best 
sellers, although the men’s trade is 
lagging at present. 


“One-Cent” Shoe Sale Held 


At Whitmore’s Boot Shop a 1-cent 
women’s shoe sale was held recently. 
One pair of shoes sold for $4.95, and 


another pair could be obtained for an 
extra “penny.” The showing was of 
white canvas pumps and oxfords, also 
patent leather with heels of the Louis 
and baby Louis type. 


Merchants Favor Daylight Saving 


Daylight saving went into effect at 
2 o’clock Sunday morning, April 24, 
in seventeen Rhode Island cities and 
towns, to continue until Sept. 25. The 
seventeen communities whose clocks 
officially advanced are Providence, 
Pawtucket, Woonsocket, Newport, 
Central Falls, Cranston, Barrington, 
Bristol, Cumberland, Lincoln, East 
Greenwich, East Providence, Johns- 
town, Warren, Warwick, West War- 
wick and Burrillville. All merchants 
in these sections favor this “daylight 
saving” plan. 


$1.67 White Shoe Sale 


An advance white shoe sale was held 
in the shoe department of the large 
Providence Outlet store on April 19, 
which was a winner beyond expecta- 
tions. The lot was of women’s canvas 
and buckskin pumps and oxfords. 
Some 1800 pairs were reported as 
being sold, which were offered at $1.67 
pair. 


Brockton 


MANY COMPANIES MAKING 
WOMEN’S SHOES 

The number of Brockton shoe man- 
ufacturing concerns making women’s 
welt footwear is steadily increasing. 
There are now nearly twenty factories 
producing women’s shoes. These in- 
clude George E. Keith Co., W. L. 
Douglas Co., Charles A. Eaton Co., 
M. A. Packard Co., Churchill & Alden 
Co., E. E. Taylor Co., Field & Flint 
Co., C. E. Lynch Co., Diamond Shoe 
Co., Howard & Foster Co., A. E. Little 
Co., The Preston B. Keith Shoe Co., 
Whitman & Keith Co., Stone & Tar- 
low, Progress Shoe Co., and the Freed- 
man-Powers Shoe Co. The Keith and 
Douglas companies were pioneers in 
this movement. Now there are few 
of the larger concerns which are not 
identified with the production of 
women’s welt footwear. 


Walkover Convention in July 


The Walkover Dealers’ Association 
will hold a convention July 19-22 at 
the Walkover Club, Brockton. The 
three first days of the convention will 
be business sessions, while the last 
day will be devoted to entertainment. 
Chairman Jacobs of the association 
met with George E. Keith Co. direc- 
tors recently for the purpose of work- 
ing out the plans. About 450 mer- 
chants are expected from all over the 
United States, at which time a sub- 
stantial amount of business is e 
to be placed. 


Vice-Chairman of Brockton Style Show 


John S. Kent, representing the 
Brockton Shoe Manufacturers’ Ass0- 
ciation, has been chosen as vic 
man of the Brockton Shoe Style Show 
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to be held at the Brockton Fair in 
October. Frank E. Packard of George 
E. Keith Co. is chairman of the com- 
mittee. The entire main floor of the 
Educational Building will be devoted 
to the Style Show. This will not be 
limited to shoe manufacturers and re- 
tail merchants in the Brockton dis- 
trict, but will include all who manu- 
facture and retail wearing apparel in 
general. There will be a runway in 
the center of the hall, parallel to which 
will be exhibits of thé“Whoe manufac- 
turers. The stage for the models will 
be built in the center of the runway. 
Merchants will display their goods on 
the sides of the hall, leaving room for 
the visitors to see the Style Show and 
shoe exhibits. 


Will Build Factory Addition 
Increasing demand for men’s and 
women’s welts is responsible for the 
development of a plan made by 
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Thompson Bros. Shoe Co. of this city. 
An addition to the factory, 150 by 42 
feet, will soon be commenced and 
pushed to completion. The new part 
will extend east from the south wing 
of the plant. 


Planning for Larger Output 


The Brockton Shoe Mfg. Co. is fit- 
ting up its factory on Montello Street 
for a daily output of 150 dozen pairs 
of men’s shoes exclusively. This con- 
cern began business in July, 1919, 
with an output of 25 dozen pairs daily. 


Young Shoe Manufacturer Married 


John S. Kent, Jr., superintendent of 
M. A. Packard Co., was married in 
Paterson, N. J., April 23. The bride 
was Miss Margaret Mary Agnew. The 
groom is the son of John S. Kent, 
treasurer of M. A. Packard Co. Mr. 
Kent, Jr., is a graduate of Harvard 
University, class of 1917. 


Haverhill 


CALL FOR NOVELTIES 
CONTINUES 


“Insatiable” is a word which well 
defines the demand for women’s nov- 
elty footwear. There are buyers con- 
stantly visiting Haverhill factories in 
search of new variations in patterns. 
Correspondence develops that the 
same condition exists in other mar- 
kets. It is this demand which is keep- 
ing the factories busy on orders for 
immediate and near future deliveries. 


What Will Be Wanted for Fall? 


“He would be a wise man,” said a 
member of one of Haverhill’s firms 
manufacturing women’s turn shoes, 
“who would say what styles will be in 
demand in our line early in August. 
Undoubtedly, we shall have styles 
which will fill the bill at that time. 
Just what these will be, however, I 
cannot say. It is a strange condition 
and one which is without precedent in 
my long experience in the shoe busi- 
ness. Buyers want what they want 
when they want it. If a pattern 
makes a hit it is wanted right away, 
and soon after another novelty is de- 
manded.” 


What Is a Novelty? 


Answering this question asked by 
himself, a Haverhill manufacturer of 
women’s shoes says: “A novelty is 
something that the merchant doesn’t 
want. That is a peculiar statement, 
yet a true one. In other words, if we 
should notify our trade that we could 
supply them with a novelty to the 
full extent of their requirements they 
would immediately throw up their 
hands on that particular style. The 
supply must be limited in order that 
the novelty idea be maintained. ‘Here 
to-day and gone to-morrow’ is a 


phrase that well expresses the situa- 
tion in women’s novelty shoes.” 


White Shoes Coming In 


Factories are being kept busy on 
the production of white footwear, for 
which orders are being received in 
good volume. Deliveries of these goods 
are wanted, like all other deliveries, 
as soon as possible in order that mer- 
chants may anticipate the needs of 
their customers. The present season 
is two or three weeks advanced and 
from all over the country merchants 
are placing orders for summer foot- 
wear. 


Patent Leather Growing in Favor 


Haverhill manufacturers of women’s 
footwear, both in turns and welts, are 
planning to use more patent leather 
than for several seasons. There is a 
growing demand among the retail and 
department stores for women’s patent 
leather low cuts in the various de- 
signs which are already popular. 
Haverhill manufacturers are quick to 
take the hint and are developing new 
patterns in which patent leather will 
be featured. 


H. E. Adams Addresses Rotary Club 


Harry E. Adams, well known as a 
Haverhill manufacturer of men’s and 
women’s welts, spoke at a recent meet- 
ing of the Haverhill Rotary Club, tak- 
ing as his subject, “Shoe Trade Prob- 
lems—from the Hide Market to the 
Distribution of the Finished Shoe.” 
His remarks were especially directed 
toward the production problems which 
confront Haverhill shoe manufacturers 
at the present time and the resultant 
relations with merchants throughout 
the United States who buy Haverhill- 
made footwear. 













Where toBuy 


Children’s Shoes 


























Straps. 
NU BABY SHOE CO., East Lynn, Mass. 


W°C.G@oodcer 


Manufacturer of 
Children’s Dlexible Durn Shoes 
89 Allen St. Rochester, D7 














HAVE YOU SEEN OUR LINES? 


FACTORY 1 FACTORY 2 
Slumber Slip Soft Soles 
Rubber Boot ks | Hand Made Moccasins 
Foot Comfort Slippers Infants’ Turns 
(Double Eiderdown) (1-8) 
In Stock Now—Nature Lasts 
THE B. & P. FOOTWEAR CO., INC. 
Dept. 5 Oswego, N. Y. 











Soft Soles and Moccasins 


Ask your Jobber for our 
Goods. We DO NOT sell 
the retail trade. 


Newcomb-Anderson Shoe Co. 
ROCHESTER, N. Y. 








|‘Bonite: Shoe * Baby 





TURNS and SOFT SOLES 


In Stock 


ALH.Martin®@ . 


Mekers ROCHESTER NY 











“ELAM’? 
Flexible Turn Shoes 


For the Jobbing Trade Exclusively 
F. S. ELAM SHOE Co. 


Rochester, N. Y. 
Boston Office, 212 Essex Street 








H. C. BROWN COMPANY 


Incorporated 


150 Lines Children’s Shoes 


Growing Girls to Flexibles 
Standard Merchandise 
Single Pairs or Cases 


Gen’! Offices, 155 Lincoln St., Boston, Mass. 








Where to Buy 
Wanted Styles 


An extra editorial service to 
**Recorder” readers, free for the ask- 
ing, with authentic information on 
current problems. 
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Where toBuy | 


Standard Shoe Materials 











Colored 
Chrome 
Sides 








Boggs & Cobb, Inc., Boston, Mass. : 





COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rubber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 
1848 Had St. 


Formerly Welpsle Su we Supply Co 





T. W. aqneoe on = 
G. DONALD, betty $ 
ONES, Treas : 


F. E. JONES COMPANY | 


covors MAT KID 


95 South Street, Boston 








The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 

Creese & Cook Co. #3503" Sic 


Tanneries at Danversport 








MEYER THREADS 


Best in quality—Prices right. Diamond 

spool silk and lockstitch thread, all sizes 

and colors. Samples for the asking. 
Manufactured by 


John C. Meyer Thread 60. 
Lowell, Mass. Dept. X-P-Z 











BEADED 
BUCKLES 


AND NOVELTY EFFECTS 
\ PARISIAN BEADING WORKS CO. 


l Where toBuy 
Window Trim Material 


























Window Displays 
BACKGROUND __ PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO. Ine. 

30 Reade Street, New York 
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Change in Shoe Jobbing Concerns 


Max Maistrosky has purchased the 
interests of Charles Klein in the shoe 
jobbing business of Klein & Mais- 
trosky Co. The business will be con- 
ducted under the name of Max Mais- 
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trosky Co. The Klein & Maistrosky 
company has conducted a wholesale 
shoe jobbing business for the last 
eleven years in this city. Mr. Klein 
is to move to New York, where he wil} 
conduct a retail shoe store. 


Akron 


No startling changes are noted in 
the local shoe trade. Several days of 
bad weather put a damper on busi- 
ness the first part of the week and 
left things quiet until Saturday. 
Women have apparently reached an 
agreement to wear brown kid and tan 
calf straps and oxfords until sport 
styles come in. 

Among the first novelty shoes 
which have made their appearance 
are the brown afid white, and black 
and white, straps and oxfords. Many 
variations of ball and shoulder straps 
make a neat shoe and show signs of 
becoming popular. Prices ranging 
between $8 and $10 seem to meet the 
favor of all classes. Higher priced 
stock is moving slowly. 


Men Buying Oxfords 


Men’s departments report a steady 
business in oxfords of the latest 
styles, especially novelties. Brogues 
with ball and shoulder straps sell 
well in the exclusive houses, and 
browns are in demand every place. A 


few windows are showing summer 
sport wear, mostly white oxfords. 

In children’s departments various 
staple styles are in demand. Roman 
sandals show signs of becoming popu- 
lar. Regular tan sandals are being 
called for. Mary Janes and lace ox- 
fords in browns and blacks are a good 
bet. 


Stores Being Re-modelled 


Many houses are taking advantage 
of the present low prices of building 
materials to remodel their stores, 
Most of them are confining their 
changes to fronts, especially those in 
old buildings which do not offer the 
desired window space. 


Extra Pair Sales Anticipated 


One local merchant declares that it 
is his belief that men will buy extra 
pairs of oxfords which please them 
this summer and hold them for use 
during the winter. He looks for a 
low shoe woolen hose fad to strike the 
men. 


Memphis 


APRIL A GOOD MONTH 
Still Better Conditions Predicted 
During Early Summer 


Despite an unusual rain fall and 
many cold days, retail and wholesale 
shoe trade has been fairly good here. 
It is expected that the commencement 
season of May .and June will develop 
still more business. Two hundred and 
eighty-eight merchants were here 
Merchants Day and attended the fea- 
ture events arranged by the Wm. R. 
Moore Dry Goods Co.; Caruthers 
Shoe Co. and Goodbar and Co. Ewing 
Caruthers said that trade for that 
day was very satisfactory and stocks 
moved rapidly. 


Adds Line of Women’s Shoes 


The Emerson Shoe Co. on S. Main 
Street has added a line of women’s 
shoes at their store, which has hith- 
erto given exclusive attention to 
men’s footwear and hosiery. 


On Tuesday, April 26, a meeting of 
the Cotton Marketing Association was 
held here with a large attendance from 
sixteen cotton states. President How- 
ard of the American Farm Bureau 
Federation presided. The marketing 
of cotton on a plan outlined by Aaron 
Sapiro, for Oklahoma, Arkansas and 
Texas, with local county inspection 
and a general office for the entire 
territory was discussed. 


Minneapolis 


A BIG WHITE SEASON 


Demand for Novelty Styles Continues 
Good 


“It’s going to be a great season for 


white footwear,” is only one of the 
many predictions offered by shoe mer- 
chants of the Twin Cities. Manu- 
facturers and retail shoe men both 
agree and are making preparations 
for what they believe will be a rec- 
ord season. Many progressive retail 


merchants are already displaying 
white footwear. The prediction is 
also made that there will be a demand 
for a variety of styles and novelties 
in white. 

Colonials will be in demand, say 
prominent dealers, and they add that 
there is no doubt but that one and 
two-straps in buck and canvas 
}: in equal demand. Sport oxfords 
are also coming in for their share. 
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Because sport styles have been so 
popular in the East for several sea- 
sons, as well as through the South, 
the Twin Cities are now anticipating 
a revival of the demand throughout 


the Northwest. 


Men Buying More Freely 


The injection of new style into 
men’s shoes, and the absolute need 
of new foot covering following many 
months of buying abstinence, are the 
factors credited with the increased 
sales of men’s shoes, according to N. 


BOOT AND 


Clark, manager of the shoe depart- 
ment of the Palace Clothing Com- 
pany. “Men’s business is very good 
and has been growing better for ‘some 
little time past. The volume is much 
larger than it was a year ago and 
my belief is that demand will con- 
tinue active. Brogue oxfords will be 
big sellers with the men, medium tan 
being especially in. favor. Semi- 
brogues with perforated tips as well 
as apron patterns are also good. 
Tans and the medium shades of 
brown are most in favor. Blacks are 
but fair,” Mr. Clark said. 


Rochester 


TO SELL ONLY SHOES 


Former Department Store Now a 
Footwear Store 


To celebrate the occasion of the 
change of name from Myers Depart- 
ment Store to Myers Shoe Store 
everything in stock was offered at 
greatly reduced prices. This store, 
which has been on Front Street for 
many years, formerly handled all lines 
of merchandise, including shoes, 
women’s apparel and millinery, but 
from now on the entire building will 
be devoted to the sale of shoes and 
hosiery only. 


During the sale, women’s pumps 


with one or two straps, plain oxfords, 


brogue oxfords, or ball-strap oxfords 
were offered in black or brown, kid, 
calfskin, patent leather or suede for 
$2.98. Men’s shoes ranged in price 
from $1.98 for work shoes in black or 
brown to $3.98 for men’s black or 
brown Goodyear welt shoes. 


Saddle Straps Going Well 


The men’s Walk Over store is dis- 
playing vamp saddle strap oxfords 
and the manager reports a run on this 
style of footwear. Models in plum 
calf with brass eyelets priced from 
$8 to $10 are the big sellers. 


Rochester Will Not Save Daylight 


Rochester will go along this summer 
without any change in clocks. At the 


.Sutherland. 


last meeting of the Common Council 
the aldermen passed over the daylight 
saving for this year. The Retail Mer- 
chants’ Council of the Chamber of 
Commerce is advocating the opening 
and closing of stores an hour earlier. 





Mater Mack Company Incorporated 


The Mater Mack Company, Inc., has 
filed articles of incorporation under 
the laws of New York to manufacture 
infants’ soft shoes. The factory wil! 
be at 42 North Water Street. Mr. 
Mater, who will have charge of pro- 
duction, is an experienced shoe man, 
having been employed by A. H. Mar- 
tin of Rochester and the B. & P. Foot- 
wear Co., Inc., of Oswego. Sales and 
advertising will be handled by Mr. 
Mack. 


L. F. Watson Appointed Manager of 
McFarlin’s 


Lester F. Watson, well known re- 
tail shoe man, has been appointed 
manager and buyer for the shoe de- 
partment of the McFarlin Clothing 
Co., succeeding the late Frederick H. 
Mr. Watson has long 
been identified with the retail shoe 
business, his first position being with 
Coes & Young of Boston. For the last 
seven years he has been with the Mc- 
Farlin Clothing Co. as assistant buyer, 
but left early in March to go with 
Fred Wright as assistant manager 
and buyer for the Nettleton Shop. 





Los Angeles 


GRAY SUEDE A HABIT 
Appearing Now on New Styles in 
California 
The wearing of gray suede foot- 
wear has now evolved into something 
more than a “fad.” It has become a 
habit with well dressed women, being 
particularly appropriate for spring 
and summer wearing. The low square- 
cut molded arch is very popular and 
appears on a great many of the newer 
styles. Narrow one and two-straps 
adorn these newer shoes. 
Bullock’s Sportswear Store, featur- 


ing outdoor shoes for women, are hav- 
ing great success with a fawn buck 
sport oxford with black or tan calf 
saddle, heel and sole to match. The 
wing tip seems to have given way to 
the ball strap and the saddle. They 
are also selling a great many riding 
boots. 


Men Buying Semi-Brogues 
Typical of the styles men are call- 
ing for is the “Aberdeen,” featured 
by Nettleton’s. This is a low-cut semi- 
brogue oxford with perforated tip. 
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| Where toBuy 


Engraving and Printing 




















COLOR PRINTING 


DESIGNING 


CATALOGUES 
Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








| PF UNIVERSITY © 
:CTROTYEE FOUNDRY | 
i paeie | 


c cies cba ind MASS 




















ATLANTIC PRINTING CO. 
Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Service for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephone 4960-4961 














Where to Buy 


Ballet Slippers 











BATHING SHOES 
IN STOCK 
Ballet Sli 
Boudoir Sli 





yasoe C 
One we nt rene 


BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 








A REAL HIGH CLASS 
BALLET 
Finest Workmanship 
Women’s Black vici, Sizes 274 © to8..... $1.75 
Mises’ 11 . $1.65 


Child’s ? S. 2 ose. $1.55 
Second Grade Kid, $1.40, so. $1.50 


‘or . At-once shipments 
PURITAN SHOE CO tne. 96,Duane St. N.Y. C. 











1 
BALLETS 
ORDER SAMPLES 


fFRom 
132 W. BROADWAY 
NEW YoRK 







oR 
326 W.MONROE S 
CHICAGO 
W2 SUMNER SMITH 

















Where to Buy 


Shoe Ornaments 

















A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. Y. 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - = R.I. 








M. B. MARTINE, Inc. 


Show Room—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 

SHOE BUCKLES, STRAPS AND 

EVERYTHING IN SHOE OR- 

NAMENTATION, INCLUDING 
BEADING 











Where to Buy 


Shoe Patterns 























EFFICIENT PATTERN SERVICE 


&—=>, 


[ eran | 
PROFFESSIONAL PATTERN MAKERS 











Where to Buy 


Shoe Polishes - 

















BETTER WHITE DRESSINGS 


ar -~ 
\en= MAGIC WHITE 
All LIQUID CLEANER 
ere vene asf aes PER 
$2.00 PER DOZEN 
P. J. LAGOMARSINO & CO, 
641 ARCH ST. PHILADELPHIA 











Shoe Ribbon 
Send for Catologue To-Day 


W.E.ELLIS COMPANY 
ass 


HAVERHILL . OM 
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Reports Tendency Towards Gray Kid 


H. L. Van Degrift recently returned 
from ‘the East, where he placed orders 
for the biggest lot of shoes he has 
ever purchased in an Eastern market. 
While gray suedes are still their big- 
gest sellers, they look for a gradual 
lessening of the demand, as the pres- 
ent stocks are depleted. A tendency 
toward gray kids has been noted. 


Service Charge Indorsed by 
Wholesalers 


At the monthly meeting of the 
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Wholesale Boot & Shoe Association of 
California, southern branch, the gyb. 
ject of a 10-cent service charge on aj} 
single pairs of shoes,,up to and jp. 
cluding three pairs, was discussed, ]t 
was unanimously decided to inaugu. 
rate this charge beginning May 1, } 
is believed that this measure yjj] 
greatly minimize the present tendency 
to fill in single pairs, as the merchant 
can just as well order four or more 
pairs. This will be a great assistance 
to the wholesaler and will also fagjli. 
tate Uncle Sam’s deliveries. 


Lynchburg 


BUSINESS IS IMPROVING 


Mining Activity Has Given Trade a 
Needed Stimulus 


A steady increase in the shoe busi- 
ness in the coal fields of Virginia, 
West Virginia and Kentucky is re- 
ported by Charles B. Easley, secre- 
tary of the George D. Witt Shoe 
Company who has just returned from 
a trip of three weeks through those 
sections. So bright does the pros- 
pect for business in this section ap- 
pear that Mr. Easley is contemplating 
a second trip. 

In some of the West Virginia cities, 
among which was Huntington, Mr. 
Easley reported that he found the 
retail business to be unslacked. This 
condition prevailed in other sections 
where the mines have been in con- 
tinuous operation. Evidences of in- 
creased mining activity have stirred 
the retail shoe merchants into buying 
and Mr. Easley said that during the 
three weeks he could sense a gradual 
increase in the volume of business 
transacted. 


Satin Pumps Popular 


Satin pumps with baby and full 
Louis heels have been making a 





BUSINESS ON UPGRADE 


Business throughout the 
country is experiencing a grad- 
ual but wholesome revival, ac- 
cording to Richard J. White, 
Milwaukee, national president 
of the Travelers Protective As- 
sociation. At the annual con- 
vention of the Wisconsin divi- 
sion of the association, he said 
April 15 that he based his view 
upon reports received tri-week- 
ly from presidents of 36 State 
branches. 

“All classes of business are 
now definitely on the upgrade,” 
he said. “The improvement is 
gradual, but sound, and is cer- 
tain to continue.” 











strong bid for popularity and are be- 
ing shown in a variety of styles and 
colors. Pumps with one or two 
straps seem to be most in demand. 
The G. A. Coleman Company has been 
offering special bargains in satin 
slippers at $9.85. Merchants are be- 
ginning to push sport oxfords for 
women. White fawncloth oxfords 
trimmed in brown and black calf with 
white ivory sole and heel are being 
featured by the Bell Shoe Store at 
$7.50. The Rucker-Evans Company 
is putting on a special sale of pumps 
and oxfords for women at $5. 





Kohn with Homan-Hughes 


O. M. Kohn covering Michigan and 
Northern Indiana for The Homan- 
Hughes Company, Cincinnati, is now 
in his territory. Mr. Kohn, covering 
the automobile manufacturing dis- 
trict, is very enthusiastic over the 
outlook for the coming season, in 
view of the fact that virtually all 
plants have resumed operations. Mr. 
Kohn is a wellknown authority on 
style, and has the confidence of his 
entire trade. He has been with The 
Homan-Hughes Company for eight 
years. 


New Catalog Issued by Crossett 


A beautiful example of modern 
shoe catalogs is that which has just 
been issued by the Lewis A. Crossett 
Company of North Abington, Mass. 
A particularly noteworthy feature of 
this book is the cover design which 
details in color the various types of 
American men. from the time of the 
Landing of the Pilgrims up to the 
present day, the whole scheme being 
highly imaginative and effective. 
This design is particularly appre 
priate coming as it does preliminary 
to the Pilgrim Tercentenary Celebra- 
tion and the idea is further enlarged 
upon in the brief foreword which pre- 
cedes a complete summary and pictur- 
ing of the Crossett, Augustan and 
Kennebec shoes which are carried in 
stock for Spring and Summer. 
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RUBBER FOOTWEAR 
(Continued from page 65) 


a sale of leather shoes, to call atten- 
tion to the smartness of the rubber 
soled canvas shoes, actually fitting a 
pair, then disclosing the compara- 
tively low price and has thus been 
able to make additional sales of can- 
yas shoes in an average of seven 
cases out of ten. 

One big city apparel shop, with a 
large shoe department, found, by 
featuring this high grade canvas foot- 
wear in newspaper advertising and 
window displays on a style appeal, 
found that it was able to attract a 
large number of girls of high school 
age to the store, and that additional 
sales of canvas shoes were thus en- 
couraged. 

Big Opportunities 


Owing to economic conditions at the 
present time, opportunities for the 
footwear merchant in selling of can- 
vas footwear to young people are 
greater than ever before. In the 
South the canvas season is now well 
under way and the demand is strong. 
‘In Northern states within the next 
few weeks, the stores of merchants 
who are alive to the profit possibili- 
ties that exist in rubber soled canvas 
footwear, are going to present a scene 
of unusual activity to the accompani- 
ment of that most musical of sounds, 
the jingle of cash registers. 


Sport Shoe Models 


The United States Rubber Company 
finds that the substantial popularity 
of mahogany leather trimmed sport 
shoes has strongly affected the de- 
mand on high grade fabric rubber- 
soled oxfords. With especial refer- 
ence to a new welted Regent Ked 
with mahogany leather trim and toe 
tip, this company reports increasing 
volume of business sufficient to indi- 
cate a decided style trend in this type 
of footwear. The rubber welt con- 
struction is an exclusive Regent Ked 
feature which has aided in giving 
dignity and beauty to the fabric rub- 
ber soled line, which finds no more 
attractive example than in this par- 
ticular type. 

Exclusive retailers and big depart- 
ment store buyers are beginning to 
realize the virtues of a vulcanized 
fabric shoe whose standards of qual- 
ity are on a level with the finest 
Goodyear welt leather shoes. Until 
recently no one had anticipated a 
fabric shoe, machine lasted, with felt 
covered fibre innersole, linen sock lin- 
ing and cork filler, in fact a welt shoe 
with vulcanization taking the place of 
stitching. These buyers to-day are 
giving this type of sport shoe the 
closest attention. 


DULL RUBBER MARKET 


The rubber market has been fea- 
tureless so far as any developments 


BOOT AND SHOE RECORDER 


affecting the course of prices were 
concerned. There was very little evi- 
dence of desire to trade either way 
and in fact, sellers appeared to be 
even more reticent than _ buyers. 
Prices were nominal with figures of 
17%ec. for ribbed smoked sheets on 
spot and nearby, 18c. for May arrival, 
18%c. for June, 19%c. for July-Sep- 
tember and 20%c. for July-December. 
London also was reported unchanged 
at 10d, while sterling exchange was 
only slightly lower. 

Paras were dull but steady on the 
basis of previously prevailing prices. 
Centrals were not mentioned. The 
stock of these is limited, as they can- 
not be sold except at a considerable 
loss at prices now obtainable here. 


Rubber Quotations 


Para—Up-river, fine 
Up-river, coarse 
Island, fine 
Island, coarse 
Caucho, ball, upper.... 
Caucho, ball, lower.... 
Cameta 

Plantation — First 

pale crepe 
Brown crepe, 

clean 

do do, rolled 
Smoked ribbed sheets.. 

Centrals—Corinto 
Esmeralda 
Mexican scrap 
Guayule, wet 
Guayaule, dry ......... 
Balata, block, Trinidad. 
Balata, block, Colom- 

bian 
Balata, Panama 36 
Balata, sheet 65 


Scrap Rubber 


Holders find it useless to attempt 
to press sales, as the lowest prices 
named fail to draw orders. 

Boots and shoes 
Arctics, trimmed 
Arctics, untrimmed 
Tires—Automobile 
Bicycles, pneumatic 
Hose, steam, fire 
Inner tubes, No. 1 
Inner tubes, No. 2 


latex 


thin, 








| Where to Buy 


Children’s Shoes 














Infants’, Children’s, 
Misses’ and Young 
Women’s Shoes. 


CONSOLIDATED 
SHOE CO. 


212 Essex Street 
Boston, Mass. 








IN-STOCK 


Children’s Flexible 
Turns, sizes 1 to 8 


Popular Priced Stitch- 
downs, sizes 5 to 2 
SAMPLES Sent Prepaid 


G Milow Shoe Co., Ine. 
ROCHESTER, N. Y. 











Where to Buy 


Miscellaneous 




















“SILVERITE” 
Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb Wool Insole— 
“A Service Trade Builder.” Send for our com- 





: N.H. GROVER CO., R 63, 161 Summer St., Boston 


z plete e 
3,.6,,S,,& 5,5, CO. Mi, on 81 High St. Beston, | 


catalog of Shoe Findings. 





orrer FREE USE: 


Of Shoe Cuts, Covers, Borders, Ete., for your = 
Booklet, Catalog or Folder, if you place the 
prioting with us; or we will Sell Shoe Electros 
at $1.25 each. 

SEND FOR FULL PARTICULARS 














Perfection Pneumatic 
Arch Cushion 


Designed to Prevent 
Fallen Arches 


ELASTIC TIP COMPANY 
Boston, Mass., U.S.A. 














A novelty in a brogue rubber. 





OOEEeCteEEREERteeteer 


‘Better Multigraphing ? 


> 


M 
HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 





seneteeeeenegen 
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More Novelty Sellers 


See pages 60, 91 and 10] 
for other Satenen- Adiag 
Instock Shoes. 
Terms Net 30 days 
F.O.B. Boston 


TRADE MARK. 


Stock No. 1947, “Helen’’—Russia 

Calf, Barnet’s 33 Color, One Strap, Imi- 

tation Tip, Flexible McKay, 14/8 Junior 
Stock No. 1926, “Verna”—Russia Full Louis Heel. A to O. All sizes. $5.50 Stock No. 1927, “Catherine.”— 
Calf, Medium Shade, One Strap, Imitation Russia Calf, Medium Shade, One Strap, 
Wing Tip and Foxing, Goodyear Welt, wae ies Bm 4 - Tip, Goodyear 
White fair-stitched, 14/8 Military all } elt Military a teatiion heel. A 
leather heel. A to D. All sizes.. 85.00 Novelty Footwear to D. All sizes $5.26 


KATZMAN-ADLER SHOE COMPANY 


211 Essex St. Boston, Mass, 


PROGRESS 


We show here the new home of 
“THE HOUSE OF JOBS” 
A constant and continual growth since we started in business has 
necessitated our removing to larger quarters. 
We are now located in the heart of the wholesale shoe district 
of Chicago. 


With over 100,000 square feet of floor space, we are equipped to 
carry larger quantities of floor stock, from which we will continue 
to make prompt shipments to our increasing number of accounts. 




















Buy often and as you need shoes, thus increasing your turn-over 
on a minimum investment. 


“Quick Service” is our motto. 


WEIN SHOE COMPANY 


“THE HOUSE OF JOBS” ‘ 


33 So. Wells 35 5% 
10 days CHICAGO 10 days 





























Where to Buy 


Standard Shoe Materials 





Boggs & Cobb, Inc., Boston, Mase. 








COATED GEM DUCK 
ADHESIVE BACKING CLOTH 


Rabber and Leather 
Dry Foot Welting 
Sheet Rubber Soling 
B. F. CHAMBERLIN 


184 Summer St. 
BOSTON 
Fermerty Walpole Shoe Supply Co 





T. W. GODSOE, Pre. 
W.G. DONALD, Vice 
; F. E. JONES, Treas 


F. E. JONES COMPANY 
coors MAT KID 


95 South Street, Boston 











The One 
Waterproof 
Leather That 
Takesand Re- 
tains a Polish 


Creese & Cook Co. $50""" ic 


Tenneries at Danvereport 











MEYER THREADS 


Best in quality—Prices right. Diamond 
spool silk and lockstitch thread, all sizes 
and colors. Samples for the asking. 
Manufactured by 
John C. Meyer Thread Co. 





Lowell, Mass. Dept. X-P-Z 

















c= 0 Buy 
Window Trim Material 


Window Displays 
BACKGROUND PAPERS, 
ARTIFICIAL FLOWERS, etc. 

Send for Catalogue 

DOTY & SCRIMGEOUR SALES CO. Inc. 

30 Reade Street, New York 
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Change in Shoe Jobbing Concerns 


Max Maistrosky has purchased the 
interests of Charles Klein in the shoe 
jobbing business of Klein & Mais- 
trosky Co. The business will be con- 
ducted under the name of Max Mais- 
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trosky Co. The Klein & Maistrosky 
company has conducted a wholesale 
shoe jobbing business for the last 
eieven years in this city. Mr. Klein 
is to move to New York, where he will 
conduct a retail shoe store. 


Akron 


No startling changes are noted in 
the local shoe trade. Several days of 
bad weather put a damper on busi- 
ness the first part of the week and 
left things quiet until Saturday. 
Women have apparently reached an 
agreement to wear brown kid and tan 
calf straps and oxfords until sport 
styles come in. 

Among the first novelty shoes 
which have made their appearance 
are the brown and white, and black 
and white, straps and oxfords. Many 
variations of ball and shoulder straps 
make a neat shoe and show signs of 
becoming popular. Prices ranging 
between $8 and $10 seem to meet the 
favor of all classes. Higher priced 
stock is moving slowly. 


Men Buying Oxfords 


Men’s departments report a steady 
business in oxfords of the latest 
styles, especially novelties. Brogues 
with ball and shoulder straps sell 
well in the exclusive houses, and 
browns are in demand every place. A 


few windows are showing summer 
sport wear, mostly white oxfords. 

In children’s departments various 
staple styles are in demand. Roman 
sandals show signs of becoming popu- 
lar. Regular tan sandals are being 
called for. Mary Janes and lace ox 
fords in browns and blacks are a good 
bet. 


Stores Being Re-modelled 


Many houses are taking advantage 
of the present low prices of building 
materials to remodel their stores. 
Most of them are confining their 
changes to fronts, especially those in 
old buildings which do not offer the 
desired window space. 


Extra Pair Sales Anticipated 


One local merchant declares that it 
is his belief that men will buy extra 
pairs of oxfords which please them 
this summer and hold them for use 
during the winter. He looks for a 
low shoe woolen hose fad to strike the 
men. 


Memphis 


APRIL A GOOD MONTH 


Still Better Conditions Predicted 
During Early Summer 


Despite an unusual rain fall and 
many cold days, retail and wholesale 
shoe trade has been fairly good here. 
It is expected that the commencement 
season of May and June will develop 
still more business. Two hundred and 
eighty-eight merchants were here 
Merchants Day and attended the fea- 
ture events arranged by the Wm. R. 
Moore Dry Goods Co.; Caruthers 
Shoe Co. and Goodbar and Co. Ewing 
Caruthers said that trade for that 
day was very satisfactory and stocks 
moved rapidly. 


Adds Line of Women’s Shoes 


The Emerson Shoe Co. on S. Main 
Street has added a line of women’s 
shoes at their store, which has hith- 
erto given exclusive attention to 
men’s footwear and hosiery. 


On Tuesday, April 26, a meeting of 
the Cotton Marketing Association was 
held here with a large attendance from 
sixteen cotton states. President How- 
ard of the American Farm Bureau 
Federation presided. The marketing 
of cotton on a plan outlined by Aaron 
Sapiro, for Oklahoma, Arkansas and 
Texas, with local county inspection 
and a general office for the entire 
territory was discussed. 


Minneapolis 
A BIG WHITE SEASON 
Demand for Novelty Styles Continues 
Good 


“It’s going to be a great season for 
white footwear,” is only one of the 
many predictions offered by shoe mer- 
chants of the Twin Cities. Manu- 
facturers and retail shoe men both 
agree and are making preparations 
for what they believe will be a rec- 
ord season. Many progressive retail 


merchants are already displaying 
white footwear. The prediction is 
also made that there will be a demand 
for a variety of styles and novelties 
in white. 
Colonials will be in demand, say 
prominent dealers, and they add that 
there is no doubt but that one and 
two-straps in buck and canvas will 
tk: in equal demand. Sport oxfords 
are also coming in for their share.. 
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Because sport styles have been so 
popular in the East for several sea- 
sons, as well as through the South, 
the ‘win Cities are now anticipating 
a revival of the demand throughout 
the Northwest. 


Men Buying More Freely 


The injection of new style into 
nen’s shoes, and the absolute need 
if new foot covering following many 
nonths of buying abstinence, are the 
actors credited with the increased 
ales of men’s shoes, according to N 
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Clark, manager of the shoe depart- 
ment of the Palace Clothing Com- 
pany. “Men’s business is very good 
and has been growing better for some 
little time past. The volume is much 
larger than it was a year ago and 
my belief is that demand will con- 
tinue active. Brogue oxfords will be 
big sellers with the men, medium tan 
being especially in favor. Semi 
brogues with perforated tips as well 
as apron patterns are also good 
Tans and the medium shades of 
brown are most in favor. Blacks are 
but fair,” Mr. Clark said. 


Rochester 


TO SELL ONLY SHOES 


Former Department Store Now a 
Footwear Store 


To celebrate the occasion of the 
change of name from Myers Depart- 
ment Store to Myers Shoe Store 
everything in stock was offered at 
greatly reduced prices. This store, 
which has been on Front Street for 
many years, formerly handled all lines 
of merchandise, including shoes, 
women’s apparel and millinery, but 
from now on the entire building will 
be devoted to the sale of shoes and 
hosiery only. 

During the sale, women’s pumps 
with one or two straps, plain oxfords, 
brogue oxfords, or ball-strap oxfords 
were offered in black or brown, kid, 
calfskin, patent leather or suede for 
$2.98. Men’s shoes ranged in price 
from $1.98 for work shoes in black or 
brown to $3.98 for men’s black or 
brown Goodyear welt shoes. 


Saddle Straps Going Well 


The men’s Walk Over store is dis- 
playing vamp saddle strap oxfords 
and the manager reports a run on this 
style of footwear. Models in plum 
calf with brass eyelets priced from 
$8 to $10 are the big sellers. 


Rochester Will Not Save Daylight 


Rochester will go along this summer 
without any change in clocks. At the 


last meeting of the Common Council 
the aldermen passed over the daylight 
saving for this year. The Retail Mer- 
chants’ Council of the Chamber of 
Commerce is advocating the opening 
and closing of stores an hour earlier. 


Mater Mack Company Incorporated 


The Mater Mack Company, Inc., has 
filed articles of incorporation under 
the laws of New York to manufacture 
infants’ soft shoes. The factory wil! 
be at 42 North Water Street. Mr. 
Mater, who will have charge of pro- 
duction, is an experienced shoe man, 
having been employed by A. H. Mar- 
tin of Rochester and the B. & P. Foot- 
wear Co., Inc., of Oswego. Sales and 
advertising will be handled by Mr. 
Mack. 


L. F. Watson Appointed Manager of 
McFarlin’s 


Lester F. Watson, well known re- 
tail shoe man, has been appointed 
manager and buyer for the shoe de- 
partment of the McFarlin Clothing 
Co., succeeding the late Frederick H. 
Sutherland. Mr. Watson has long 
been identified with the retail shoe 
business, his first position being with 
Coes & Young of Boston. For the last 
seven years he has been with the Mc- 
Farlin Clothing Co. as assistant buyer, 
but left early in March to go with 
Fred Wright as assistant manager 
and buyer for the Nettleton Shop. 


Los Angeles 


GRAY SUEDE A HABIT 
Appearing Now on New Styles in 
California 

The wearing of gray suede foot- 
wear has now evolved into something 
more than a “fad.” It has become a 
habit with well dressed women, being 
particularly appropriate for spring 
and summer wearing. The low square- 
cut molded arch is very popular and 
appears on a great, many of the newer 
styles. Narrow one and two-straps 
adorn these newer shoes. 

Bullock’s Sportswear Store, featur- 


ing outdoor shoes for women, are hav- 
ing great success with a fawn buck 
sport oxford with black or tan calf 
saddle, heel and sole to match. The 
wing tip seems to have given way to 
the ball strap and the saddle. They 
are also selling a great many riding 
boots. 


Men Buying Semi-Brogues 
Typical of the styles men are call- 
ing for is the “Aberdeen,” featured 
by Nettleton’s. This is a low-cut semi- 
brogue oxford with perforated tip. 





Where toBuy 


Engraving and Printing 








COLOR PRINTING DESIGNING 


CATALOGUES 


Telephone Main 3408 
HOOPER PRINTING COMPANY 
74 INDIA STREET, BOSTON 








* UNIVERSITY 
ElgcreorreerounDR| 





183 Enacx St Boston 
71 Bertie. St Brockton 














ATLANTIC PRINTING CO. 


Shoe Printers 


Tear out this ad and mail for detaile of 
our Special Printing Serviee for 
the Boot and Shoe Trade 


201 South Street, Boston, Mass. 
Telephene 4960-4961 











Where toBu 


Ballet Slippers 





\ 








BATHING SHOES 


IN STOCK 
Ballet Sli 
Boudoir 81 
Gymnasium 
Bathing 

Wrtte for Ostalogue 
BROOKS SHOE MFG. CO. 
Philadelphia, Pa. 


vases wens 
Pry te) 











A REAL HIGH CLASS 
BALLET 


Finest Workmanship 
Women’s Black vici, Sizes $70 ta8.+--. 38 a5 


2.0004 $1.65 
Child’s “ ““ « 2, $1.55 


tol 

Seoond Grade Vioi Kid, $1.40, § ‘45, $1.50 
punttiteler t-once shipmen. 

SHOE CO. Inc 96, Duane’ St, NY... 








W2 SUMNER SMITH 




















BOOT AND 











Shoe Ornaments 


Where to Buy | 











A BEADED OR PLAIN 


STRAP or BUCKLE 


made by the VANITY 
will sell your’ pumps 


VANITY NOVELTY WORKS 


913 Gates Ave., Brooklyn, N. 
— 








D. W. COULTAS CO. 
Manufacturers 
RHINESTONE BUCKLES 


Big Demand 
WRITE FOR SAMPLES 


PROVIDENCE - - =< R. I. 








a M. B. MARTINE, Inc. 
\a Show Reom—130 W. 42nd Street 
Office—148-152 Duane Street 
NEW YORK, N. Y. 
SHOE BUCKLES, STRAPS AND 
EVERYTHING IN SHOE OR- 
NAMENTATION, INCLUDING 
BEADING 














Where to Buy 


Shoe Patterns 





























Where to Buy 


Shoe Polishes 














Reports Tendency Towards Gray Kid 


H. L. Van Degrift recently returned 
from the East, where he placed orders 
for the biggest lot of shoes he has 
ever purchased in an Eastern market. 
While gray suedes are still their big- 
gest sellers, they look for a gradual 
lessening of the demand, as the pres- 
ent stocks are depleted. A tendency 
toward gray kids has been noted. 


Service Charge Indorsed by 
Wholesalers 


At the monthly meeting of the 
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Wholesale Boot & Shoe Association of 
California, southern branch, the sub- 
ject of a 10-cent service charge on al! 
single pairs of shoes, up to and in- 
cluding three pairs, was discussed. It 
was unanimously decided to inaugu- 
rate this charge beginning May 1. It 
is believed that this measure will 
greatly minimize the present tendency 
to fill in single pairs, as the merchant 
ean just as well order four or more 
pairs. This will be a great assistance 
to the wholesaler.and will also facili- 
tate Uncle Sam’s deliveries. 


Lynchburg 


BUSINESS IS IMPROVING 
Mining Activity Has Given Trade a 
Needed Stimulus 


A steady increase in the shoe busi- 
ness in the coal fields of Virginia, 
West Virginia and Kentucky is re- 
ported by Charles B. Easley, secre- 
tary of the George D. Witt Shoe 
Company who has just returned from 
a trip of three weeks through those 
sections. So bright does the pros- 
pect for business in this section ap- 
pear that Mr. Easley is contemplating 
a second trip. 

In some of the West Virginia cities, 
among which was Huntington, Mr. 
Easley reported that he found the 
retail business to be unslacked. This 
condition prevailed in other sections 
where the mines have been in con- 
tinuous operation. Evidences of. in- 
creased mining activity have stirred 
the retail shoe merchants into buying 
and Mr. Easley said that during the 
three weeks he could sense a gradual 
increase in the volume of business 
transacted. 


Satin Pumps Popular 


Satin pumps with baby and full 
Louis heels have been making a 


strong bid for popularity and are be- 
ing shown in a variety of styles and 
colors. Pumps with one or two 
straps seem to be most in demand. 
The G. A. Coleman Company has been 
offering special bargains in satin 
slippers at $9.85. Merchants are be- 
ginning to push sport oxfords for 
women. White fawncloth oxfords 
trimmed in brown and black calf with 
white ivory sole and heel are being 
featured by the Bell Shoe Store at 
$7.50. The Rucker-Evans Company 
is putting on a special sale of pumps 
and oxfords for women at $5. 








Kohn with Homan-Hughes 


O. M. Kohn covering Michigan and 
Northern Indiana for The Homan- 
Hughes Company, Cincinnati, is now 
in his territory. Mr. Kohn, covering 
the automobile manufacturing dis- 
trict, is very enthusiastic over the 
outlook for the coming season, in 
view of the fact that virtually all 
plants have resumed operations. Mr. 
Kohn is a wellknown authority on 
style, and has the confidence of his 
entire trade. He has been with The 
Homan-Hughes Company for eight 
years. 














ten Paice DRESSINGS 


Wey MAGIC WHITE 


LIQUID CLEANER 
ween FOR CANVAS & 
$2.0 PER 


SUEDE $1.00 PER 
DOZEN 


DOZEN 
P. J. eames ~~ 44 co. 
641 ARCH 8ST. 











e Ribbon 
Send for Catologue To-Day 





BUSINESS ON UPGRADE 


Business throughout _ the 
country is experiencing a grad- 
ual but wholesome revival, ac- 
cording to Richard J. White, 
Milwaukee, - national president 
of the Travelers Protective As- 
sociation. At the annual con- 
vention of the Wisconsin divi- 
sion of the association, he said 
April 15 that he based his view 
upon reports received tri-week- 
ly from presidents of 36 State 
branches. 

“All classes of business are 
now definitely on the upgrade,” 
he said. “The improvement is 
gradual, but sound, and is cer- 
tain to continue.” 











New Catalog Issued by Crossett 


A beautiful example of modern 
shoe catalogs is that which has just 
been issued by the Lewis A. Crossett 
Company of North Abington, Mass. 
A particularly noteworthy feature of 
this book is the cover design which 
details in color the various types of 
American men from the time of the 
Landing of the Pilgrims up to the 
present day, the whole scheme being 
highly imaginative and_ effective. 
This design is particularly appro- 
priate coming as it does preliminary 
to the Pilgrim Tercentenary Celebra- 
tion and the idea is further enlarged. 
upon in the brief foreword which pre- 
cedes a complete summary and pictur- 
ing of the Crossett, Augustan and 
Kennebec shoes which are carried in 
stock for Spring and Summer. 
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RUBBER FOOTWEAR 
(Continued from page 65) 


a sale of leather shoes, to call atten- 
tion to the smartness of the rubber 
soled canvas shoes, actually fitting a 
pair, then disclosing the compara- 
tively low price and has thus been 
able to make additional sales of can- 
vas shoes in an average of seven 
cases out of ten. 

One big city apparel shop, with a 
large shoe department, found, by 
featuring this high grade canvas foot- 
wear -in newspaper advertising and 
window displays on a style appeal, 
found that it was able to attract a 
iarge number of girls of high school 
age to the store, and that additional 
sales of canvas shoes were thus en- 
couraged, 

Big Opportunities 

Owing to economic conditions at the 
present time, opportunities for the 
footwear merchant in selling of can- 
vas footwear to young people are 
greater than ever before. In the 
South the canvas season is now well 
under way and the demand is strong. 
In Northern states within the next 
few weeks, the stores of merchants 
who are alive to the profit possibili- 
ties that exist in rubber soled canvas 
footwear, are going to present a scene 
of unusual activity to the accompani- 
ment of that most musical of sounds, 
the jingle of cash registers. 

Sport Shoe Models 

The United States Rubber Company 
finds that the substantial popularity 
of mahogany leather trimmed sport 
shoes has strongly affected the de- 
mand on high grade fabric rubber- 
soled oxfords. With especial refer- 
ence to a new welted Regent Ked 
with mahogany leather trim and toe 
tip, this company reports increasing 
volume of business sufficient to indi- 
cate a decided style trend in this type 
of footwear. The rubber welt con- 
struction is an exclusive Regent Ked 
feature which has aided in giving 
dignity and beauty to the fabric rub- 
ber soled line, which finds no more 
attractive example than in this par- 
ticular type. 

Exclusive retailers and big depart- 
ment store buyers are beginning to 
realize the virtues of a vulcanized 
fabric shoe whose standards of qual- 
ity are on a level with the finest 
Goodyear welt leather shoes. Until 
recently no one had anticipated a 
fabric shoe, machine lasted, with felt 
covered fibre innersole, linen sock lin- 
ing and cork filler, in fact a welt shoe 
with vulcanization taking the place of 
stitching. These buyers to-day are 
giving this type of sport shoe the 
closest attention. 


DULL RUBBER MARKET 


The rubber. market has been fea- 
tureless so far as any developments 
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affecting the course of prices were 
concerned. There was very little evi- 
dence of desire to trade either way 
and in fact, sellers appeared to be 
even more reticent than _ buyers. 
Prices were nominal with figures of 
17%c. for ribbed smoked sheets on 
spot and nearby, 18c. for May arrival, 
18%c. for June, 19%c. for July-Sep- 
tember and 20%c. for July-December. 
London also was reported unchanged 
at 10d, while sterling exchange was 
only slightly lower. 

Paras were dull but steady on the 
basis of previously prevailing prices. 
Centrals were not mentioned. The 
stock of these is limited, as they can- 


. not be sold. except at a considerable 


loss at prices now obtainable here. 
Rubber Quotations 


Para—Up-river, fine .... .. a17 
Up-river, coarse...... 9%a. 


Toland, fine occas aeee ao a 17% 
Island, coarse ........ 9%a.. 
Caucho, ball, upper.... 12%a 
Caucho, ball, lower.... 10%a .. 
OO OEE ee Oe 2. @ 
Plantation — First latex 

pale crepe ..... pase JOS . 
Brown crepe, thin, 

PIR ees mM a&@.. 

do do, rolled ....... ll%a .. 
Smoked ribbed sheets.. 17%a .. 

Centrals—Corinto ....... Tia .. 

MIE. on csicwscies Tha .. 
Mexican scrap ....... a oe 
Guayule, wet ......... 15 a 18 
Guayule; dry ....:5... 20. @ « 
Balata, block, Trinidad. 53 a 
Balata, block, Colom- 

_. ee rae 38 a 39 
Balata, Panama ...... 36 a 387 
Balata, sheet «........ 65 a 68 


Scrap Rubber 


Holders find it useless to attempt 
to press sales, as the lowest prices 
named fail to draw orders. 


Boots and shoes ........ 3%a.. 
Arctics, trimmed ....... 2%a 8. 
Arctics, untrimmed ..... m Das 
Tires—Automobile ...... i 
Bicycles, pneumatic ..... a ees 
Hose, steam, fire ....... ea 
Inner tubes, No. 1...... a 8 
Inner tubes, No. 2...... .. a 5 











Whereto Buy 


Children’s Shoes 


woven 
—— 




















Infants’, Children’s, 
Misses’ and Youns 
Women’s Shoes. 


CONSOLIDATED 
SHOE CO. 
212 Essex Street 
Boston, Mass. 











IN-STOCK 
Children’s Flexible 
Turns, sizes 1 to 8 











| . 





Where to Buy 


Miscellaneous 














te S50, , Migs. 81 Ha h St, Boston, Mass. ecnscceee 






Lamb Wool Soles—Bound and Cord Edges 
Write for our new No. 65 Lamb LY Insole— 
‘A Service Trade Builder.” Send for our com- 









‘orrer FREE USE 





Of Shoe Cuts, Covers, Borders, Etc., for your 
Booklet, Catalog or Folder, if you place the 
a - us; or we will Sell Shoe Electros 
a 

SEND yon FULL PARTICULARS 
N.H. GROVER CO., R 63, 161 Summer St., Boston 

















Perfection Pneumatic 
Arch Cushion 
met. 
ELASTIC TIP COMPANY 5 
Boston, Mass., U.S.A. 





















A novelty in a brogue rubber. 





Better Multigraphing 
LETTERS CIRCULARS, 
OFFICE FORMS. 

HOUSE ORGANS 
Send for Samples and Prices 


F.S. ROOT CO., 6 Beacon St. 


Boston, Mass. 











No matter what policy you may 
pursue in selling to the shoe trade, 
nevertheless, you need the 


Boot and Shoe Recorder 
All the Time 
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More Novelty Sellers 


See pages 60, 91 and 101 
for other Katzman - Adler 
Instock Shoes. 


Terms Net 30 days 
F.O.B. Boston 


TRADE MARK. 


r Stock No. 1947, “Helen”’—Russia . 

Calf, Barnet’s 33 Color, One Strap, Imi- 

tation Tip, Flexible McKay, 14/8 Junior 

Full Louis Heel. A to ©. All sizes. $5.50 Stock No. 1927, “Catherine.”— 


Stock No. 1926, “‘Verna”—Russia 
Russia Calf, Medium Shade, One Strap, 


Calf, Medium Shade, One Strap, Imitation 
Wing Tip and Foxing, Goodyear Welt, Regular Ball Strap and Tip, Goodyear 
Welt, 14/8 Military all leather heel. A 


White fair-stitched, 14/8 Military all ‘ 
leather heel. A to'D. All Sizes. .$5.00 Novelty Footwear to D. All sizes $5.25 


KATZMAN-ADLER SHOE COMPANY 


211 Essex St. Boston, Mass. 




















We show here the new home of 


~ PROGRESS 


“THE HOUSE OF JOBS” 


A constant and continual growth since we started in business haa 
necessitated our removing to larger quarters. 

We are now located in the heart of the wholesale shoe district 
of Chicago. 


With over 100,000 square feet of floor space, we are equipped to 
carry larger quantities of floor stock, from which we will continue 
to make prompt shipments to our increasing number of accounts. 


Buy often and as you need shoes, thus increasing your turn-over 
on a minimum investment. 


“Quick Service” is our motto. 


WEIN SHOE Company 


“THE HOUSE OF JOBS” 


oa 33 So. Wells 35 
10 days CHICAGO 10 days 
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IN STOCK BROGUES 














Stock No. 580—Brogue Last. Gallunts 26 Brogue Ox- Stock No. 587—Brogue Last. Gallun’s 4 ee 
— rd. AA, 7 to 11; A and B, 6 to 11; C and D, 5 to II. Brogue Oxford. Rawhide Slip Sole. Price... .$7.00 
6.75 


Stock No. 693—Brown Cordovan Oxford. Rawhide 
Slip Sole. Sizes and Widths: AA, 7 to 11; A, B, 6 
to II; C, D, 5 to I. eT Pee eer $7.25 


Dalton Dress Oxford 





No. 372 


FENWAY LAST 
Patent c. S. Oxford. 3 Bevel Edge. Flexible Sole. 
Sizes and Widths: AA, 6% to 11; A, B, 6 to 11; C, 
ee PUY WER. MINES 05:4.5.6, 6.60000 % 5-0 h0006-6b00% $6.06 


ThejDalton Company, Inc. 


f Men’s Fine Shoes 


BROCKTON, MASSACHUSETTS 


BOSTON: 183 Essex Street. NEW YORK: 651 Marbridge Building. CHICAGO: Room 706, Security Bldg. 
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COMPETITION vs. QUALITY 


Competition has forced us to lower prices by foregoing 
our legitimate profits. 


No competition will force us to depart from the high stand- 
ard of merchandise we are manufacturing. 





Now is the Time to Establish a Trade 


POOR MERCHANDISE, especially in felt slippers, regardless of price, will 
not hold your customers. 


QUALITY MERCHANDISE, reasonably priced, will make and hold cus- 


tomers and create that asset termed good-will. 





Quality and Price Considered—Solemate Felt Slippers are the Best Value 


SULFATES LUCILLE FELT SLIPPER COMPANY, Inc. 


220-230 West 19th Street _ New York City 





THE SLIPPER WITH A SOUL. 


USMC CORK INSOLES 


for men and women 


A NEW line of durable sheet-cork insoles, reason- 

ably priced. They are covered with hair or 
flannel in attractive colors, cloth-bound or lockstitch 
edges. Wrapped in packages of a dozen pair—solid 
or assorted sizes. For sale by Shoe Findings Jobbers. 
Order some today. 


United Shoe Machinery Corporation - - Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Co. - 
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The Fan Tung Pump 


Havana brown kid vamp with 
taupe suede quarter and insertions 
in tongue. 


This last carries 16/8 Full Louis 
Heel. The pattern lends _ itself 
particularly to combinations. 


“Kimball and Sherman Quality” 


KIMBALL & SHERMAN CO. 


HAVERHILL , MASS. 
BOSTON OFFICE , RICE BLDG, 10 HIGH ST, ROOM 701. 





aS 
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“Make Buyers Out of 


Fixtures Are as Clever as the Hand of 
Your Best Salesman 


You know how the ideal sales- 
man takes a shoe in his hand, 
holds it up, turns it around so 
that the customer will not fail 
to see all its striking and attrac- 
tive features. 


Most certainly—good salesman- 
ship. 

Our fixtures are built to be just 
as clever as the hand of your 
star salesman, for they place the 
shoe so that the passerby cannot 
fail to see and be impressed 
with its unusual features. 


It is the Hugh Lyons’ fixture 
that gives harmony to your win- 
dow and interior store decora- 
tion. Our catalogs show the 
complete designs we make. 


Allow us to send you a set for 
Passersby” your fixture library. 


Salesrcoms 


HUGH LYONS & CO. — tansing, michigan apy xoa'6 stn & 
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SHOE MILEAGE AND DOLLARS 


v, 


Yi, 


v, 


— 


After all, service in shoes is like mileage in 
tires. The way they hold up and the length 
of wear determines whether you get future 
business. La Crosse shoes are warranted for 
unusual mileage, come through all kinds of 
tough knocks, and bring a look of satisfac- 
tion to the wearer and certified repeat busi- 
ness to dealers. Their cost per mile is low. 
You will sell La Crosse shoes sooner or later. 
Why not now and add this profitable trade 
to your store? 


No. 771—Ohoc. Retan 6-inch, full quarter and vamp L CR SS B | | 
Blucher welt over our No. 88 last; has soft box toe 

and 9-iron single sole. Eyelets to top. An ammonia 

resisting shoe for farm wear $3.50 e e 


No. 772—Choc. Retan side upper leather, welt, with 


full 12-i ing! le, full vamp, all solid leath 
eel, one plece lifts ¢ ‘xin. LA CROSSE WISCONSIN 


heel, one piece lifts clear to the rand, nickeled Klon- 
dike hooks and eyelets $3.90 


VARAAARAAAARAA 





AAANARAAAA AAA! 





AAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAAANAAAAAAANS 


PY VV WN 








21 May 7, 1921 BOOT AND SHOE RECORDER 
Quick Selling Novelties 
» See pages 60, 86 and 101 


for other Katzman-Adler 
in stock shoes. 


Terms Net 30 Days 
F.O.B. Boston 





Stock No. 1958, 


A to G All glmes...cccccccccecs 


“Alice”—Black 
Kid, Two Strap, Imitation Tip, Flexible 
McKay, 17/8 Full Louis eee 






yee 





TRADE MARK 


Stock No. 1957, “Elizabeth”— 
Beaver Brown Kid, e Strap, Fawn 
Buck Inlay, Collar and or Hand 
Turned. Imitation Tip, 14/8 Jantor 
Louis Heel. AA to 0. All sizes. .85.5 


c 


Kin’ One Sirap. Flexible McKay, 14/8 Peet Cele,’ Tae Bray, White Inlay, 
, One Strap, Flexible McKay, 7 
F ior Louis Heel. A to ©. All Flexible McKay, 17/8 Full Louis Covered 
| Repent dearest Raabe: $5.00 Novelty Footwear Heel. A to ©. All sizes........ $6.00 


KATZMAN-ADLER SHOE CO. 


211 Essex St. 


ej 





Boston, Mass. 














FACTORY 
HAVERHILL, MASS.’ 
J. GEORGE KNIGHTS 








A Proven Way of Increasing Trade 


KNIGHTS-ALLEN CO., 


is to confine your purchases of footwear to firms 
of recognized standing and high reputation for 
right dealing. 


It has been an appreciated tribute to our service 
to have customers order, then reorder, and stay 
with us, season after season. 


To those serving a market for women’s Comfort 
Turns and up-to-date strap styles, we offer values 
that can be sold profitably. 


INC. 


BOSTON SALESROOM 
207 ESSEX STREET. 
J. WALLACE ALLEN 


‘We invite you to call either in 
Haverhill or Boston. 
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In Stock for IMMEDIATE SHIPMENT 


Latest Development of the 
Popular Brogue and Ball Strap Effects 


One of Sever Smart 
Midsummer Styles 
Ready to Ship May 10. 


Style No. 2170 
Gallun’s No. 4 Russia Calf Imitation Ball 
Strap, heavily stitched. Sovereign Last. 
Widths AA to D. Sizes 5 to 11 


SS 54 0 Se a) oe £0) ee OO). 8 740 


671 N. SANGAMON ST., CHICAGO 148 DUANE ST, NEW YORK 


TELEPHONE MONROE 4550 ee a oe Ok BE: CANAL 2022 
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CLEANS & RECOLORS 


| 
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HITE SHOES 


EXCEOT wre TE UD 
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Griffin Lotion Cream Tne Snoe = 

















































7 In white, black, light tan, 
Griffin White Kidine Havana brown, dark brown, light WHITE KIDINE 
FOR welt «0 SHOES 
For all white kid shoes. A per- gray and dark gray. Cleans, cenware wo scee, 
fect white cleaner that gives a xoftens and polishes all kid —— 
kid glove finish. leather. Contains no injurious pointy 
Small (15c.) Size. $15.60 Gross, acids. It is to the leather what ane vom erry 
$1.85 Dos. cold cream is to the skin. us 
Large (25c.) Size, $21.60 Gross, 3 os, Size, $21.60 Gross, ~ pine snabae . 
1.90 Doz. $2.00 Doz. 
In the pad bottom tin. Cleans ‘ Griffin Peuerwhite 
and —-.. —_ oe @leanee 
stantly oe » © me ng e For all white shoes except kid. 
effective. In white, chamois, ° 
fawn, field piouse, Srey fawn, The Right Shoe Dressings ry thorough cleaner, not a white- 
champagne, ivory, ° 
dark and y castor, light olive, 3% oz Folding To: a 
seal and a nigger brown, light, for Spring - $18.00 Gross, 5 Dos. 
medium and dark gray, black. 5 oz. Size, Neck Box 
$21.60 Gross, $1.9 90 Dez. 

















$20.20 Gross, $1.85 Doz. 
There are no better or better known dressings for all kinds of white shoes than Griffin. 


GRIFFIN MANUFACTURING CO., Inc. 
67-69 MURRAY STREET NEW YORK, U. S. A. 


manncoenvnnnenennnrvnnenennnnnvneraycevessesesereseneastvaverncncceneonrascarseeeenocii titty OUNANNQENNNNCONENTGONNETOOONOdOOASONONOOONOOOOO ESA 
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“It has been our aim, particularly during the last — 
two years to firmly impress upon the shoe mer- 
chants of the country the dependability of The 
HARRISBURG SHOE MANUFACTURING CO.’S 


Footwear. 


If by unremitting attention to detail—by making 
our shoes just a bit better—by giving that extra 
__ bit of service, we can help to make your purchase 
“>. a wise one, we feel that we have taken the first 
_ important step toward cementing a lasting business 
connection. 





It has been our experience that in most cases our 
customers stay on our books. We simply try to do 
by you as we would wish you to do by us. The shoes 
we sell you are just what we claim they are. You 
can sell them—as we sold them—confidently. 





aA 





>, 


And, as your resales mean our resales, we put the 
satisfaction into the shoes in the making. 


a a ee ae 
SS Ss ss Ss 






-_— eS 
2S ee Ss 


It would be a pleasure to hear from those of you 
who have not yet examined our line. We believe 


Zo 







<2 


<= 


ZS 
o> 22 
2A 











A\{ Hs 


it would be a profitable connection. 


Che Harrisburg Shoe Mig. Co. 


of Harrisburg, Pu. 


"WOMEN'S SHOES MISSES SHOES CHILDRENS SHOES 













OF VALUE 











S44 44944t 4G. es) 674444429746 444 9744444 1744 t*<4 497444449744 tas ‘ 
<4~n<<aa~ SS>))\\sos35 “42620744444 Cad ) 135.275.534.454 35.755-4 5755+. i 
PS 2t tert sect seer ect Sse Sco ee Se? fae wn ew Bee S2s See Sct oem se 
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SHOE store is the 

easiest place in the 
world to sell hosiery to 
a man. 


Because he is in the frame of mind to consider the details of his 
personal appearance—not a common mood with most men. And 


even more— 


Because he is in the frame of mind to buy footwear. 


Make two sales grow where one grew before. 


¥ Ony x” ©) Hosiery 


Emery 6 Beers Company, inc. 


Sole Owners and Wholesale Distributors 
Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery _ 
NEW YORK 


Buffalo San Francisco 


BROADWAY at 24th STREET 
Chicago Philadelphia Boston 
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Love of Something 
Different 


is the eternal wish of most women. 
Look at the next customer who comes to 
you. She may be forced by circum- 
stances to buy a hat like some one else, 
yet did you notice that different angle 
at which she wears it, to make her look 
individual ? 


Nowadays shoes are as conspicuous as 
hats, but harder to make individual, yet 
when extreme care and thought in the 
creation of design is coupled with honest 
salesmanship shoes set off a woman's 
wardrobe and make it distinctive. 


Merchants find the popularity of 
Lindner shoes largely due to their grace- 
ful, unusual patterns which, added to 
Lindner workmanship, build up a steady 
repeat trade. 


The nearest Lindner representative will 
gladly show you the latest Lindner 
models. 


Lindner Shoe Company 
Carlisle, Pa. 








| 
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DEPENDABLE FOR WEAR 


Two Classy Styles . 
In Stock—Right Now sme caucacos 
Decidedly New “As 


“THE RIALTO” 


The individuality and style 
of these models appeal to 
the women. 


They are the 
LAST WORD IN F. Blumenthal’s White Washable 
Patent Saddle Straps, gn'50 


Kid, 


SHOE DESIGNS Underlay 


i capeengerte pear ara | Same Amey Hiden. Al a 
. y Louis § . COOr he Russia Calf, including 
Saddle Straps, with White Underlay. 

$8.00 


Widths A, B and C 2? WIRE OR MAIL YOUR Widths A, B and © 
ORDER NOW Samples of these *‘Up-to-the-Minute” 


Novelties Submitted on Request 


a 5 _. 


MANUFACTURERS OF LADIES. EXCLUSIVE FOOTWEAR . 
1613 East New York Avenue BROOKLYN, N. Y. 


NE SSS GREASE 


The Best Sellers of the Season 
for Your Approval 


=2))\\ 


—<. 
osx 


= 
Ss 
a. 


<=: 





“‘Hubtip” “No Metal Tip” 


Trade Mark, U. S. Pat. Off. 


SHOE LACES? 


If not, an Opportunity is Lost tac d 
you can gain 


SATISFIED CUSTOMERS AND REPEAT ORDERS 


“Hubtips” are made of Fine Quality 
Fast Color Braid 
Never Pull Off or Wear Tinny 


TODAY’S PRICE LIST 
27 im. ......--. 000s $2. i Per Gro. Strings 


“ “ 


“ 
“ “ 
“ 
“ 


“ 
“cs “ 
“ “ 


SPECIAL ASSORTMENTS SUPPLIED—PACKED 72 SINGLE PAIR IN DISPLAY CARTON 
STOCK UP FOR THE COMING SEASON NOW / 


FRANK W. WHITCHER CO., M’f’rs---Boston and Chicago, U. S. A. 
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National Shoe and Leather 
Exposition and Style Show 


BOSTON 





EW ENGLAND’S seashore and mountains offer 


you rest, relaxation and a royal good time after a 
hard season—pep and punch for the good fight ahead. 

Combine pleasure with business. Plan to take in the National 
Shoe and Leather Exposition and Style Show and make your vaca- 
tion pay double dividends. 

Start your Fall season fully primed as to the latest ideas in 
styles and with accurate, first hand knowledge of market condi- 
tions. The man who knows is the man who wins. 


@ © Il G & 


Chester I. Campbell, Gen. Mgr. Exhibition Space, 5 Park Sq., Boston. 


NATIONAL SHOE and LEATHER. 


EXPOSITION and STYLE SHOW 
Mechanics Building BOSTON 


CH Min We BG 
















eY TED EL hel SE er ce a & ht eS 











BOOT AND SHOE RECORDER 





May 7, 1921 
















What wouldn't you give just to 
be able to walk and be unconscious 


Now is the time to find 
foot comfort 


The week June 18 to 25 is Dr. 





& great educational display of Dr. Branches in London, Paria, Havana, Melbourne, 
Sydney, Stockholm, Buenos Aires, Cape Town. 


Dr Scholls 
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Foot Comfort Week | 








Mail this coupon for Bookiet and free sample 
The Scholl 000 
i schiler Si, 
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Dr Scholl's Fifth Annual 
oot Comfort Weelc 


June [8 th.t 25th. 


Fifth Annual Profit Event for 
Shoe Merchants Everywhere 


A proved success—a demonstrated trade builder—Dr. Scholl’s Foot Comfort 





Week, June 18 to 25. 


L. S. Donaldson, Minneapolis, Minn. 

“During our demonstration, brought about by 
your wonderful idea of Foot Comfort Week, 
we had a waiting list of people with foot ail- 
ments, from early morning until closing time. 
In every way it was a grand success.” 


Johnson & Conde, Ballston Spa., N. Y. 
“Foot Comfort Week was a big success, both 
from a financial standpoint and in bringing 
new customers to our shoe department.” 


Brosius’ Walk-Over Boot Shop, Wichita, 
Kansas. 

“We are glad to report that we experienced 

a very nice week of Dr. Scholl’s Appliances, 

and we heartily endorse Foot Comfort Week 

which you have made national.” 





Dinberg Brothers, Ogdensburg, N. Y. 


“The past week was very good in selling your 
appliances and also in the boosting of our 


“We are getting trade from a radius of 
twenty miles, telling us that they want service 


The Scholl Mfg. Co. 


213 W. Schiller Street, Chicago, Ill. 


Buenos Aires, Cape Town. 








339 Broadway, New York City ? 
112 Adelaide St., E., Toronto, Canada 
Branches in London, Paris, Havana, Melbourne, Sydney, Stockholm, ff i 8 ein he a 


Read what these retailers say: 


that they can depend on. We are pleased to 
connect up with this nation-wide advertising, 
and are taking advantage of it.” 

This new Dr. Scholl Foot Comfort Week is 
going to be bigger and better than ever. Be- 
hind it is the force of a great national adver- 
tising campaign—a campaign that will send 
thousands upon thousands of foot sufferers 
to the shoe dealers who carry and feature the 
Dr. Scholl Foot Comfort Appliances and 
Remedies. The Dr. Scholl plan for Foot 
Comfort Week is fully explained in the port- 
folio illustrated here. It shows how you can 
get full sales and profit advantage out of it— 
how, through your local newspapers and your 
windows, you can bring Foot Sufferers to 
your store. There is no time to lose—June 


18th is not far away. Write or telegraph now, 
saying you want to participate in this 
great trade-building 


17,000 shoe 
dealers 
last year 


event. 


Chicago. 


cash in on the 


? Dr. Scholl’s Foot 
. Week 


sales. We trust that we may be able to par- eaiiilte -aabied y 
ticipate in next year’s event, as we believe it cess of the ,¢ 
one of the best trade-getters we could get. week; you va 
Chamberlain-Patten’s Temple Shoe Store, can too. a 
Nashua, N. H. Pa 
“We are glad to report that Foot Comfort o di 
Week and our prize window gave us a good x Free 
increase in our business.” ‘ ¢ Material 
and Portfolio 
J. W. Durbin & Son, Williamsport, Pa. 2° The Scholl Mfg. 
Co 


re) le 
O° 213 W. Schiller St., 


Gentlemen: I wish to 


Nation- 


Wide Advertising you are 
doing. in connection with 


Comfort 


. Send me the large port- 
folio showing all the Advertising 
helps you offer free to dealers ‘so 


Pe I can make my selection early. 
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Buyers’ Easy Reference Directory 
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Sizes Made in 
2-5. ..$1.30 Patent Leather 
5-8... 1.55 Gun and Tan Calf 
Ready Now White Nubuck 


Booklet on Request. 


Sturdy little shoes of real merit. Made with choice 
leather quarter linings and counter. Equipped with 
tough yet flexible 8 iron sole. Other styles in stock 
2-11. You will be satisfied with their salability. Your 
trial order opens the way to new business. 


JAQUES & CLEMENT 


Haverhill, Mass. Boston Office, 215 Essex St. 
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REAL QUALITY STRAPS 


ATEST designs in the fashion- 
able colors—both beaded and 


plain. 


’ Write for Samples 
Prompt Service Best Quality 
The MacNeil Co. 
219 MARKET ST. LYNN, MASS. 
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TRACY. RELY cg 








AWwELTS “WETS 
ALIFETIME OF THE ENTHUSIASM 
SHOEMAKING AND ENERGY OF 
EXPERIENCE A YOUNG FIRM 








rezeb (ene | Long wear and or 
BURKLEY 
HARNEY, TRACY, CREHAN CO. BURKLEY 
FACTORY * 589 ESSEX ST., LYNN, MASS. Retails, $2, $3.50 1156 No. Main St. 
BOSTON OFFICE: 10 HIGH STREET. Brockton, Mass. 












Kistler, Lesh & Co. 


SOLE LEATHER 
AND 


BELTING BUTTS 
TANNAGES 













St. Marys Mt. Jewett Burke Muskegon 
332 Summer St. Boston, Mass. 





<x<1 FATHER PUMP STRAP 
















| 245 Burrill Street 


“BURKLEY 


VENTILATED FOOT 
DEVELOPER 


Endorsed by eminent medical au- 
thorities. Allows full, free develop- 







buy it without hesi- 
VENTILATIONS tation 


PATENTED 







a moderate 





JOBBERS AND SHOE FINDERS 


| Send for sample cards and price list of our complete 


line which comprises all colors including white 


PROMPT DELIVERIES ASSURED 
C. R. WHITTREDGE & CO. 


Swampscott, Mass. 





ment of the growing foot. Parents 
because it 


meets their needs at 
rice. 


EO OO Oe ee ee 
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NATIONAL” 


COMMERCIAL 


AND SAVINGS OLD BANK 
ACCOUNTS WITH A 
SOLICITED YOUNG SPIRIT 













FOREIGN BUSINESS 


Your overseas customer prefers to do business his 
wa If he does not read English, he should be 
written to in his own language. Make it easy for 
him to understand your message. 

Our business is to translate English into French, 
and vice versa. Not only letters, but catalogs, bro- 
chures, pamphlets, etc. 

Write the Editor, The Export Recorder, 207 South 
St., Boston, for his opinion of our work. 


D’AVESNE TRANSLATION BUREAU 
755 Boylston Street Boston, Mass. 
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NOVELTIES THAT SELL 
See p4ges 60, 86 and 91 
a 
a 
: 





for other Katzman- Adler 
Instock Shoes 


Terms Net 30 days 
F.O.B. Boston 











TRADE MARK ~ 





e 
Stock No. 1960, “Edith’”—White 
a yw Fanon a — Fa -y 
'u uis Cove eel to 
‘“ 99, Stock No. 1946, “Mary”—Black An EE Ee EE $5.50 
Stock No. 1925, ‘“Rose”—White Satin, One Strap, Flexible McKay, 14/8 “ ” 
Levour Kid, One Strap, Imitation Ball Full Junior Louis Heel, Black Kid Tip. Stock No, 1961, “Anna’”—Same 
Strap and Foxing, Flexible McKay, 14/8 Ato C. Ali sizes $5.00 shoe as above, with 14/8 Junior Louis 
Junior Louis Heel. A to C. All ea Pee ne Heel instead of 17/8 Full Louis ASh.50 
00 . \o 





Novelty Footwear 


211 Essex St. KATZMAN-ADLER SHOE CO. Boston, Mass. 





a 


vie uy uy] eee! 


















REPCO—your customers want it 


Ree is a liquid enamel which restores the 
new appearance to sole edges and to heels. 
It’s very popular with the trade. 


Repco Heel and Edge Enamel clings firmly and 
evenly to the surface. It does not rub off. 


Repco is made in all the stylish shades—white, 
ivory, light gray, dark gray, champagne and 
Havana brown. 


For sale by Shoe Findings Jobbers. Better order 


some today. 


United Shoe Machinery Corporation, Boston 
J. K. Krieg Company, New York 
United Shoe Repairing Machine Company, Boston 
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IN STOCK 


All Patent Ankle Straps 

Chrome Patent Leather. Neat Broad for Immediate Dark Brown Oxfords 

Toe Lasts. : A new broad toe last, flexible. McKay sewed 

Shipment , soles. Good quality of side leather. A low 

2121 Spg. Heel Turn. Sizes Ser ee $1.50 shoe that is neat and serviceable. 
4121 Spg. 814/11 D...... 1.80 
6121 % ia gene! |. ee 2.25 eB Be S| SS ee area $2.50 
8120 9/8 ** ‘McRey “" 214/6CD.....: 2.85 8330 9/8 “ ne i A A ery rene 3.00 

C lidated Shoe Compan 

INCORPORATED 


Boston, Mass., wi “ A. 
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WHITE LOW SHOES IN STOCK 


Place Order with “FORD” Now and Have Your Season's “Best Sellers” 
In When the Demand—Already Started—Gets Under Full Swing 


WHITE LINEN WHITE LINEN 
OXFORD STRAP rune 


















No. B-458— White Linen Oxford, 14/8 No. B-471—White Linen One Strap Pump, 
White Ivory meet, White Ivory Sole, Good- woe go 14/8 Cuban Heel, Goodyear 
ye't, 205. Last. 


year Welt, 222 
$4.65 


AAA............44Y4to8 eee eee rer 314 to8 NS ene 214 to 8 
A 1) 5 se a ule ide SAME 4 to8 iS ca wetes vale 3 to8 ms SRR us. os 214 to8 


C. P. FORD & CO. 


ROCHESTER, N. Y. 
New York Office, 127 Duane St. 





E. H. Talbot, Jack Galway 








SER seeteery 
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The First Congress used Ne wold ind-made ft 


PAPER THAT INSPIRES careful thought; paper worthy to 
bear potent messages of statecraft; paper that breathes of milady’s 
charm; crackling masculine paper—all these imply New England- 
made paper today, as surely as in the days when the Constitution 
was penned. 


The news of the day is circulated on newsprint from Maine. 
Massachusetts upholds her literary reputation by ranking first in 
the production of high grade book papers. Bank notes owe their 
durability to New England-made paper of special texture. Much 
of the nation’s merchandise is packaged in sturdy paper bags and 
boxes originating in this territory. 


The National Shawmut Bank has reason to be proud of its relation- 
ship with the paper manufacturers. For 85 years this bank has been 
a financial advisor to and supporter of the industry. As expansions 
of trade have taken place, we have served an ever-widening field, 
through branches and connections in every part of the world. 








There is a distinct 
business advantage 
in routing commer- 
cial documents via 
Shawmut, also in 
enlisting our aid 
when approaching 
this market. 


THE NATIONAL SHAWMUT BANK of BOSTON 


Resources far exceed $200,000,000 
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A New Price on Converting Instep 
Straps 


No. 306 
Dull Kid, Vici Kid, Patent Leather, White Kid 


Three Thousand Pair of Samples 


One style illustrated. Also other designs in 
Patent Leather, Vici Kid, Dull Kid, Gun 
Metal, White Kid, Brown Kid. 


While they last $3.60 per doz. pair 





| German Silver Wire Brushes for Suede Shoes | 








Gilliam Neverslips for prevention of Slip- 
ping. Will save hose and prevent chafing 
of the heel. Easily adjusted. 

$1.75 per doz. pair 











The H. L. HYMES CO. 


Manufacturers 


Shoe ee 
19 East 17th St. New York City 


2 
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No. 215 


No. 215—Gallun’s Tan Nor- 
wegian Veal. Ball Strap. 
Brass Byelets. Plain Toe, 
Four Rows of Stitching. Lon- 
don Tan Quarter Lining.’ 
Widths Aa 2h GO D. 


LAST” — 5-12. 


Rubber Heels 
Three weeks delivery. 


A REAL SHOE 


INSPECTION will convince YOU 
The cardinal points are 
Style—Quality—Workmanship 
You can depend on every “certified” 
shoe you buy to render 


COMPLETE SATISFACTION 
3 Weeks Delivery. 


STONEFIELD-EVANS SHOE CO. 
ROCKFORD, ILL. 











Eastern Coast & 


White Eve Clth. 
White Cab. & Calf. 
Satins Blk. & White 


Silver Clth. & Gold Clth. 141 Essex St. 


HUNKINS TURNS 


Sales You Are Losing 
— Effects in Growing Girls Pumps with 10/8 Mil. 


F. M.. & C. A. Beckett 
New England States 


W. O. HUNKINS & CO., 


Covered Heels 


Kent K. Chambers E. Sternberger 
Middle West Pacific Coast 


Haverhill, Mass. 











Hano Loose Leaf Forms 
For Shoe Manufacturers 


For 31 years we have been developing short cuts in busi- 
ness record keeping. Our new Big Production Plant in 
Holyoke, Mass., eliminates the high cost of Big City 
Manufacturing. 


25 to 33 Per Cent Saving 


Duplicate and Triplicate Bills of Lading. Produc- 
tion Forms. Engineering Reports. General Forms, 
Loose Leaf Binders. Salesmen’s Order Books. 
Send us a set of your present forms with your an- 
nual needs of each. Our Service Department may be 

able to save you time and money. 


Philip Hano & Co. 121 Race St., Holyoke, Mass. 


Oldest firm in the Business 











Honest Wearing 
Children’s Shoes 
Grain Leather Counters 


Union Bend Soles 
Natural Bottom 
4 to 6, Spring Heel. aa 40 


6% to 8, Spring Heel. 1.60 
8% to 11, Spring Heel 2.10 


THEY ARE 
HONEST MADE Patent 


One Strap 

KREIDER- Immediate 

CREVELING ae 
SHOE CO. 


Guaranteed 
128 Summer St., Boston 





1 
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Summer Favorites 


For summer wear there are no two numbers more pop- 
ular than the Nunn-Bush styles shown above. 


No. 100 is a Bal Oxford made of White Duck over the 
Strand last; No. 101 is a Sport Oxford made over the 
Strand, of White Buck, with No. 4 Tan Calf trimmings. 
Both of these shoes have oak outsoles, grain oak box 
toes, counters and insoles, and rubber heels. 


In style, workmanship and materials these numbers re- 
flect the quality for which Nunn-Bush Superfine Shoes 
are known—and they sell accordingly. 


In Stock May 20th 


Nunn, Bush & Weldon Shoe Co. 


Milwaukee, Wisconsin. 


J 
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Stitchdown Sandals & Oxfords 


McKay Boots & Pumps 
- ALL FULL VAMPS 


LOWEST POSSIBLE PRICES 
Hagerstown Shoe & Legging Co., Inc. 
HAGERSTOWN, MARYLAND, U. S. A. 


WWOIWWIWW WY SE 
IN STOCK 


1 to 4 D Wide 
No Box No Tip 


CATALOG ON REQUEST 








Capitalize On 
Back Numbers! 


Perhaps you have a case of ‘low-cuts not 
quite in style. Perhaps you are won- 
dering what to do with them. 





If your problem is such—sell them! 


Let our pump straps be your salesmen. 
The one-piece strap is adjusted simply ; 
all you need is a button on each side. 
The two-piece is sewed in, with button 


at top. 


MOMOMOE 
AMOnAMAMAmAMAIAL 


No, 209. (Delivery 
May 15th.) Kid, 


No. 210. Tan Kia.8 r 
No. 211. Black Kid....$1. 


MUITO 
iva\tve\t 


ze35 
MS MMAMAAARAAA LL RN ARRAN 


tyaN! 





u 


vay 


Greater business will come to the far-seeing mer- 
chant who grasps the opportunity of featuring 
Infants’ First-Step Flexible Turns. The “Walky- 
Walky” (Registered) is just the shoe that parents 
are seeking. 


Wouldn’t you like to examine samples? 


3 
3 
3 
2 THE DONALD SHOE CO. 
3 
3 
& 


You may choose from popular colors— 
leather, fabric and satin. 


x 
3B 
3 
3 
3 
3B 
3 
3B 
Bo 
a 
3B 
3B 
3 
3 
a 
B 
B 
3 
B 
Bo 


WYO SOYA NS. 
‘aye. 


WN 


The price—$2.00 per dozen pairs. 


(Man7 Wear WO NE NER NE 


Laing, Harrar & Chamberlin 


43 N. Third St., Philadelphia 239-41 N. 6th ST. PHILADELPHIA 








VUEOTUROROROMOMOE 


aia 
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REG. U. S. PATENT -OFFICE 


rumbs of comfor 























THE FAMOUS LINE OF 
EASY SHOES 


for 


WOMEN 
Two Popular Oxfords That Are IN STOCK 





Stock No. 2322 Stock No. 3606 
Kid Oxford, Plain Toe, Leather Heel, Kid Oxford—Kid Tip—Rubber Heel, 
79 Last, Turn, Combination Last. 76 Last, Turn. 
POS: ac deaiesccsiaene pees he Are rere $3.00 





IMPROVED CUSHION SOLE 
SHOES, DR. A. REED PAT- 
ENTEE, 1900, 1901. THIS IS 
NOT THE ORIGINAL DR. A. 
REED CUSHION SHOE PRE. 
VIOUSLY PATENTED BUT 
HIS LATEST INVENTION 














FAMOUS DAVIS 
NEW PROCESS 
Crumbs of Comfort A FLEXIBLE 
Reg. U. S. Pat. Of. CUSHION SOLE 
SHOES McKAY 

















A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON OFFICE: 428-430 ALBANY B’LD’G 





























REG. U. S. PATENT OFFICE 


rumbs of comfor 
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Attractive New One-Strap Styles 
IN STOCK 


ACCEPTED STYLES THAT 
ARE IN DEMAND 
Terms, Net 30 Days 


No. B258—All Black Kid, No. B259—No. 12 Russia 
14/8, One Strap Model, Cov- SIZES IN STOCK Calf, One Strap Model, 14/8, 
oO 


Covered Wood, Junior Louis 





ered Wood, Junior Louis 
Heel, Turn. 


$6.00 | $6.25 
JOY, CLARK & NIER, Ine. Rochester. N. Y. 


Heel, Turn. 




















BUY OR RENT 


AN 


Juvenile Shoes | ELLIOTT 


in the better grades 


FACTORY STOCK BUTTON ATTACHING 
SERVICE METALLIC - FASTENER 


H. H. FREELAND _ MACHINE 


Manufacturer 
Established 1896 ROCHESTER, N. Y. 





STANDARD OF THE WORLD 








Catalog on request 
A salesman in every State é 
Thirty-two Years’ Continuous Service 





Consult Any Shoe Findings’ Jobber. 
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suum BEACON | 








THERE ARE NO BETTER 


SHOES 


STOCK SHOES CAN:-BE SHIPPED WITH “BEACON” 
OR “SPEEDWELL” TRADE-MARKS OR UNBRANDED 


A BALL STRAP 


Made in Gun Metal and Chestnut Russia 
RIGHT IN STYLE—RIGHT IN PRICE 
IN STOCK—IN STOCK 
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No. B101—Gun Metal, Regular Ball Strap Oxford, Goodyear 
Wingfoot Rubber Heel; A 7-10; B 6-10; C and D 5-11. 
Code Word, “Hummer.” 


Price, $4.20 
No. B141—Chestnut Russia, Regular Ball Strap, Goodyear 
Wingfoot Rubber Heel; A 7-10; B 6-10; C and D 5-11. 
Code Word, “Hoover.” 


Price, $4.45 


F. M. HOYT SHOE CO., Manchester, N. H. 


STOCK DEPARTMENTS LOCATED AT . 


aT co aT 
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No. 500 B—In-Stock Sizes 4 to 8 and 8% to 
11, D Width. One of our most popular In- 
Stock numbers. 


Just Off the Press 


--A New Catalog 


All Prices Based on Today’s 
Leather Market 


Children’s First Step Shoes 


Sizes | to 5, made of extra fine 

quality sole leather, tanned for 

greater flexibility, genuine ll- 
leather counters, best 


grades of upper 
leather, drill linings 
and threads. 


Spring Heel Turns . 


sizes 4 to 8, and 8/4 to II. 
Only the highest grade oak 
tanned sole leather used. 
All-leather © counters, all- 
leather shanks, and leather 
underlifts assure longest 
possible wear. Also best 
upper leather, drill linings 
and threads. 


Catalog describes 70 num- 
bers, all In-Stock and ready 
for immediate delivery. 


MANUFACTURERS 


Imperial Chilorens' Shoe Corporation 


ROCHESTER, N.Y 
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Our Salesmen are in their territories. Our 
Salesmen are booking Quantity Orders for 
July, August and September retail selling. If 
you want our Shoes delivered for that period, 
place your orders when salesmen call. 


They will not make a return trip this season. 


THE LINE OF AUTHORITATIVE DIRECTION 


THE P. SULLIVAN COMPANY > 


Makers of 
“PRETTY SHOES FOR WOMEN” 
CINCINNATI - : - - OHIO 
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RILEY’S White Shoes with Guaranteed Neolin Soles 


are proving big volume sellers for this season. They are made in three styles: Sport Oxfords, Plain 
Oxfords, Strap Pumps. EXCELLENT $4.00 and $5.00 RETAIL SELLERS. 
We can fill orders for delivery June 15th to July Ist. 





No. 2902—Women’s White Sea Island Can- No. 2903—Women’s White Sea Island Can- No. 2911—Women’s White Sea Island Can- 
vas Oxford, guaranteed Neolin sole, 14-8 vas Sport Oxford, guaranteed Neolin sole, vas One-Strap Pump, 14-8 inch heel, guar- 


inch heel, — heel. Trimméd in patent, tan or anteed Neolin sole. 
white. 





EADING shoe stores are now finding these styles HESE are real shoes, and are made over our regular 
excellent sellers, as indicated by large repeat lasts, having the same fitting qualities as our other 
orders. Here’s an example: One merchant’s orig- shoes. Each pair-is made unbacked, therefore cool 


inal order for 4,000 pairs has brought a repeat order fo 7 n i 
2,000 more pairs, while another original order for 2,200 on the feet. Your trade will want these shoes this Spring 
pairs brought a repeat order for 1,500 more pairs. and Summer. 


Prices Are Right—Wire or Write—Samples Sent on Request 


THE RILEY SHOE MFG CO. Columbus, Ohio 




















LOCOS OOCO OPPO POOPOOOOOOO® 


To the Merchant Who { 
Can Buy in Case Lots , 
of One Width 


BUY IT FROM THE NAVY 


32,000 Pairs 


Gymnasium Shoes 


Located at 
Naval Supply Depot—South Brooklyn, N. Y. 
Naval Operating Base—Hampton Roads, Va. 


Will be sold 


BY SEALED PROPOSALS 
May 11, 1921 


Bids will be opened at the Bureau of Supplies 
and Accounts, Navy Department, Washington, D.C. 
Write or wire today for sealed pro- 
posal Catalogue No. A16B which 
gives full information. To any of 
the following offices: Senior Mem- 
ber, Board of Survey, Appraisal and 
Sale at: 


Naval Suapt Depot, South Brooklyn, N. Y. 
Naval Training Station, Gt. Lakes, Ill. 
Navy Yard, Philadelphia, Pa 
Navy Yard, Boston, S., Or 


Black Satin 
One Strap Sandal 


Here is a shoe that you can retail at 
$6.00 at a good profit. A limited 
amount for delivery early in May. B and 
C widths. Full Louis or Baby Louis 
covered heels. 


Order Early! 


Harrison-Lockwood Co. 


Haverhill, Mass. 
Boston office, 141 Lincoln St. 


e 
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SISSON; 


CENTRAL SALES OFFICE 
Navy Department Washington, D. C. 
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A COMPLETE LINE 
IN STYLE anddJN STOCK 
FOR IMMEDIATE SHIPMENT 


Stock No. 3709—Little Men's Mahog- 
nay Whole Quarter Bal, Goodyear 
Welt, Goodyear Wingfoot Rubber 
, Pitt Toes. Sizes 9-13%. 
$3.00 


Stock No. 3708—Boys’' Mahogany 
Whole Quarter Bal, Goodyear Welt, 
Goodyear Wingfoot Rubber Heel, 
Penn Toe. Sizes 1-6. Price. .$3.50 


Stock No. 490—Boys’ Mahogany 
Lace Oxford, Goodyear Welt, Good- 
year Wingfoot Rubber Heel, Penn 
Toe. Sizes 3-6. Price........ $3.35 


Stock No. 3704—Boys'" Mahogany 
Bal, Goodyear Welt, Goodyear Wing- 
foot Rubber Heel, Chicago Toe. cane 
éé:0 v Scab 50 





DANVERS 


MARSTON & TAPLEY Co. 


MANUFACTURERS 


MASS. 
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s WHITE | : 
| STYLE | C ANV AS: | STOCK | 
NOVELTIES 


IMITATION TURNS 




















B-170 — White Canvas _ Imit. B-165 — White Canvas _ Inmit. 
Turn, 1 strap, half LXV _ heel. Turn, 1 strap, Baby LXV heel. 
2% to 8. Cand D....... $2.00 2% to 8. Oand D....... $2.00 


SEND YOUR ORDER IN NOW 





B-175 — White Canvas _ Imit. B-365 — White Canvas _ Imit. 
Turn, 2 strap, military heel. Turn, 2 Butt., 1 strap, military 
2% to 8. Oand D....... $2.00 heel. 2% to 8. C and D.%2.00 


BIG SELLERS AT POPULAR PRICES 











‘No Samples. Minimum orders, one dozen pairs. Terms: 2% 10 days. 


Hannahsons Shoe Co., HAVERHILL, MASS. 
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SOLID COPPER § 


STORE FRONT 


REMODELING Old Buildings into Modern 


Sales Emporiums is quite easily accorm- 
plished by Installing Kawneer Solid Copper Store Fronts. 
The above shows but one of thousands of cases in which 
a Kawneer Front has worked a wonderful transformation. 
More than 150,000 merchants are now doing business 
behind Successful Kawneer Fronts. 

If You Plan to Build or Remodel Your Store You Should ° 


iY Have a Copy of Our New Book of Store Front Designs. 
The ~\ Pin the Coupon to Your Letterhead and Mil it Today 


Kawneer ~ Before You Forget. 
Company ™. THE 


2413 Front Street, ~~. 
ae Kewneer 


Please send me Book of Store Front 
Designs and Full Particulars About Kaw- 





‘Y/Y Yt AN¢ PAHOA RSE AES NEG 





neer Store Fronts. a 2413 Front Street, 
NE 8 NILES, MICH. 
Address....... ~N 
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BUDUOTOTUE 


159 Duane St. New York City 


UBUTTORK 


AOAUN 


to come in and inspect our new home at 


A hn Invitation 159 Duane St., New York City 


We are now fairly comfortably settled and are fully prepared 


A n A nnouncemen t to handle the additional increased business that we could not 
handle in the past. In the meanwhile WE ARE SACRIFICING all discontinued lines and odd lots. 


Take advantage of this opportunity. 


TURUEUGUR 


MOMOMOE 


to thank all of our friends and customers sincerely 


We Take This Occasion for their unanimous support given us, and wish to 


state right now that we are not unmindful of the fact that without this support and help our immense 
growth would not have been achieved. 


CRESCENT SHOE CO. 


MANUFACTURERS AND JOBBERS OF 
WOMEN’S AND CHILDREN’S SHOES 


159 DUANE STREET NEW YORK, N. Y. 
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32767-10—Palm Plant, natural pre- 
pared, everlasting. 


Inches Palm With Without 

High Leaves Pot Pot 
82767-4 . $0.60 
2767-5 , -25 -75 
82767-7 5 2.00 
32767-10 4s 10 . 2.50 


My ILLUSTRATED CATALOGUBD 
No. 32, containing Decorative Flow- I A MOC AS I 
ers, Pisate, Vines, pa eae A WANNA NCIT . Cc IN 
ing Baskets, etc., will maile Attractive, long-wearing slipper for home comfort. Made 
FREE FOR THE ASKING. of buck, deer or elk. Sizes for men, women, children and 
infants. Plain or Fancy. 
Prompt shipment of large orders as well as small. Con- 


FRANK NETSCHERT catalogs ‘and peice lat Sent at Jour fequerts) "te 
No. 61 Barclay St. New York, N. Y. J. S. TURNER MANUFACTURING CO. 
133 Middle Street Lowell, Mass., U. S. A. 
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WANTED TO PURCHASE 














SHOE STORE 


CHAIRS 
coun Cash Buyers 


styles and Of general lines of footwear. Will handle 
to fit all stocks of any size. Business transactions 

‘ strictly confidential. Address (498, care 
kinds of Boot and Shoe Recorder Publishing Co., 207 


shelving. South St., Boston, Mass. 


“fog eiving fai | WINDOW DISPLAY FIXTURES 

ee The OSCAR ONKEN Co. 
; STEP LADDER 1154 4th St., CINCINNATI, OHIO on ERS son veer ren eae pezowe 
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Wire Suede 
Brushes for 
turning the nap 
on Suede Shoes. 
Wire Bristles. 
Price $2.50 per 








dozen. 


Convert Strip Pumps Into Strap Pumps 







Compare any 
strap on the 
market with 
these and you'll 
buy 


Ico 


a ee eee ee eT ee ee $5.00 dozen pair 


This strap can also be furnished with perforated edge 
Se Ts Ov 0s0cecrsdincsnacad $6.50 dozen pair 


Gileo pump straps furnished in gun metal, patent leather, mahogany brown or black kid, 
Russia calf, black, brown or gray suede; white kid, buck and canvas. Also satin and beaded. 


E. T. GILBERT MFG. CO. 


ROCHESTER, N. Y. 














TANNERS CUT SOLE CO. 


Oak and Union Cut Soles of 
Uniform Quality, Cut and 
Sorted to Standards by Ex- 
perts. Enlarged Capacity and 
Variety of Grades enable us to 
supply all demands. 


Large Capacity—Prompt Service 
MANUFACTURING PLANT: 


90 Wareham Street 
BOSTON, MASS. 


DISTRIBUTION OFFICES: 


321 Summer Street 
BOSTON, MASS. 





NEW YORK, CHICAGO, CINCINNATI, MILWAUKEE, ST. LOUIS 














Trade-marks in Foreign 
Countries 


Do you Realize the Importance of Protecting your 
Foreign Trade in Cuba, Mexico, the South American 
Countries and also in Europe, Asia and Africa? 

Certain Foreign Countries award exclusive trade- 
mark rights in a trade name or mark to the first 
applicant, irrespective of prior use by another. This 
allows the piracy of valuable Trade-marks in such 
countries. 


The Boot and Shoe Recorder maintains a Patent 
and Trade-mark Department fully equi 
promptly handle your applications for Registration 
of Trade-marks in all Foreign Countries, as well as 
in the United States. Address all inquiries to Boot 
and Shoe Recorder Patent and Trade-mark Depart- 
ment, 207 South St., Boston, Mass. 








The Price of Protection 


from fire is not prohibitive of an ample amount of fire 
insurance being carried by you at all times, if you take 
advantage of our special policy, which was created with 
the requirements of the retail shoe merchant in mind. 
Write us for sample policy, stating amount of insurance 


wanted. 


Fitchburg Mutual Fire Insurance Co. 
Fitchburg, Mass. 


The city of 141 diversified industries 99% of which are 
locally owned. 
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CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED—Four cents per word for each 
Minimum amount accepted, seventy-five 

cents. For other “Want” advertisements, seven cents 
per word for each insertion. Minimum amount accepted, 
Ads under this heading will be received up to 





“Recorder” rates for space less than one-eighth Pinse ao 
page per issue: 
Space 1 time 7 times 13times 26times 652 times $1.25. 
1 in... $5.00 $4.00 $3.50 $3.00 $2.50 oeue’ tt Gee ae 
2 in... 10.00 8.00 7.00 6.00 5.00 
3 in... 15.00 12.00 10.50 9.00 7.50 
4 in... 20.00 16.00 14.00 12.00 10.00 unter leer setae 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


come in care of this office, twelve words must be allowed 
in each advertisement for address. 
desire replies forwarded direct to their address, each 
word of the address must be counted in the advertisement 


When advertisers desire answers to 


When advertisers 


Answers to ads must be sent 


















SALESMEN WANTED 








SALESMEN WANTED 





LINE WANTED 








S ALESMEN TO SELL “FOOT 

PRINTS” SHOES and establish 
“Foot Prints’’ agencies. Snappy, up- 
to-date shoes for infants, misses, 
children and growing girls made by 
our associated factories and carried 
in stock for immediate shipment. Can 
be handled as a side line. Want men 
who are carrying well-known non- 
conflicting lines. Territory now open: 
Ohio, Indiana, Michigan, the Middle 
West and Pacific Coast states. With 
your application give all details, ter- 
ritory covered and references. Strictly 
6% commission basis. 


CONSOLIDATED SHOE CO., 
212 Essex Street, Boston, Mass. 














ALESMEN calling on retail shoe stores 
to carry as side line up-to-date arch 
support. Liberal commission. Territory 
given and protected. Address C-529, care 
Boot & Shoe Recorder, 207 South St., 
Boston, Mass. 





SALESMEN WANTED, 7% LINE—We 
“ want experienced sa'esmen_ with 
established trade to handle our high- 
grade work shoes, made in Goodyear 
welts and metallic fastenings, on straight 
7% commission basis. Territory now open 
North Dakota, South Dakota, Montana, 
Washington, Oregon, Pennsylvania and 
Kentucky. Send references with applica- 
tion. Address Box 631, Sioux City, Iowa. 





MANUFACTURER making line of popu- 

lar priced turn comfort shoes is estab- 
lishing Southern Distributing Warehouse 
in Savannah, Georgia, and wants high 
grade salesmen for States of Louisiana, 
Mississippi and Tennessee; also portion of 
Georgia. Line well known and carried in 
stock. Commission basis. No drawing 
account. Address Box 702, Savannah, Ga. 





SALESMEN WANTED to sell our line or 
Misses’, Children’s and Infants’ turn 
and McKay sewed shoes on a strictly 
commission basis. Can be sold with other 
non®*conflicting lines. Experienced sales- 
men preferred. One for the Middle West- 
ern States and one for the Pacific Coast 
States. Reply with references to the 
Werner Shoe Co., Orwigsburg, Pa. 








A Real Opportunity 


One of the strongest lines of Boys’ 
and Little Gents’ popular-priced Welts 
is now offered on a commission basis 
to salesmen calling on the retail trade 
with non-conflicting lines. 


Ohio, New England, Illinois and In- 
diana; Michigan and Minnesota; South 
Atlantic Coast States, and other ter- 
ritory open to the right men. 


Write fully,” giving experience, 
grades now carried and territory trav- 
eled. All correspondence strictly con- 
fidential. Address C-553, care Boot & 
) Recorder, 207 South St., Boston, 

ass. 











S HOE SALESMAN WANTED, having 

an established trade, to carry our 
line of Children’s Shoes, Felt Slippers 
and Indian Moccasins as a side line in 
the states of Kentucky, Tennessee, Min- 
nesota, Iowa, Missouri, North and South 
Dakota, Georgia, Arkansas, Texas, Ne- 
braska, Oklahoma. We furnish sample 
trunk showing our complete line and 
pay a 6% commission on all shipments. 
This is a quality line'and money can be 
made by a live wire. Address The Bol- 
way Co., Ine., Syracuse, N. Y. 





S ALESMAN WANTED to sell in stock 

line 30 styles Comfort Shoes, 5% com- 
mission. Live side-line man _ preferred, 
no advances given. Following territories 
open: Maryland, Virginia, Alabama, Ten- 
Louisiana, 


nessee, north and _ central 
Oklahoma, North and South Dakota, 
Nebraska, Minnesota, Wisconsin and 


Iowa, also western states with the ex- 
ception of California. A live man de- 
sired for New York State, western Mas- 
sachusetts, Connecticut and Maine... Resi- 
dent salesman desired in Baltimore and 
Washington and city of Mi!waukee. Ad- 
dress C-552, care Boot & Shoe Recorder, 
207 South Street, Boston, Mass. 





WANTED —Live-wire Salesman to han- 

dle our line of boudoirs, ballets and 
sandals to large retail and department 
store trade on commission as side line. 
Address Bay State Slipper Co., Haver- 
hill, Mass. 





SALESMEN WANTED, to carry along 
with their regular line a successful 
line of shoe dressings, now in great de- 
mand; large commission; write Niagara 
Shoe Specialty Co., at main office, 485 
Breckinridge St., Buffalo, N. Y. State line 
that you now carry; many territories still 
open. Dressings consist of Niasco Suede 
cleaner, White Beauty, etc. 








POSITION WANTED 


SOUTH AMERICAN SALESMAN wishes 

position. Have lived and traveled Peru, 
Chile, Argentina, Uruguay and Brazil for 
8 vears. Personally know shoe mfrs. and 
retailers. Expert on leather and shoe mfg. 
First-class reference. Address C-539, care 
Boot & Shoe Recorder, 207 South St., Bos- 
ton, Mass. 








S ALESMAN—Business is like ore, you 
must dig for it. Get the man capa- 
b'e doing so, who has energy. enthusiasm 
and warm human _ personality. Thor- 
oughly conversant Greater New York 
and adjacent territories. Can take charge 
of or introduce manufacturers’ general or 
specialty line of shoes to jobbers or re- 
tailers. Address K-435. care Boot & Shoe 
Recorder, 127 Duane St., New York. 








LINE WANTED 


ELL-KNOWN SALESMAN, 20 years’ 
selling exnerience with women’s and 
men’s A-1 shoes, wishes to represent 
high-grade firm which can deliver. Has 
established trade in Greater New York 
and vicinity. Commission basis. Address 
C-538, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








ADVERTISER, life experience in shoe 

trade and familiar with English mar- 
kets, is going to England in August and 
would be willing to represent first-class 
manufacturer at the forthcoming Shoe 
and Leather Fair in London. Address 
C-554, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 





EXPERIENCED SALESMAN, sold shoes 

in Washington, Oregon and Idaho 
over six years for last house, wants direct 
factory line, medium-priced shoes. If 
line is right wou'd take on straight com- 
mission. . H. Axman, 1010 East Repub- 
lican, Seattle, Wash. 





POSITION WANTED 


AN ALL AROUND BUSINESS MAN of 

40 years, 20 years’ actual experience 
as salesman, ad writer, window trimmer, 
orthopraxic specialist (hold three certifi- 
cates) buyer and manager. Wide know!- 
edge of store system and management 
and handling of employees. In a con- 
fidential capacity could supplement the 
principal in a most unusual way. Ac- 
customed to “responsibility — practical 
knowledge of firms and merchandise. 
Open for position July 15, 1921. Address 
C-551, care Boot & Shoe Recorder, 207 
South St., Boston, Mass. 








WANTED TO PURCHASE 








ATTENTION OF 
Shoe Manufacturers and Jobbers 


We are soliciting consignments of general 
lines of footwear, and will also make liberal 
cash advances if necessary. 
CANTOR & WOLPERT, INC., 
—Auctioneers— 
653-655 Atlantic Ave. Boston, Mass. 
Opposite South Station 








DO YOU CONTEMPLATE 


Retiring or going out of business? 
I will pay value for your entire or surplus 
stock of shoes. 

Leases having a short term to run taken 
over. Established 25 years. 


I. OLENICK 


413 Broadway, New York. Tel. 9531 Canal 














WANTED TO PURCHASE 
CASH PAID 


for shoe stores or surplus stocks of shoes or 
for other merchandise. Leases taken over. 
We will send a representative to investigate 
and make offer upon request. 


Kalter Cerf. Mercantile Co., Inc. 


591 Broadway ew York City 











N 
Phone Spring 5160-5161-5162 
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right purpose, to the right 





AND 


is the great problem of the # ret 
corder” is to help solve it; for this is the basie. oe ndoas upon whic 
tire allied industries relating to shoes and leather; the 


Annual Subscription in the United States, $5.00. 
No Subscription Accepted for Less Than One Year 

Root Newspaper Ass’n. Member of Audit Bureau ef Otrculations. 

Entered at the Post Office, NewYork, N.Y., ae second-class matter. 


ISSUED EVERY SATURDAY AT 239 WEST 39TH STREET, NEW YORK, N. Y., U. S. A. 


Member of the Associated Business Papers, Ino. 
Each issue copyrighted by the Boot and Shoe Recorder Pub. Oo. 


SHOE 
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shoe merc 


Per copy, 25 cents. 


Member of the 


Cable Address BOOTRECO 


RECORDER 


THE RECORDER CREED: Sottin More Sines Sold Right; not only “more” but “right”; sold for the 
J a tea 1 for the right price, at the right p 

The chief ner: ose of “The oo ana Shoe Re- 
depends the 
r production and distr 


Canadian, 36.00. 


rofit. This 
ss of the en- 


Foreign, $10.00 








MISCELLANEOUS 








J . 
Display Fixtures 
We Make a Specialty 
of Shoe Fixtures 
Glass Fixtures 
Ask for catalog ‘‘G.F.” 
Period Wood gs a 
Ask for — ba 

Window Valan 
A big stock for uuneainte Gelivery. 
Ask for samples. 
Window Rugs 
line. Samples of materials and 
illustrations in colors sent. 
Decorating Plush 
Ask for samples. 


The Hecht Fixture Co. 


Medinah Bidg Chicago 
Wells 8t. = Jackson Blvd. 


NEW YORK SHOW. BROOM 
6-67 E. 12th, Bet. Broadway & 4th Ave. 


MYER 


% Insure perfect shelf onlay for 
any line of oe, ~— 
tread steps, properly spaced, wit 

convenient full length handholds 
on both sides of ladder permit 
mounting or descending with ease. 
Both hands free to remove or re- 
lace stock without of 
falling. Cushioned Tired Trolley 
and Truck Wheels elimmate noise 
and prevent vibration. Erection 
as simple as A, C. Utilize 
small space. Make top shelves 
safely available for stock purposes. One 
style—neat of design—nicely finished— 

any height ceiling. Thousands 


in use. Circular on 





A big 





CUSHION 
TIRE 









































WANTED TO PURCHASE 





Metal Shoe Fitting Stools 


and Floor 
Mirrors 














No. 141 


wre sor THE CHICAGO 
ona Priees WIRE CHAIR CO. 


and Prices 
621 N. La Salle Street . 
Chicago, IIl. 











We Buy for Cash 


Manufacturers’, Jobbers’ and 
Retailers’ Surplus Stocks, Jobs, 
Close outs. 


NO QUANTITY TOO LARGE 
We also purchase entire stocks 
from retailers or manufacturers. 
Send us particulars of what you 
have for sale. 

Short Term Leases Taken. 

We Pay Highest Cash Value. 


VAN PRAAG & CO. 


Shoe Dept., Martin Posner, Manager 
459 Broadway, New York, 


Telephone Canal 9597-9598 
b5sseseese8cg028559255285552350225599:59250222:5225522959255298288255288523259< 8574 


Highest Cash Prices Paid 


for entire shoe stocks. We also buy your 
surplus or slow sellers, Quantities no ob- 
ject. Retail or wholesale. Short term leases 
taken off your hands. Wire or phone us. 
Correspondence confidential. Established 


GLAUBERG & CO. 
296 Church St., New York, N. Y. 
We also purchase clothing, hats, furnishing 
goods, etc. Phone Canal 411 















The NEW YORK EXPORT 


PURCHASING CORPORATION 
515-517 Broadway, 
New York City, N. Y. 


WILL Slow Sellers FOR 
BUY. | seepten,tcocke } aor 


We buy quick and pay highest cash price 
for retail and wholesale stocks of shoes or 
any other merchandise. 

Quantity no object. 

For 80 years our specialty. 

Bank and mercantile reference. 
BROOKLYN PURCHASING SYNDICATE 
FRANK WALKER, Proprietor 
610 Broadway, Brooklyn 


Phone Stagg 1757 











PUBLISHDD WEEKLY IN THE INTBREST 
OF THB RETAIL SHOB MERCHANT BY THE 
BOOT AND SHOE RECORDER 
PUBLISHING CO. 
(Incorporated under Massachusetts Laws) 
CAPITAL $150,000 
OFFICERS OF THE CORPORATION 

CHARLES G, SEUZEPS, President 
EVBERIT B. TERHUNE , Treas. 
GERORGB W 
H. WALTER SCOTT, 2d Vice-President 
ARTHUR D. ANDERSON, Secretary 





SWAIN, a gs & NAY, Oounsel 
01 Tremont St. 


ARTHUR D. ANDERSON, Editor 
E. C. LOGAN 
OWEN A. THOMAS 


M. HANBY 
Associate Editors 





PUBLISHERS’ os atl 
ee ae 


Philippine Islands and Mexico. The 
ed Canada is $6.00 a year, including Post- 


FOREIGN SUBSCRIPTION—The price to all 
foreign countries oe | - above is $10.00 
per year, includ posta 
All — are payabie in advance. 

ADVERTISING RATHS—Card of 
Rates furnished on application. For rates 
for Wants, for Sales, etc., see Want Page. 





OFFICERS IN 

BOSTON OFFICE: 207 South Street. 
Editorial and Subscription Corres- 
pondence should be addressed to 
the Boston Office. 

BROCKTON OFFICB: 224 Moraine 8t. Geo. 
W. R Hill, Manager. Telephone 507. 

OHICAGO OFFICE: 189 West Madison St. 
Telephone Main 1089. B. C. Bowen, Man- 
ager. 

ST. LOUIS OFFICB: 1627 Locust 8t. B. C. 
Bowen, Manager. 

NBPW YORK OFFICE: Room 101, Graham Bldg., 
127 Duane St. H. Walter Scott, Man- 
ager. Telephone 2425 Canal. 

PHILADELPHIA OFFICE: Suite 1420, Widener 
Building. H. Walter Scott, Manager. 

HAVERHILL OFFICE: Chamber of Oommerce 
Rooms, Haverhill National Bank Bldg. Geo. 
W. R. Hill, Manager. 

CINCINNATI OFFICE: 
Bank Bldg. B. C. 
Telephone Canal 4426. 

ROCHBSTER OFFICE: 609 Powers Bldg. 
Rossiter L, Seward, Western New York 
Representative. Telephone Stone 6314, 

LYNN OFFICE: Fred A. Gannon, 

MILWAUKED OFFICE: B. C. Bowen, Man- 
ager. 

WASHINGTON OFFICD: William L. Daley, 
816 Fifteenth Street, 

PARIS OFFICE: 2 Rue des Italiens. L. Hub- 
bard, Manager. e 

LONDON OFFICE: John C. Curtiss, Man- 
ager, 11 Haymarket, London, 8. W. 1, Bngland. 

AUSTRALIAN OFFICB: 430 Lit. Collins St., 
Melbourne. G. Jervis Manton, Manager. 

CONTINENTAL OFFICE: William Salz- 
man, Manager, Wasagasse 2, Vienna, Austria. 

ARGENTINA: Buenos Aires, Rivadavia, 2721. 
P. Sabazzini, Gerente. 

BRAZIL: Gerente, John S. Fitch, 88 Rua 
General Camara, 88 Sob. 

CHILE: Santiago, Las Rosas 1123-1127. 
Fuhrimann, Gerente. 

ommas Mr. H. Gomez, Corrales, 2A, Havana, 
uba. 


810 Second National 
Bowen, Manager. 


Otto 


SPAIN: Gerente, Leoncio de Miguel, 
Librero Editor, 20 Fuencarral, Madrid. 

MEXICO: Gerente, Jose Barro, Ave. 5 De 
Mayo 27, Mexico, D. F. 

JAPANESE OFFICD: J. F. 
Wagen, Manager. 


Yokohama. 
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Hano, Phillip, & Co., Holyoke, Mass..... 104 
Hymes, H. L., Co., New York City........ 104 
Kawneer Mfg. Co., Niles, Mich.......... 115 


L. G. & 8. 8S. Co., Boston......... 
Laing, Harrar & Chamberlin, Philadelphia be 
Lyons, Hugh, Co., Lansing, Mich........ 90 





MacNeil Co., The, Lynn, Mass......... «++ 100 


Martine, M. B., Co., New York City...... 84 
Myers, F. E., & Bros., Ashland, Ohio.... 119 
Netschert, Frank, New York City........ 116 
North & Judd Mfg. Co., New Britain, Conn. 60 
Onken, Oscar, Co., Cincinnati, Ohio...... 118 
Parisian Beading Works Co., Philadelphia +2 
Scholl Mfg. Co., Chicago, Ill............ 98, 99 


Tweedie Boot Top Co., St. Louis, Mo. .2d Cover 
Vanity Novelty Works, The, Brooklyn, N.Y. *4 


Whitcher, Frank W., Co., Boston.......... 96 
=o Cc. R. & Co., Swampscott, 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Brockton Rand Co., Brockton, Mass...... 39 
Ce RR eee PEeTS Peer eee 108 


Griffin Mfg. Co., Inc., New York City.... 92 
Lagomarsino, P. J., & Co., Phila., Pa.... 84 
Meyer, J. C., Thread Co., Lowell, Mass... 82 
United Fast Color Fyelet Co., Boston..... 24 


United Shoe Machinery Corp., Boston. .88, 101 
Wiechman Pattern Co., Cincinnati, Ohio.. 84 


LEATHER AND OTHER MATERIALS 


Barnet, J. &...-Tme.. Beste. ..ce..ccces.. 5 
Beebe, Lucius, Co., Boston............... 6 
Beggs & Cobb, Inc., Boston.............. 82 
Castle Kid Co., Camden, N. J............ 29 
Chamberlain, B. F., Boston.............. 82 
Creese & Cook Co., Boston............. 12, 82 
Einstein, J., Inc., New York City........ 23 
Gallun, A. F., & Sons, Milwaukee, Wis... 11 
Green & Hickey Leather Co., Boston..... 55 
Jenes Co.,. FF. E., Bostem. ....ceccesces.:. 82 
Kistler, Lesh Leather Co., Boston........ 100 
Lawrence, A. C., Leather Co., Boston.... 8 
Levor, G., & Co., Inc., Gloversville, N. Y.. 10 
Standard Kid Cp., The, Boston.......... 3 
Surpass Leather Co., Boston.............. 56 
Taber-Wheeler Co., Boston............... 64 
Tanners Cut Sole Co., Boston............ 117 
U. 8S. Leather Co., New York City....... 26 
MISCELLANEOUS 
Atlantic Printing Co., Boston............ 83 
Boylston National Bank of Boston....... 100 


a Purchasing Syndicate, Brooklyn. 


Cantor & Wolpert Co., Boston........... 119 
D’Avesne Translation Bureau, Boston..... 100 
Fitchburg Mutual Fire Ins. Co., Fitchburg. 


Ms Seems bedi cdadumsksees entewee-s « 116 
Glauberg & Co., New York ‘City......... 119 
Grover, Nelson H., Boston..............-- 85 
Hooper Printing Co., Boston............. 83 


<< Cerf. Merc. Co., Max., New York 
1 


National Shawmut Bank of Boston........ 103 
National Shoe and Leather Exposition and 
I I a oc oes 97 
Navy Supplies, Washington, D. C........ 112 
New York Export Purchasing Corporation, 
Oe a 119 


Root Co., F. S., Boston....... a 85 
Tolman Print, Brockton, Mass............ 83 


be ay Seeapetape Foundry, Cam- 
bridge, Mass. 
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Sure Selling 


OXFORDS 


at prices 
that you can turn 
to profit 


IN STOCK 


R3326—Patent Colt, Good- 
reat Welt, 13-8 Military 

eel. Sizes 2% to 8, A, 
B, C and D. 


$3.50 





aN 










R1761 — Mahogany Calf 
Two-Eyelet Tie, Goodyear 
Welt, Leather Louis Heel. 
2% to 8, A, B, C and 


$3.00 


R3328—Black, Vici, Good- 
year Welt, 13-8 Military 
Heel. Sizes 2% to 8 B 
C an 

















R3329—Same in Gun o 
WF kiccnsicntwacka $4.00 o 
? 
o 
4 
Fé 
? m2 
o , 
FEY & a 
re eee 
Vig 7 
PARKER HOLMES & COMPANY ” Fae | 
¢ sf oo ote 
“The House That Helps” “Ss roe: 
BOSTON MASS. “gy ee 2 
Pa a a 
2 Pa? ee Ser 
a 5 
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ENE TLS REN ENN PO TRY 


Reg. V.S.Pat. Orrice 


Hoswery 


BB AEs DN Na Ite 


Is not limited to a single material whether vour cus- 
tomers want fine lustrous silks; sturdy, well-made 
cottons and lisles; or smart outing hose of wool—we 
will enable you to supply them. 


. 
a 
i 
é 
4 
¢ 
; 
7 
5 
' 
i 
; 
a 
| 


We outfit the whole family from grandma’ down to 
the tiniest tot. 


Emery 6 Beers Company, ine. 


Sole Owners and Wholesale Distributors of “ONYX” Hosiery 
BROADWAY AT 24TH STREET NEW YORK 


CTA A NA EE RMU RRNA ES MNS A ANE Hi gta 


Sole Selling Agents for 


PAUL GUENTHER, INC. 
Manufacturer of Full Fashioned Silk Hosiery 


PCO OR re ee North American Building, State and Monroe Streets 
Philadelphia Oftice 1033 Chestnut Street 
Boston Office 
Buffalo Office 
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, Painted in colors by Coles 
Phillips for the Standard 
Felt Company. 

Copyright, 1921 


COLES PHILLIPS 


| Cosy Toe Salesmen Now on the Road 


The 1921 presentation of CosyToes Felt- 
wear comprises what we firmly believe is 
the strongest selling line of merchandise 
ever produced. Our .salesmen are now 
showing the latest novelty effects to the 
trade and all reports point to a record- 
breaking season. Dealers are advised to 


place their orders early. If one of our sales- 
men has not called upon you, wire or write 
us. It is to your interest to see the line. 
CosyToes Feltwear has been priced ex- 
tremely consistent, guaranteeing the dealer 
a legitimate profit regardless of market con- 
ditions. : 


Our Sales Co-operation Moves Goods from the Dealer’s Shelf 


Our ‘sales co-operation includes the furnishing of 
folders for the exclusive distribution of the dealer. 
We imprint the dealer’s name in the folders ready for 
mailing. In addition we furnish attractive window 
display posters, newspaper advertising mats and elec- 
trotypes and engravings of the different slippers. Our 


year ‘round advertising campaign placed in leading 
national publications is developing a strong and con- 
tinuous demand for CosyToes Feltwear. 

CosyToe representatives will furnish full details and 
tell you how we can assist you in expanding your sales 
of felt merchandise. 


STANDARD FELT COMPANY 


(Manufacturers with 56 years’ experience) 
General Offices and Factory: 
WEST ALHAMBRA, CALIF. 


NEW YORK: 115 E. 23d St.” 


CHICAGO: 404 S. Wells St. 


SAN FRANCISCO: 417 Market St. 
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Patent Leather Mary Jane— 
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Wy! 


Instep Strap, Patent Leather 
—Turn 


7030—4 to 8 
7031—1 to 5 


Instep Strap, Patent Leather 
MeKay 


SINS 
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Patent Leather Mary Jane— 
Turn 


7050—4 to 8 
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8% to 11 run also in 
stock in spring heels. 
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ROMOMOMOMO 


Woman’s Flexible McKay. Tan Calf, 
Ball Strap Oxford, Cuban Heel, New 


Vogue Last. 
4846—C and D, 2% to 8...%3.60 


Roman Sandal, Patent Lea- 


6900— 4-8 
6901—1-5 
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At-Once Shipment All Numbers 


i 


With the shoes shown above, you can establish a complete Summer line 
for children. When mothers come in to buy footwear for the little ones, 
show them the snappy Flexible McKay, and suggest it for their own 
wear. Let 3 W’s LENOX SHOES make this the most profitable Summer 


in the history of your store. 


Aw, 


ORONO 








TOOT OO 





TOROTOED) 


Weimer, Wright & Watkin Co. 


Manufacturers 


35 S. SECOND ST. PHILADELPHIA 


| DLO OC \e). ROT 
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Give Your Shoes 


The €EasySelling 
cAdvantages of 


ROVILLA 


N E W LEAT HER 





Lustrous, Sofi and Tough STETSON’S 
Won't Chip, Peel or Scuff | New York Shops 


Now featuring these models 
made of NOVILLA 


HEN Competition is keen 

your dealers will appreciate eid 
the extra advantages of NOVILLA oe 
-—which enable them to offer é 
soft, dressy shoes that retain their Ze Mis 
shape and their surface and wear : — 


much longer than kid. 


Dealers —ask your shoe manufacturers 
to show you samples of shoes made of 
NOVILLA. 


Manufacturers — prove NOVILLA’S 
merits for yourselves, write, wire or 
‘phone for samples. 
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CASTLE KID CO. INC. 


CAMDEN,N.J. 
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Individuality In Shoe Linings 


Shoe Manufacturers almost universally recognize individuality in leather. It may be 
due to appearance, or to qualities which result from a special selection of hides, 
or a special method of tanning; but the fact remains that they do commit themselves 
to the use of specific makes of leather, almost regardless of cost, because of the results 


obtained. 
Many of these same Manufacturers fail to recognize individuality in 
Here Is a PO de 
Curious Fact There is just as much (perhaps more) individuality in cloths which 
are offered for this purpose as there is in leathers; and there are just as 
goods reasons for committing one’s. self to the product of some one concern. 

A serious ‘‘stumbling block"’ in the path of progress in this direction is the not uncommon 
feeling on the part of Manufacturers that, unless they can buy an identical lining in some one of 
a dozen places, they will be obliged to pay an extortionate price for it. 

There can be no disputing the fact that the lining plays quite as important a part in the life 


of a shoe as the leather; and so we ask those who are interested in the production of service- 
able footwear for an answer to this question in connection with the use of linings: the individ- 


uality of which consists of special fitness for the purpose. 


If Leather The quality of leather in a shoe is important, but the selection 
id of a lining which has individuality of the right sort is more im- 


W ? portant because in the great majority of cases leather at its worst 
hy N ot Lining Ss. will outwear the lining, and a shoe cannot give satisfactory service 
after the lining is “‘shot to pieces.” 


We are prepared to demonstrate that there is, such a thing as “Individuality in Shoe Lin- 
ings,’ and that the payment of extortionate prices is not necessary in order to obtain it. 


BETTER LININGS ee nos FOR LESS MONEY 


SHOE LINING © Eee il SHOE 


Right Construction — 

















2M PAN 








Produces FOR SHOE LININGS 


“FITNESS TO PURPOSE” 
IS THE TRUEST GAUGE ; E jen USE CLOTHS WHICH ARE 
FOR MEASURING VALUE Maximum fic ad MADE TO BE SHOE LININGS 


NGS et Fis cH 


‘‘Doubletwill” possesses Individuality of appearance combined with wearing qualities of the 
highest order. Manufacturers of the highest grades of shoes have given it their endorsement. 

“Twindrill” might almost be termed “‘Doubletwill Junior” -because it is cast in a gimilar 
mould, with only such limitations in appearance and durability as are made necessary by the re- 
strictions upon ‘the price of shoes. 

“Wear Well” linings have an individuality which is wholly confined to the giving of service: 
not spectacular, but practical to the last degree. 

Here are linings of Individuality, appropriate for every type of shoe made, assuming the ad- 
mission that every shoe is entitled to a good lining. 

Is it good business for a Manufacturer to “pass up” a lining of proven superiority simply be- 
cause it can be obtained in but one place? 


DOUBLETWILL, WEAR WELL AND TWIN-DRILL LININGS ARE SOLD ONLY BY W. H. HOLBROOK CO. 
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ONCENTRATION of our efforts has en- 


abled us to offer that which the times and 
the trade require. 


°o o oO °o °o 


—best quality of Stock with our Standard of Workmanship, 


at prices lower than could have been accomplished in any 
other way. 


o oO Oo Oo oO 


We are also able to give quick deliveries on certain lines. 
But this is not in any way an in-stock proposition. 











This illustration represents one of the styles that can be 
delivered promptly made in Gallun’s Tan Norwegian 








FACTORY BOSTON OFFICE 
ABINGTON, MASS. 10 HIGH STREET 
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rumbs of comfor 


REG. U. S. PATENT OFFICE 























THE FAMOUS LINE OF | 
EASY SHOES 


for 


WOMEN 
Two Popular Oxfords That Are IN STOCK 








Stock No. 2322 Stock No. 3606 


Kid Oxford, Plain Toe, Leather Heel, Kid Oxford—Kid Tip—Rubber Heel, 
79 Last, Turn, Combination Last. 76 Last, Turn. 


$3.00 Price 





IMPROVED CUSHION SOLE 
SHOES, DR. A. REED PAT- 
ENTEE, 1900, 1901. THIS IS 


T 
HIS LATEST INVENTION 














FAMOUS DAVIS 
NEW PROCESS 


Crumbs of Comfort A FLEXIBLE 
Reg. U. S. Pat. Off. CUSHION SOLE 


SHOES McKAY 


A. H. BERRY SHOE CO. 


PORTLAND, MAINE 
BOSTON OFFICE: 428-430.ALBANY B’LD’G 
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REG. VU. S. PATENT OFFICE 
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‘Decidedly Thompson’’ 


College Style Leaders 
Bright Finished Cordovan 


Cut from Boarded Cordovan Shells 
A “Decidedly Thompson”’ Feature 


S-648 
Code Word, “College.” 


Boarded Brown Cordovan 
Ball Strap Oxford 
Brogue Last 


Price $8.50 


[ gene for Stock Style Cossloge. Seventeen 
is 


Men’s and Women’s M 


[THOMPSON BROS .SHOE (0 
FINE SHOEMAKERS : 


BROCKTON 


MASS. 
U-S-A 


illustrated 


NEW YORK ' BOSTON CHICAGO 
930 Marbridge Building 207 Essex Street 35 Dearborn Street 
Address all communications to Brockton (Campello), Mass. 
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White Leather. 
Select a White Leather 
That’s Right. 
Specify The Whitest White-LEVORS. 


ae SAL @) °c © © em baton 


TANNERS OF CABRETTAS 


NEW YORK CLOVERSVILLE,N.Y. 
BOSTON MILWAUKEE ST. LOUIS 
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We waited until we were sure of 
the Style Tendencies. 


We held our men back in order 
that our Style Experts could get 
the latest from Fashion Centers. 


We sent out a line that we knew 
was assured in every detail. 


The results are vastly increased 
volume of business. 


We are cleaning up the country 
as we go and lining up new trade. 


It is ansindin that we will sell up 
very early in the season. 


Our salesmen will not make any 
return trips to see hesitating 
buyers or hand-to-mouth trade. 


If you want the most wonderful 


line of Women’s Fine shoes on 
earth, buy it when our salesman 


calls. 


The OULIAN & KOKENGE G. 


(Manufacturers of ( i) Women's Fine Shoes 
ZB 


CINCINNATI, O. 
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Another of the Four! 
Novelty Styles m Brown 


on the Floor 


You need our catalog before you can order 
advantageously. 

Get our story on service from stock on novelty 
numbers. 

We are not forgetting the more staple numbers 
either. 


Be sure to see our catalog. 


WILLIAMS CLARK & CO. 


GOODYEAR WELTS EXCLUSIVELY 


Lynn, Mass. 


BOSTON OFFICE: 183 ESSEX ST. 


Gy 


Z dé 
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PRICE $5.00 


WHITE NUBUCK 
VACATION SHOE 
NEOLIN SOLE— SPRING HEEL 
LYNN, MASS. 


“FOLLOW THE CREIGHTON 
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GOODYEAR WELT 


A. M. CREIGHTON 


WIDTHS A-D — 


May 14, 1921 
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T is a matter of opinion as to what a woman seeks first 
in a shoe. Price, as a rule, means much to the woman 
customer. M-C McKays are priced quite moderately. 

As a plain matter of fact, many purchasers have shown as- 
tonishment upon learning the price. 

Some say: “style”. The typical M-C McKay shown above 
will disperse all doubt in your mind if you are probing for 
style. 
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Wear is important for it can do two things. It can bring 
back an irate customer who demands satisfaction ; it can bring 
back a pleased customer who will buy another pair. M-C 
McKays always lead pleased customers back to you, never 
any other kind. Don’t you find it easy to sell these women? 
We want you to become well-acquainted with M-C McKays 
if you haven’t already had the pleasure of letting them work 
for you. Your address on a card is sufficient. 


MITCHELL-CAUNT CO. 


Factories — Lynn, Mass. — Boston Office, 72 Lincoln St. 
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VAUGHANS IVORY 


THE SOLE THAT HAS MADE 
WHITE SHOES STAPLE 


MADE BY 
bags = C.VAUGHAN 
Tanneries 


PEABOD 
MASS. Vi 





Costs no more than other good sole heather J 
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AUGHAN’S IVORY SOLE 
Leather will be most popular 
during the coming summer 
months because sport foot- 
wear will dominate the sum- 
mer business. 


"REGISTERED All white shoes should have 
that trim, everlasting white 
sole edge which only 

Vaughan’s Ivory can give it. This edge can 
neither check nor peel because it is white clear 
through, thus making it ideal for all sport foot- 
wear. 





When ordering white shoes specify ““Vaughan’s 
Ivory,” it 


Costs no more than other good sole leather 


TANNERIES AT 
PEABODY, MASSACHUSETTS 


, GEORGE C. VAUGHAN jeoee 


CROSSES S Ca 
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O US in Lynn who have never been 

pessimistic about the shoe business 
today’s encouraging situation is very in- 
teresting. 


We listened to the muddy, gloomy pre- 
dictions of six months ago—and remem- 
bered that people must still continue to 
wear shoes. 


We saw prices jump merrily hither and 
yon and back—and somehow never forgot 
that prices always stabilize, somehow or 
other, around a sensible basis of value 


received. 


ALLEN, GOLLER, LEIGHTON Co. BARTLETT-SOMERS Co. 


BURDETT SHOE Co. COTTER SHOE Co. 
A. FISHER & SON GREGORY & READ Co. 


WHITE BUCK WELTS 
for GROWING GIRLS. 
MISSES end 











May 14, 1921 BOOT AND SHOE RECORDER 





P.J. 
HARNEY 
SHOE CO. 






We heard long-faced gentlemen predict 
with ponderous emphasis that the shoe 
business had gone to blazes indefinitely— 
and even at that time our orders proved 
the contrary. 









Lynn manufacturers have at least two 
virtues: They make the best Women’s and 
Children’s Shoes in the world and the best 
Men’s Slippers, and they never lose faith 
in the Industry. 









Our steadily increasing volume of 
orders, and the sure prospects for future 
business, should be a conclusive answer 
to those who still are dismally croaking. 









P. J. HARNEY SHOE Co. HENNESSEY, MAXWELL & HENNESSEY 
G. W. HERRICK SHOE Co. T. J. KIELY & COMPANY 
_ WATSON SHOE COMPANY WILLIAMS, CLARK & Co. 
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Why shouldn’t we be able‘to make better values to retail 
at $5.00 to $9.00—the great middle class price range? 
That has always been our field of specialization and our 
whole organization is keyed up to making WEBER Union 
made SHOES the best in their grade. 


WEBER BROS. SHOE CO. 


NO. ADAMS, MASS. 


New York Office: 1328 Broadway, Marbridge Bldg. H. Harris, Rep. 


~ ; 
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“JUST BOWS” 


BUT THESE ARE BOWS THAT 
ARE BOWS 


They Possess 
Quality—Construction—Price 


We illustrate 5 styles from our stock of over twenty-five 
hundred different numbers. We also make a specialty of 
working out individual patterns for our customers. 


Pat. 1796—114"x%%”", Pat. 1719—2” long, 
$1.10 $1 


doz. pair 


Pat. 1820—1% "x 5g”, Pat. 1806 — 2”x5”, 
$1.38 i 1 





Pat. 1776—2%” long, doz. pair. .$2.25 


Are you looking for Dress, Street or Sport Styles 





Let us send you samples and prices. 
Our deliveries will also please you. 


Chandlers Shoe Novelties 
Cc. A. BROWNING CO. 


Sole Agents) 
30 Franklin St. " Boston, Mass. 


TTT TTT 
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Slip Insoles 


KENDEX slip insoles 
@re guaranteed. 
Order sample lot at 
once. Put up one 
dozen assorted sizes 
in a box. 


j 
j 
4 
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: 


| | 
r ' 
\ ene i 


Specify Kendex 


HEN you give your next order to the 
salesman specify KENDEX. 


Insist on KENDEX. KENDEX is a super- 


_insole. 


It keeps the feet warm in winter and cool in 
summer; is moisture-proof and will not 
shrink, swell, crack nor bunch. 


KENDEX will increase the value of the shoes 
you carry and make your customers more 
satisfied with your merchandise. 


Write for a sample if you would like to see 
and feel KENDEX. It’s a wonderful insole. 
Sooner or later you will specify KENDEX. 


Kenworthy Brothers Company 
Stoughton , Mass. 


Also 


Aenworthy Brothers SH: Canada Lt, St.Johns, P. Q., 





“DECIDEDLY ~ 


_-€ WATSON * 





























hed A Kew 9, the Many Winners We Have /todu ced Shis foring 
J you would keep in he with fashion-Gel in touch with W 


WATSON SHOE CO. -Gan.Mass. 
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No. 202—Kid Two Strap San- 
dal, medium narrow toe, press 
vamp and quarter, gray quar- 
ter and sock lining, 12-8 rubber 
heel. A, B, C and D. $2.85 
No. 272—Same — in lower 
grade. C. D and E. $2.25 


No. 203—Kid One Strap San- 
dal, medium narrow toe, press 
vamp and quarter, gray quar- 
ter and sock lining, 12-8 rub- 
ber heel. B, C and D. $2.75 
No. 304—Same style, in lower 
grade. C.D and E. $2.15 


No. 201—Kid Oxford, gray 
quarter and sock lining, 12-8 
Cats-Paw rubber heel. A to E, 
20 last. $3.25 
No. 206—Same style, in lower 
grade. C. D and E. 
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No. 457—Kid Stock Tip Un- 
lined Oxford, 9-8 rubber heel. 
D, E and EE. $2.50 


Service is the foundation upon 
which the Gardiner line of Quality 
Comforts is built. 


Service in materials—all uppers of 
kid, all soles of best wearing sole 
leather. 


Service in fit — Mr. Gardiner’s 
thirty-five years’ experience in last 
manufacturing guarantees this su- 
preme factor. 


Service in shipping. 
Gardiner’s Quality Comfort line 


includes sandals, straps, oxfords, 
high cuts and juliets. 


Send for catalog showing 24 styles in 
stock, or better still, pick a style shown 
here and send in a trial order. 


No. 4510—Kid Sandal, medium 
toe, no box, 9-8 rubber heel. 
E only. $2.00 


$2.60 Please Address All Mail to the Factory at Lynn 





No. 205—Kid Stock Tip Blu- 
cher Oxford, gray quarter and 
sock lining, 12-8 Cat’s-Paw 
rubber heel. B to E. $3.25 


No. 402—Kid Stock Tip Ox- 
ford, 12-8 Cats-Paw rubber: 
heel, A to E, 40 last. $3.25 
No. 406—Same style, in lower 
grade. C, D and E. $2.60 


No. 2011—Kid Stock Tip Ox- 
ford, gray leather quarter and 
sock lining, 12-8 rubber heel. 
EEE only. $3.25 


H. K. GARDINER COMPANY 
680 WASHINGTON ST., LYNN, MASS. 


Boston Sample Room, Room 407, 183 Essex St. 


A 
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SCHERERS 


FLOWER CIT. 


44 JJ 
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© abs heller shoes 





SEA GULL GREY 
No. 23 


MIDNIGHT BLUE 


No. 14 


BELGIAN BLUE 
No. 21 


MAPLE BROWN 
No. 12 


BOOZIE BLUE 
No. 38 


WINE No. 6 





Still hellen——\ 


Nothing can help more to give your 
customers a quality impression of 
your shoes than to have them made 


of Scherer’s Flower City Kid. 


In future selling much will depend 
on first impressions. Make your 
customers enthusiastic at the start 
by giving them Scherer’s Kid in your 


shoes. 


Oscar Scherer & Bro., Jnc. 


29 SPRUCE STREET, N. Y. 
FACTORY, NEWARK, N. J. 


Originators of and Leaders in Fancy Colored Kid 








HAVANA BROWN 
0 


No. 


LIGHT BROWN 


No. 
BEAUTY BROWN 


oO. 


CHAMPAGNE 
No. 18 


TERRA COTTA 


No. 3 


BRONZE No. 34 
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La Mode One Strap 





The last word in strap models; one 
of the snappiest and daintiest styles 
shown for Summer wear. Made 
with single sole to imitate a turn, 
atid with a covered 16/8 full Louis 
XV heel. 

No. 630—Black Suede, Dull Calf 

BR oss uaa o:6se git 0 < @ $6. 


No. 631—Brown Suede, Cocoa Calf 


ee Serr: rer eer 6.00 


No. 632—Gray Suede with Pat. 
MM  teteves ce nbacepes 6.00 


Black Pony Kid Oxford 





No. 605—Black Pony Kid Oxford,. 
Imitation Tip Broadway, 
Last 13/8 Heel, Imita- 
SS ORS $3.00 
Bto E 


18 Station St. 





Immediate Delivery on 


These Strap Novelties 


Get 

our 

folder 
illustrating 
White 
and 

Black 
Sport 


combinations 


You 
will 

need 
them 


for 
your 


June 
trade 


Your order for these live wires will 
be shipped same day as received 


Nouvelle One Strap 





No. 637 ‘ he ie $5.00 
One strap with Patent Vamp, 
Gray Kid Quarter | 


Covered Full Louis XV Heel 


to 


Peggy Two Strap 





A two strap with covered full Baby 
Louis Heel. 
Single Sole. Broadway Last. 
No. 618—Black Suede, Two-Strap 


Single Sole, Covered Full 
Baby Louis Heel........ $6.00 


No. 619—Brown Suede Two-Strap 
Single Sole, Cowyered Full 
Baby Louis Heel........ $6.00 


Widths A to D 


THOMSON-CROOKER SHOE CO. 


Boston, 20, Mass. 
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No. 4. Russia Lace Oxford. Wing tip on 
the Prize last. 


Cocoa Calf Lace Oxford, Pinked and Per- Patent Colt Plain Toe Dancing Ox- 
forated, Heavy Single Sole, ‘Fells’’ Last. ford. “Brighton” Last. 


The entire Brennan line is constructed to meet fully the demand of well 
dressed men for quality, comfort, and appearance in their footwear. See 


our complete line of “SHOES FOR YOUNG MEN AND MEN WHO 
KEEP, YOUNG” when in Boston or New York. 


Richards & Brennan Co. 
Randolph, Mass. 


Boston Office Minneapolis Office N. Y. Office 
183 Essex Street Lumber Exchange Bldg. Marbridge Building 
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A Bit of Convincing 


Evidence 
of what the 


FEDERAL ARCH-LIFT 


aS 
o>2>> 
eee 


00 
r Hall Annex: Fe 
Cit ston, Mass-> 


sE OF 
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js OF aTks 
ANALYSE CINEER WATE 
ch Ss city Eavatkine 


«sant 
‘ Py Assista™ e ton- 
Mr. Watking vesident High St.» — has 
and 8 Sing Con pm “years Oca! The 
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What the ARCH-LIFT did for 
Mr. Watkins it will do for your customers. 


Get ARCH-LIFTS in stock now! And re- No metal—no rubber—no leather, and 

member—they are entirely different from they’re guaranteed to give relief. Write 

any Arch Support you ever saw. They at once for our interesting booklet. On 

work nature’s way. ordering state size of shoe and weight of 
customer. 


THE FEDERAL ARCH-LIFT 
MFG. CO. 


168 Dartmouth Street Boston, Mass. 
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If you want to 
open the door to 
greater sales’ 
opportunities 
feature Marshall 
Shoe Merchan- 


dise. 


No. 0578 


aut HALL — 
Mi A R te 


C.S.MARSHALL COMPANY 


BROCKTON, MASS. 
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“The E & M Shoe of Quality” 





“Adelphia” 
One Strap 







A turn, with black satin vamp and bro- 
caded quarter. Full Louis wood heel 
black satin covered. On our popular 
73 last. 





ONE STRAP 


BOW PUMP 


TWO TURN STYLES FOR WOMEN, MADE IN OUR KINGSTON FACTORY 


Emery & Marshall Co. 


Haverhill, Mass. 


CHARLES L. MARKS. WARREN H. TUCKER 


Eastern City Trade and In New England 
Southern Territory with J. B. LAUGHLIN Office at 183 Essex St., Boston 


New York Thro : 
1008 Marbridge Building mghout the Middle West oLARR IE H. SASS ; 
e acinc 8 
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Mark time with 
progress: 


BRIGHTEX 
and BEECHTEX 


are two new fabrics for 
white summer shoes that 
have the appearance of kid- 
skin when made up into 
footwear. 











AN 


EMR MA 


=] 


[> addition to their remarkable moisture 

proof qualities, BRIGHTEX and BEECH- 
TEX look good. They have the smooth, 
lustrous pliable hand of kidskin, and when 
made up into shoes they stay white—no 
matter how often cleaned. 


Send for swatches and test them for your- 


self. 


J. EINSTEIN, Inc. 


9 Spruce St., New York City 
Shoe Goods and Linings 
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Herman’s 
Famous 
Specials 


No. 1048 
Mahogany Boarded Side 


$3.85 


A® ALMOST surprising popularity and demand for this Army 
officers’ plain-toe model among business men and other civilians 
has developed the past few months. 


It sells readily at the stores of many hundreds of Herman dealers 
to men who apparently enjoy its handsome forepart, its fine-wearing dark 
Tan leather, and its constant comfort. 


All of which emphasizes further the strength of the Herman line as 
a line of high-class special shoes having high retail salability. 


Speed SEM ok attest: 


ae 


. Our factory at Millis, Mass., has for many months had its normal 
activity. The significance of this will be apparent to every thinking 
shoe dealer. 


Fa! 


ees 


Style 1048 is in stock, in full sizing 


JOSEPH M. HERMAN SHOE COMPANY 


BOSTON, MASSACHUSETTS 
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ALGIER SHOE Co. 
125 Broadway 
BROOKLYN 
JULIUS ALTSCHUL 
220 Varet Street 
BROOKLYN 
AMERICAN SHOE CO. 
166 Livingston Street 
BROOKLYN 


GEORGE W. BAKER SHOE CoO. 


343 Classon Avenue 
BROOKLYN 
Cc. A. B. SHOE Co. 
641 Lexington Avenue 
BROOKLYN 
COHEN & FRANK Co. 
756 Stone Avenue 
BROOKLYN 
J. & T. COUSINS 
369 DeKalb Avenue 
BROOKLYN 
JOHN CRAMER & SON 
199 Steuben Street 
BROOKLYN 


D. H. CHANDLER SHOE CO. 


166 Livingston Street 
BROOKLYN 
BERT E. DRAKE SHOE Co. 
235 Park Avenue 
BROOKLYN 
DEGEN LIPP, INC. 

133 Floyd Street 
BROOKLYN 
ANDREW GELLER 
240 Broadway 
BROOKLYN 
A. GARSIDE & SON 
Webster & 7th Avenues 
LONG ISLAND CITY 
GRIFFIN WHITE Co. 
DeKalb & Grand Avenue 
BROOKLYN 
cule GROSSMAN, INC. 

DeKalb Avenue 
BROOKLYN 
WM. HENNE & CoO., INC. 
957 Kent Avenue 
BROOKLYN 
R. H. HOSKINS Co. 
39 6th Street 
LONG ISLAND CITY 


FEMININ 


MEMBERS OF 
Shoe Manufacturers’ Board of Trade 
of NEW YORK, Inc. 


HORN SHOE CO. 
145 Roebling Street 
BROOKLYN 
F. S. KAUDER SHOE CO. 
10 Leo Place 
BROOKLYN 
KOZAK & McLOUGHLIN 
14th Street & Governor Place 
LONG ISLAND CITY 
J. J. LATTEMANN SHOE 
MFG. CO. 

St. Edwards Place 
BROOKLYN 
MAETRICH EYRE & CO. 
242 Greene Avenue 
BROOKLYN 
I. MILLER & SONS, INC. 
1 Carlton Avenue 
BROOKLYN 
MORSE & BURT CO. 

1 Carlton Avenue 
BROOKLYN 
PINCUS & TOBIAS 
17 Lexington Avenue 
BROOKLYN 
PARISIAN SHOE CO. 
226 Varet Street 
BROOKLYN 
PERFECT SHOE CoO. 
2941 Atlantic Avenue 
BROOKLYN 
DR. A. POSNER SHOES, INC. 
141 Roebling Street 
BROOKLYN 
ROGERS & DAVIS 
1615 East N. Y. Avenue 
BROOKLYN 

STRASSBURGER-STILES 
99 Myrtle Avenue 
BROOKLYN 
CHAS. W. STROHBECK, INC. 
309 Johnson Street 
BROOKLYN 
VOGEL-MILLE 
4th Avenue & Baitio t Street 
BROOKLYN 
S. WATERBURY & SON 
232 Throop Avenue 
BROOKLYN 
S. WEIL & CO. 
379 DeKalb Avenue 
BROOKLYN 
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Style- Predominance 
Quality - Leadership 


:  dgerty representative of Brooklyn shoemaking 
who goes abroad in the land to sell his wares 
possesses an exclusive asset. 


SS Te = a 


This asset is the recognized style-predominance and 
quality-leadership of Brooklyn-made shoes. It is with 
his wares that all others are compared! 


vy 







The Women’s shoe industry in America has been gener- 
ous in its concessions to Brooklyn quality as the highest 
standard. In return for this, the men who have pro- 
duced and will continue to produce this quality keep the 
faith with the Trade by never permitting the standard to be 
lowered. 


TAY 













Hal 
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Since there must be leadership somewhere, Brooklyn accepts 
it and strives ever to justify it. 


Buy Your Shoes from the Members of the 


Shoe Manufacturers’ Board[of Trade 
of NEW YORK, Inc. 


‘BROOKLYN 


ot feminine 
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Public opinion is one of the strongest 
currents in the world. 
Going against it is like swimming against the tide. 


The current of public opinion is now following in the 
direction of greater physical efficiency. 


R\ 


All of the leading magazines, reflecting and 
influencing public thought, are running 
health articles. Several of them have re- 
cently featured articles on the care of the 
feet. 








Don’t try to swim against the tide. Educator 
Shoes, while not a new product, are in line 
with present day tendencies. See that you 
are the dealer in your community who can 

These three cuts appear in 


supply the customer who is just waking up every National Educator Ad. 
RICE & HUTCHINS 


to the value of common-sense, scientifically 
correct footwear. SHOE® 


RICE & HUTCHINS DISTRIBUTING HOUSES 


















The Rice & Hutchins New York Company The Rice & Hutchins Atlanta Company 
The Rice & Hutchins Chicago Company The Rice & Hutchins Cleveland Company 
The Rice & Hutchins Baltimore Company 

The Rice & Hutchins St. Louis Shoe Co. Joseph I. Meany & Co., Inc. 

The Rice & Hutchins Cincinnati Company The Atlas Shoe Company 






RICE & HUTCHINS, Inc. 
10 High St., Boston, U. S. A. 
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